Mil  B  Knil  forever  tlie  ev|ieii'i\e,  (-oni|)li- 

I  VWV  V  ,.ated.  slow  l.v  -tlie-f.ie(  e  melho.l  of 
liiiisliin)>  \oiir  uwniiif'  sto<'k  ...  eliminate  voiir  eleaiiitif; 
tanks.  |ire-lrealin^  tanks,  spray  booths  and  liakint;  ovens. 
I'se  .‘\KK()\X  pre-cor/tef/ stoek.  made  liy  finishing  s/iecitilisis. 
Arrow  >toek  ends  hottleneeks.  cuts  handling  eo-ts.  s|)eed- 
prodiietion.  increases  turnover.  No  need  to  start  up  your 
paint  production  line  to  (ill  special-odor  orders.  Just  pick 
up  a  fresh,  tire-wrapped  Arrow  coil  ol  the  desired  odor  and 
run  it  through. 


most  hi’iiiiti/ul,  most  tlurahle  coating  tor  aluminum  that 
engino^rinn  imagination  has  ever  devised.  For  appearance, 
you  just  can't  touch  it  .  .  .  for  durability,  you  just  can't  hurt 
it.  (Takes  to  forming  like  a  duck  to  water.)  Send  lor  complete 
details,  prices  and  free  sample  Uxlas.  Or  outline  your 
reipiireiuents  and  our  awning  engineers  will  he  glad  to  assist 
vou  without  (ddigation. 


Ev«ry  month,  more  manuloctureri  ore  starting  with 
th*  Arrow  finish.  As  our  volume  increases,  we 
continually  seek  new  woys  to  lower  costs  to  our 
customers 


Inrfisriduol  coil  moonc  ooelor 
handling,  olwayc  froih  ctock. 


Yeors  of  actual  service  plus  the  important  Florida  test 
panels,  weatherometer  and  salt  spray  tests  ore  your 
guarantee  of  complete  satisfaction. 


HASKELL,  NEW  JERSEY 
Telephonei  Eempton  Lakes  7-1820' 
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Quofitij  IjOU/  C£Mt 

HEAR! 


From  the  sound  of  a  STORM  MASTER  "GOLD  SEAL" 
DOOR  you  can  tell  it's  a  strong,  rigid,  solid  unit 
that  is  quality-built  to  last  for  decades. 

That's  why  dealers  prefer  STORM  MASTER  "GOLD 
SEAL".  It  sells  readily  — and  requires  no  costly  ser¬ 
vice  call-backs  that  eat  up  profit.  It's  a  door  sales¬ 
men  can  put  whole-hearted  effort  into  — because 
its  gleaming,  streamlined  beauty,  free  of  price¬ 
hiking  gimmicks,  appeals  to  the  best  trade  where 
profits  are  greatest  and  recommendations  most 
numerous. 

Don't  place  another  order  until  you've  checked 
STORM  MASTER  "GOLD  SEAL".  Remember,  fast 
delivery  comes  from  the  FACTORY  nearest  you. 


STORM  MASTIR  CORF,  of  Roltimore 
1800  So.  Hanover  St.,  Baltimora,  Md. 

I  want  la  b«  in  Ih*  STORM  MASTIt  p««ur« 
Sond  fwll  dotoili  to 


The  '^Cadillac"  of  the  Business 


aramount 


NOW  PRICED  TO 


OUT-SELL  THEM  ALL^ 

The  Only  Window  Line  with  ^  these  FAST  SELLING  SUPERIOR  FEATURES 


^roburt  of 
Aluminum 
^hillrraft 


Cr»,t  StOi'on  Vi'tw  of 
r«/Plf  TMACK  flArUKli 


NEW  IMPROVED 


TRIPLE’TRACK 

ALL-ALUMINUM 

STORM  &  SCREEN 

WINDOW  COMBINATION 

with  Built  in  Weatherstrip 

•  TRIPLE  TRACK 

—  Not  CHANNCL 

•  EASY  INSTALLATION 

—  Service  FREE 

•  TWIN  VENTILATION 

—  Sashes  Raise  or 
Lower  to  Any  Level 

.  •  CHANGEOVER  NEVER 

\  NECESSARY! 

\  —  Make  Sett-Storing 

\  Obsolete 

•  POSITIVE  100%  WEATHER 
^  STRIPPING 

/  •  HEAVY  EXTRUSIONS 


2’  •  ME*VY  extrusions 

3.  bottom  glass' 

Complete  p--  . . 

WtATHfK-STKieUNG  pBMHinKM  ’ 

America's  Finest  Fastest-sell-  i 

mg  ALL-ALUMINUM  Combi- 
nation  STORM  and  SCREEN 

door  I 

•  Fully  extruded 

•  Single  life  doors,  two  litc 
doors,  scit-stonng  doors 

•  Aluminum  Wire  screen.  . 

•  Eiponder  on  sill — #or  ,n 

tolerances  ^ 

•  Reenforced  corners  for  <^5-^  j 

life  time  rigidity. 

•  Complete  with  oluminum  t 

ensemble  and  stainless 

steel  hardware 

•  BOTH  are  3  WAYS  BETTER!!! 

I  QUICKER  AND  EASIER  TO  INSTALL  2  SERVICE  PROOF 
3  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL  BACKS 

ADVERTISING  MATERIAL  AVAILABLE;  Cuts,  Mats,  Literature! 


#  Introducing 
the  New  Sensational 
BUSINESS  BUUBER 

paramount 


ALL-ALUMINUM 


liiseiiEiW  sm 


r  iij 

ii!' 


i  I 


With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  HINGE  feature 


Some  other  Outstanding 

1  Full  Length  PIANO  HINGE  5 

Permits  easier  cleoning  from 
the  oufsidc 

2  EXTRA  HEAVY  EXTRUSIONS 

(j;63  ST.  S  Alloy  Extrusions). 

3  SPECIALLY  DESIGNED  SPONGE 

RUBBER  ^ 

To  affect  a  perfect  seal  be¬ 
tween  Casement  window  ond 
storm  window.  Eliminates  . 

Window  Condensotion  ' 

4  FULLY  EXTRUDED  Weather  « 

Stripping  installed  on  each  ^ 

Window  Vent  opening  for 
positive  seol  10 


Selling  Features 

Specially  designed  rubber  ex¬ 
trusion  to  seal  and  secure 
glass  in  plate,  for  permonen- 
cy  And  permitting  simple  re¬ 
placements  of  broken  glass  by 
home  owners. 

Designed  tor  Single,  Double 
thick  and  Demiplotc  tor  Pic¬ 
ture  Windows 

Controlled  ventilotion. 

Orott  Free. 

Reenforced  tor  permanent 
rigidity. 

Priced  Right 


a  t*  a  ssv  ei  tt  tv  f  aluminum  products  corp. 

M  L  ^  III  Q  LI  II  L  180-11  Jamaica  Ave.,  Jamaica,  L.  I.,  N 
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The  cover  tor  November  shows  the  enclosed 
porch  which  is  part  ol  the  home  of  Arthur  Lan¬ 
dry  at  1729  Greanleai, 

Mich.  What  appear  to 
be  jalousies  a'e  actual¬ 
ly  louvered  storm  win¬ 
dows  used  here  as 
prime  windows  that 
have  their  own  screens 
and  storm  sash.  When 
used  as  storm  windows 
they  are  installed  in 
Iront  of  the  regular 
prime  window.  A  spe 
cial  mechanism  pow 
ered  on  both  sides  and 
operated  from  the  bot 
tom  opens  and  closes 
the  louvers  without  exerting  any  strain  on  the 
glass.  In  this  enclosure  the  glass  blocks  were 
installed  first,  then  the  posts,  roofing  and  sid¬ 
ing.  The  seven  louvered  storm  windows  were 
made  by  the  V  Seal  Corp.  ol  Royal  Oak.  Mich. 
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6  REASONS  WHY  IT^  THE 

FASTEST-SELLING  DOOR 
IN  THE  RUSINESS  TODAY! 


I  Dealer  sales  continue  to  rise!  Last  month,  one  of  our  dealers  in  a  city 
of  50, ()()()  population  reported  an  increase  of  62%  over  October,  19^1 
sales.  He  sold  32  d<M)rs  at  a  gross  profit  of  5960.00. 

The  Moloney  All-W'cather  Door  creates  three  times  its  value  for  you  in 
u’h/dou'  sales. 

3  The  Moloney  Door  is  com fyelii it'd y  priced.  Both  dealer  and  salesman  get 
full  {XTCentage  mark-up. 

No  large  inventories  needed;  no  fractional  sizes  necessary.  Exclusive 
Adjnsto  Precision  Channels  fit  96'^V  of  all  d(M)r  casings  .  .  .  insure  faster, 
easier,  trouble-free  installation. 


5 
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It’s  the  finest  aluminum  combination  door  on  the  market;  made  by  the 
oldest  exclusive  combination  door  manufacturer  in  the  business. 


Powerful,  full-color  national  advertising  and  attractive,  free  dealer  aids 
are  professionally  designed  by  one  of  America’s  biggest  advertising  agencies. 


Don't  miss  any  sales  -get  on  the  Moloney  map  now! 

Exclusive  DISTRIBUTORSHIPS  and  DEALERSHIPS 
still  available  in  many  profitable  territories. 

THE  MOIOMEV  GOMPANV 

2409  Terminal  Tower  *  Cleveland  13,  Ohio  *  PRospect  1-0705 

IN  ('ANAOA,  TTic  Moloney  l)»«>r  is  manufactured  and  sold  by  MOl.ONFY 
ALUMINUM  FROOS.  OF  CANADA,  LTD.,  »I  Lewis  St..  Ft.  Frie.  Ontario. 


I 


WORLD'S  LARGEST  MANUFACTURER  OF  ALUMINUM  COMBINATION  DOORS 
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See  this  powerful,  full-color  od  in  October  Americon 
Home,  and  November  Better  Homes  and  Gardens 


f^'Tstonjirfoor,-,, 

comfort 
cconom  V. 

‘■“"V...  a/, 

price! 


'•»'•»<(  k,*v 


C(,„ 


AOOtlli 
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MARSHALL  V.  NOECKER,  PRESIDENT  OF  THE  KAUFMANN  CORPORATION  SAYS: 


a 


< htr  dinli  rx  him’  .kiIi  ii 
riAumiK  from  t'ii.iMHl 
to  ),(»»>■ 


compare  yOUR  fioaocial  statemeot 
with  this  typical  KADFMANN  dealer’s 


INCOMf-  bTATFMf.NT 

TWTLVE  Mr.NTtlS  FNl^fD  AU  .UST  31.  195? 

Percentages 

?  3  8'  .  Doalcr)  $■.■’8.9^’!  ICO 


Sak-s  ■C'C  ?  km, til,  3 

Cc-='  .1  :>ai< 


LTateriaK  U'.ed 

$137  932 

Fat'  .ry  Lah  ir 

29,923 

Eac'ory  Overhrvid 

;'3,96C 

Inrt.dlatipn  Ctftts  Cr  Other 

03  9 ,  ■ 

2%,780 

%  I 

t  BOSS  PROFIT 

$.’32  171 

339?i 

OtTier  Expenses 

C  ;mrnissiori‘, 

$hT2?0;' 

A.Jvertising 

8.10R 

Sales  —  Offices 

5,.?3I 

Prir  fir,;,  Phnne,  Samples  ft 

7231 

Sdlarn  s 

00 

R(  r  *s,  Phune.  Trav'T.  Sunilie' 
,A(iv  f  'r  Personnel  &  Others 

13  692 

Ti7,265 

297  „ 

Nfl  PKOfTT 

$  73,9t>. 

13  2-,T 

Current  Assets; 


BALANCE  SHEET 
AUGUST  31.  1952 


Cast' 

$  3.9'''- 

Re<  eivables 

15.3:3 

Inventcries 

32.2'3S 

$  95.CS0. 

X'terred  Charges  to  Oiierations  and  Other 

Assets,  including  Advan.  e  Commission-. 

$  12,410, 

axed  Assets: 

Ma  hinerv'  &  D'es  Net 

$  :-232 

Office  Furniture  Cr  Fquc.t  Net 

1  7.^ 

$  11,021. 

TOTAL  ASSETS 

$  1\511. 

Carter.*  [..abilities 
A  ."Ounis  Paviii'lo 
A  rued  Exitensr-s 
fleposit'. 

Reserve  A.  eunts 
All  Other 


total  LIABILITIES 
CAPITAL  ACCOUNTS  --  Partnership 


TOTAl.  LIABILITIES  AND 
CAPITAL  ACCOUNTS 


THESE  ARE 
AUTHENTIC 
STATEMENTS, 


•lust  (lint*  and  a  litilf  years  ann,  this  detiltT 
started  with  an  initial  investment  of  just 
in  machinery  and  etjuiitment  . . . 
and  The  KAl'FMAXX  I’LAX.  Hisurowth 
has  btH'n  phenomenal  in  the  industry, 
hut  typical  of  ttur  mtinufacturinn  dealers. 


VOr.  'I'OO,  c;in  show  ;i  prolit  |»iclure  like 
this  .  .  .  I'nder  the  KAl'FMAXX  I’LAX 
you  can  make  iiimr  business  just  as  |)rotit- 
able.  .And  you  can  start  with  an  original 
investment  of  ;is  little  as  $;)00.  Don't 
w;iit  .  .  .  act  now! 


YOU.  TOO,  CAN  GET  ON  TOP. . .  miU  FOR  THE  KAUFMANN  PLAN 


t  triyhiiilor.i  of  Ihr  .\lii- 
min lint  I touhh  -H iimj 
( 'omhimition  irinilou’. 
Ih'vrlopirit  of  Ihi 
Alitminiim  ( 'onihitiii- 
lion  door. 


17210  GABLE,  DETROIT  12,  MICHIGAN 


ITri/f  for  l•ll/H/*/l7r■ 
informolion  on  tin 

l<  A  I  F  M  .1  .V  .V 
/’/.  t.V  or  I’o/I  ll■<  III 
711  .l-JO/to. 
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finest 


THE  CASEMENT  HARDWARE  COMPANY  Dept.  BM  11,  612  No.  Michigan  Ave.,  Chicago  11,  Illinois 

HOME  IMPROVEMENT  DEALER  9 


UJirN^oi! 


The  only  Jalousie  with  the  famous  Win- 
Dor  Operator  and  Patented  Hardware  As¬ 
sembly  including  stainless  steel  weather¬ 
stripping. 

The  Jalousie  unit  backed  by  a  manufac¬ 
turer  with  a  reputation  of  more  than  40 
years  for  quality  products. 


©The  Jalousie  that  has  been  laboratory 
tested  and  is  a  specification  standard  for 
hundreds  of  U.  S.  Government  installa¬ 
tions  as  well  as  countrywide  residential 
and  commercial  use. 


OThe  Jalousie  that  is  nationally  advertised 
to  both  architects,  builders  and  home 
owners. 


The  Cosement  Hardwore  Company  i$ 
interested  in  establishing  additional 
distributors  who  con  qualify  for  sell¬ 
ing  this  fine  equtpment.  These  Jolou 
sie  windows  ond  doors  hove  met  with 
tremendous  acceptance  and  demand 
ond  ore  todoy  the  most  popular  win¬ 
dows  in  the  whole  field  of  fenestra¬ 
tion.  If  you  wish  to  participate  in  the 
phenomenol  demond  and  profitable 
sales  of  these  new  windows,  send  the 
enclosed  coupon  and  attach  details 
for  immediate  action. 


THE  CASEMENT  HARDWARE  CO. 

Dept.  BM-11,  612  No.  Michigan  Ave. 

Chicago  11,  III. 

Gentlemen: 

I  am  interested  in  your  offer.  Attached  are  my  qualifications. 


State _ 


The  Jalousie  which  is  made  in  standard 
sizes  in  both  redwood  and  aluminum 
framed  units  as  well  as  separate  hard¬ 
ware  assemblies  for  special  installations. 


extruded  ofummum  fromed 
Jo/ousie  unit  with  many  ex> 
cfusive  teotures. 


Alumi^orf 


The  Door  To  Comfort,  Economy 


PHONE 

YOUNGSTOWN,  OHIO 


ALUMIDOR  MFG.  COMPANY,  STRUTHERS,  OHIO 


Yet,  sales  on  Alumidor  are  still  growing  every 
day  by  leaps  and  bounds  —  because  it  has  a 
great  appeal  to  homeowners  plus  rugged  dura 
bility,  beauty  and  balance 


All  of  Alumidor's  selling  features  are  too 
numerous  to  mention  here,  but  Alumidor  is 
outsPinding  because  it  is  the  only  door  with 
graceful  fluted  side  and  head  rails  on  the 
outside  and  is  satin  smooth  on  the  inside.  They 
can  be  sold  with  either  butt  end  or  mitered 


A  few  K.  D.  distributorships  ore  still  avail¬ 
able.  Preterit  Alumidor  Distributors  have 
sufficient  inventories  to  supply  dealers. 


Succeuful,  prosperous  talesmen  say,  “this  it 
the  door  that  leads  to  profit”,  but  to  get  the 
whole  story,  drop  us  a  line  today. 
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HOME  IMPROVEMENT  DEALER 


Features  positive 
action  without 
rotor  mechanism; 
Seol-Tiqht  Side- 
gotes,  outo-lock, 
bronze  bearings, 
rivetless  construction 
and  costly  zinc 
annealed  finish. 

•MMIDIATI 

OdlVlKY 

ZUARANTlfDi 


MODERNVIEW,  INC. 

95  Madison  Avenue,  New  York  16  ORegon  9-0540 


We  are 
interested 
Please  send 
details  to: 

We  ore  Q  Deolers  [[]  Dis^ibutors  0  Other 

11 


(lOOI’KK  I.4»uvrr  WINDO'ftS  always  LK.\I)  — so 
you  can  l»c  sure  of  Itciiif!  the  firnt  with  the  NKU  KST 
innovations. 


Sell  a  waiting  market  the  hest  and  most  efficient 
unit  at  the  lowest  prices  in  the  fiehl.  That’s  how 
competition  can  never  tmieli  yon  . . .  or  reach  the 
BK;  M AKKKT  you  ean! 


If  you're  anxious  to  pet  your  shar«“  of  the  fastt'st 
prowinp  market  in  hiiildinp  specialties  history, 
write,  wire  «»r  ’phone  today. 


1  is  III  •ROt  \M0  SAt.KS  M^ROVKiH 


Ventilated  privacy 


Zero-1CX)S  ventilation  Prowler  prool 


COOPER 


WINDOWS 


Now  po  after  the  BIG  M.4RKKT!  M(>I)KKNMK>X 
shows  you  the  way  with  GOOl’KB  I-ouvre 


seconds  of  reading 


years  of  profit 


invites  you  to  shore 
the  rewards  of  its 

post-emergency  exponsloii 


Yes,  this  small  investment  in  reading  time  can  get  you 
a  big  return  in  prafits  —  "over -the -years"  profits! 
Since  we  choose  our  AlumaROLL  "family"  carefully, 
we  stick  with  them— giving  them  all  the  technical  and 
promotional  help  we  can.  So  when  you  "go"  with 
AlumaROLL,  you  keep  right  on  going  and  growing! 
If  you  want  a  share  of  those  "20-year-profits"  our 
past  history  indicates  are  a  sure  thing,  write  today 
for  details  about  K.D.  or  dealer  franchise  in  any  ter¬ 
ritory  that  interests  you. 


ORCHARD 
BROTHERS  INC 

63  MEADOW  ROAD 
RUTHERFORD.  N.  J. 

Phen*  Rutherford  2-7400 
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fMHh  niosl  encouraKinK  news  that 
has  passed  over  (he  desk  nf  this 
department  in  a  lon^  time  is  a  re¬ 
port  on  a  eonferenee  held  in  New 
York  which  was  attended  hy  presi¬ 
dents  of  various  trade  ass«»ciati(»ns 
and  key  li)>ures  in  (he  building 
industry. 

l.mtkinK  over  (he  outlying  com¬ 
munities  which  have  mushnatmed 
around  cities  in  recent  years,  while 
substantial  older  houses  are  neg¬ 
lected  in  repair  and  impn»vemen(. 
(he  builders  are  convinced  that  an 
extra  vacant  mistake  is  bein^  made. 
•  •  • 

“No  nation,  says  the  report,  is 
rich  enoujrh  to  neKlect  well-l>nilt 
housing  and  then  tear  it  down  to 
make  way  for  new  dv\ellin)>:s  of 
perhaps  inferior  si/e  and  construc¬ 
tion,"  they  say.  The  best  time  to 
fi>rht  blight  and  decay  is  before  a 
neiKhlxu'hood  is  allowed  to  become 
a  slum. 

Summarizinjf  the  thinking  of  the 
.‘II  national  leaders  in  buildiiiK, 
bankinjr,  architecture,  insurance, 
real  estate  and  manufacturing,  the 
report  makes  the  followinjr  points: 
•  •  • 

1.  “This  country's  need  for  bet¬ 

ter  housing;  is  far  t(N>  jjreat  to  meet 
(hrouch  new  construction  alone _ 

2.  “We  can  provide  jfood  low- 
cost  housing  in  most  communities 
a  lot  more  quickly  and  a  lot  more 
economically  by  moderni/in);  old 
dwelling  units. 

•‘I.  “If  the  government  would  ac¬ 
cept  the  basic  fact  that  m»»st 
.Americans,  rich  and  poor  alike, 
must  continue  to  live  in  houses  now- 
extant  .  .  ,  then  the  home-building 
industry  could  be  free  to  concen¬ 
trate  on  the  job  it  can  do  best — the 
creation  of  better  new  houses  and 
(Cnufinmd  oh  Page  88) 


Here’s  Your  Clianee 
To  Get  Into 

HOME  AIK  CONDITIONING’ 


As  \<>ii  ktiow  la-l  'iimiiK-r's  rcrord  brat  fia\«-  the  liiial  iinpi-tu"  tliaJ 
mad*-  boinf  air  roiidilioniiif!  dii*  coinlort  lliat  tin  one  could  live 
willioiit.  Maiuilacliircrs  <-oul<ln‘t  produce  machines  fast  enou"li.  and 
dealers  had  a  hoiianza.  lb  mid -Jub  the  demami  was  ten  times 
fircater  than  the  suppb. 

Now  you  can  be  in  the  home  air  conditioning  business  in 
19r>;{ .  .  .  and  19.">4  and  etc. 

But  —  Foil  Must  Act  Fast 

We'll  tell  \ou  all  about  our  moili-l  .  .  .  it'-  nationalK  known.  com|»cti- 
ti\ely  prid'd,  (pialil)  built  .  .  .  and  fiiiHniiiUrd.  \fter  >oir\e  heard 
the  stor\  \ou  must  d<'cide  how  mau\  units  you  will  want  in  I'l.j.l. 
and  place  \our  order  before  December  .51.  I't.)2.  (Ml  units  left  on 
January  1st  po  to  a  well-known  major  manufacturer.  I  Are  vou 
interested':'  riien  write,  or  wire! 

If  you  pet  into  this  lield  \ou  will  be  assured  ol  a  steady  source  ot 
suj>ply  in  future  \ears.  We  ha\e  been  in  tlii.^  (udil  for  years  )\oii 
know  us  I  and  will  pi\e  \ou  our  absolute  puarantd-. 


WRITE  or  WIRE:  -  Box  375 

BCICDING  SKECIAI.TIES.42.".  Fourth  Ave..  New  York  16.  N.  Y 
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IS  VOUR  IVINDOK^i^ 
IN  TUNE  WITH  THE  TIMES 


c  Ciirlif  l^irJs  irll/  cjct  tli 


ic 


nicci:sr 

MC^S  I  cinJ 

/  of  all  inUJi 


sales 


We  still  have  dealerships  a  v  a  i  I  a  b  I  e  . . .  w  r  i  t  e  for  details! 

The  ABC  Jalousie  Window  is  the  most  revolu¬ 
tionary  and  practical  improvement  in  window  design 
today.. .the  All  Balanced  Control  is  unmatched  on  today's 
market ...  both  in  the  fine  construction  and  appearance! 

Adimii  ENGINEERING  COMPANY 
OPA  LOCKA  •  FLORIDA 
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Sfreelcraft  Building  Products 
Represent  10%  of  the  Cost 
of  the  Average  Home  .  .  . 

Are  you  getting 
YOUR  share? 


Yoo  can  botld  costoacr  sads^kcdon  and 
add  big  Yobunc  bjr  saUiog  Steelcraft 
metal  buildiog  pr^octt  to  the  home 
buildera  in  jronr  territoqr.  Every 
Stcckrafit  produa  is  a  iast-moTiog, 
profit'produccr  . . .  available  only 
through  Steelcraft  dealers. 


Heavy  gouge  steel  in  a  wide 
ronge  of  stock  sizes. 


Fit  all  metal  casement  win¬ 
dows  .  .  .  standard  sizes. 


Packed,  ready  for  easy 
screw-driver  installation. 


All  types  of  Picture  Frames, 
Windows  and  Combinations. 


ALL  PRODUCTS  (excnpt  Aluminum  Storm  Sosh) 
ore  STIIL  .  .  .  SONDIRiZIO  and  PAISrraD 


The  Steelcroft  Manufacturing  Co.,  Oopt.  BS- 
eOI7  Blue  Ash  Rd.,  Retsmeyne,  Ohia 


complete  information  on  the  Sieelcrafi  Dealer  Plan. 


WE  HELP  YOU  SEU  ...  AT  A  PtOFITt 

Steelcraft  provides  tested  selling  aids  including  catalogs, 
displays,  samples,  mailing  pieces,  newspaper  mats  and 
other  selling  tools  that  help  get  the  order. 

Dealerships  still  open  in  some  areas.  If  you  are  interested 
in  fast  turnover  and  larger  profits,  get  the  facts  about  the 
Steelcraft  Dealer  Plan. 


Compony 
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STlfl  DOOR  fRAMIS 

Uni  Trim 

CAStMENT  WINDOWS 

BASEMENT  WINDOWS 

One  piece,  welded  construc- 
fion.  Reinforced  corners. 

A  complete  inside-outside 
window  trim  ..quickly  installed. 

Easy  to  operate,  easy  to  clean, 
permanent  and  weather-tight 

Armless  ventilators  are  easily 
removed  for  cleaning 

Air-Control 
LOUVRED  WINDOWS 


m  HOTTEST  SELLING  ITEM  YOU  CAN  CARRY! 


Costs  less  than  ordinary  windows! 


Here  is  a  louvred  window  that  sets  the  pace  for 
sales'  A  window  that  is  jam-packed  with  features  and 
priced  to  sell  The  lowest  cost  louvred  window  on  the 
market  . 

Yes  .  .  .  Mr  Dealer,  look  no  further  for  those  hard 
to  find  soles,  Sun-Sosh  practically  sells  itself!  Built  to 
last  and  outselling  all  others  —  Sun-Sash  actually  costs 
less  than  ordinary  windows  Why  not  cash  in  on  good 
profits  with  Sun-Sosh  louvred  window  hardware  —  the 
hottest  selling  item  you  con  corry! 


residentiol 

installed  in  the  home,  SUN-SASH  win¬ 
dows  ore  perfect  (or  porches,  breereways, 
kitchens,  bathrooms,  cellars,  bedrooms 
and  living  rooms. 


INSTALLATION  IS  EASY  AND  INEXPENSIVE 


4  ln«UM  stop 
lop  A  bottom. 


3.  Cloio  otid  of 
dipt  evor  gUtt 
to  hold  bl«dot 
firmly  in  posi¬ 
tion. 


$  I «  d  •  g  I  4  1 1 
lewvroi  in  to  rot- 
tio-proof  spring 
dip  hoidors 


commerciol 

SUN-SASH  in  commerciol  instollotions 
ore  modern,  efficient  ond  inexpensive 


7  SUN-SASH  COMPANY 

38  PARK  ROW,  N.  Y.  38,  N.  Y. 

Pleaie  '-end  me  fiee  literetme  on  Sun  Savh  Louvred  windows. 


NAME 


SUN-SASH  COMPANY 

38  PARK  ROW  NEW  YORK  38,  N  Y. 


ADDRESS 
CITY . 


STATE 
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Low  Priced.  Durable 
Aluminum  Cutting  Saw 

A  lu'w  typo  of  lon^  lastiiiK 
aluminum  cutting  saw  now  boinjr 
used  by  many  Lon^  Island  (N.  Y.) 
manufacturers  of  aluminum  com¬ 
bination  windows  and  doors  is 
available  at  the  unusually  low  price 
of  $1:1.25.  Known  as  Juliano’s 
Aluminum  (’utting  Saw,  the.>ie 
blades  are  ideally  suited  for  all 
round  cuttintr  of  extruded  stock  in 
cut-off  saws. 

The  blades  are  hollow  y^rouml, 
have  a  standard  ''jj”  hole,  and  110 
teeth  without  set.  The  .08.*?  thick¬ 
ness  has  been  found  to  be  ideal 
for  cuttinjr  aluminum  .stock  since 
this  provides  sufficient  rigidity 
without  exce.ssive  thickness.  Other 
gauges  available  as  desired.  Blades 
of  all  description  for  cutting  both 
metal  and  wood  can  al.so  be  ob¬ 
tained. 


Quantity  discounts  for  12  or 
more.  .‘10  days  delivery.  Juliano 
will  also  resharpen  blades  for  $1.25 
each  plus  po.stage. 

♦  *  * 

New  Fenestra  WindoWall 

A  new  "VV’indoWall”  to  give  pic¬ 
ture-window  beauty  to  new  homes 
is  announced  by  Detroit  Steel 
Products  Company,  manufacturers 
of  Fenestra  .steel  ca.sement  win¬ 
dows.  The  Fenestra  WindoWall 


comes  in  two  sizes — six  lights 
(0':i  -’h''  wide  by  6'4  >){"  high), 
and  nine  lights  (9'4  wide  by 
6'4  'a”  high).  Lights  can  be  ven¬ 
tilated  or  fixed,  and  it  is  possible 
to  have  any  number  from  one  to 
nine  of  the  lights  ventilated,  or 
the  entire  WindoWall  can  be  fixed. 


For  insulation  purpo.ses,  the 
P'ene.stra  WindoWall  Units  can  be 
easily  glazed  with  •  insulated 
glass,  in  .stock  sizes  as  provided 
by  various  gla.ss  manufacturers. 
They  may  al.so  be  glazed  with 
double  .strength  or  plate  glass,  ac¬ 
cording  to  the  Fenestra  manufac¬ 
turers. 

Ventilated  units  may  be  .screened 
with  F'ene.stra  All-Metal  .screens 


If  further  information  is  desired 
about  articles  appearinK  in  the 
pa^es  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


which  are  installed  from  the  in¬ 
side  and  top-hinged  for  ea.sy  access 
to  the  ventilator  locking  handle. 
The  slender  .screen  fnimes,  to¬ 
gether  with  narrow  frames  of  the 
window  units,  give  window  beauty 
both  inside  and  outside  the  home. 
♦  *  ♦ 


Pre-Fab  Garage 


Strong,  sturdy  and  good  looking, 
this  versatile  structure  is  designed 
by  Bankhead  Builders  Supply  f<»r 
u.se  as  a  custom  garage  or  storage 
hou.se.  However,  Manager  Robert 
Higgins  reports  it  al.so  can  be  made 
into  a  two-room  cabin  for  lake  or 
mountain  re.sorts. 

Constructed  of  Strong-Bilt  full- 
wall  waterproofed  |)anels  manufac¬ 
tured  by  The  Upson  Company,  the 
12  by  24  building  complete  with 
overhead  doors  and  four  windows 
.sells  for  $565.  F'ootings  are  poured 
one  day  and  two  men  can  erect 
the  garage  the  following  day.  The 
laminated  wood  fibre  panels  may 
be  painted  to  harmonize  with  the 
home  since  the  beautiful  pebbled 
surface  is  presized  at  the  factory 
to  provide  a  perfect  painting  sur¬ 
face. 

*  *  * 

New  Plastic 
Screw  Anchors 

Scru-Tite  .screw  anchors  are  new 
anchors  combining  the  best  fea¬ 
tures  of  all  screw  anchors.  Scru- 
Tite  .screw  anchors  will  anchor  any 
(Vniitiiiufd  OH  75) 
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IHCLUDES 


ROYAL 


the  ROYAL  is  sweeping  the  nation  .  .  . 

because  it’s  the  most  competitive  door 
on  the  market! 


Complete  hardm^are  —  hinges,  latches, 

closure,  bottom  expander. 


Special  aluminum  jamb 

operation  at  all  times.^ 

WeaHier-seleetor  panels 

two  screen  panels. 


insures  perfect 


two  storm  sash, 
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d  our  completo 
»  •  your  host 
I  combination! 


The  quality  window  of 
the  field  .  .  .  America's 
finest  in  every  respect 
with  more  superior  fea¬ 
tures  than  any  other  win¬ 
dow  on  the  market! 


Outstanding  three-tracl 
aluminum  window  on  th( 
market  .  .  .  full  sliding 
storm  and  screen  sasl 
with  outside  access  at  an; 
time,  any  season  of  year 


Top  quality  extruded 
a  I  um  i  n  um  comhinations 
that  you  can  sell  on  a 
competitive  basis  with 
wood  products.  Cict  on  the 
aluminum  bandwagon! 


All  Aiumatic  products  are  nationolly-advertised  in  the 
notion's  leading  magozines  and  all  bear  the  Good 
Housekeeping  Seal  of  Approval? 


storm  sash  and  screens  for  coie- 
ments.  screen  doors,  full  and 
half  screens,  ond  screened  porch 
enclosures! 


Send  me  more  RO'N'AL  information. 

Send  me  information  on  your  compicte  line. 


Address 


Zone  . .  State 
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BS— It  52 


Looking  for  Additional  Products 


Fill  in — Tear  off — and  Mail 

November,  1952 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16.  N.  Y. 

Send  me  faeit  on  the  items  checked 

Q  1.  Altiminum  Combination  Doors 

□  2.  Aluminum  Combination  Windows 

□  3.  Alum.  Outside  Casement  Storm  Sash 

□  4.  Kitchen  Fans 

O  S.  Room  Air  Conditioners 
Q  6.  Wood  Combination  Windows,  Doors 
Q  B.  Aluminum  Casement  Storm  Sash 
Q  Shower  Doors  t  Tub  Enclosures 

□  12.  Aluminum,  Steel  Casement  Screens 

□  13.  Plastic  or  Metal  Wall  Tile 

□  14.  Redwood  Mill  work  or  Lumber 

□  18.  Aluminum  or  Metal  Awnings  A  Canopies 
Q  20.  Aluminum  Door  Grilles 

n  22.  Caulking  li  Glazing  Compounds 

□  23.  Plostic  Weotherstripping  tor  Metal 

Casements 

Q  24.  Storm  Window  &  Door  Hordware 
d  2S.  Ornamental  Iron 

□  26.  Sprayed  Sidewall  Resurtacers 

□  27.  Metal  Mouldings,  Weotherstripping 

□  29.  Glass  Jalousies 

□  30.  Articial  Stone  or  Brick  Siding 

d  31.  Plastic  Splines  and  Gloiing  Channels 

d  32.  Home  Fire  Alarms 

d  33.  Aluminum  Ladders 

d  3S.  Aluminum  Polish 

d  36.  Venetion  Blinds 

d  37.  Silicone  Masonry  Waterprooters 

d  38.  House  Morkers,  Post  Lonterns 

d  39.  Pro-tab  Garages 

d  40.  Plastic  Fiberglas  Panels 

d  41.  Pleziglos  Skylights 

d  42.  Louvered  Storm  Sash 

d  43.  Steel  Basement,  Casement  ft  Picture 
Windows 

Other  Items . 

Send  me  Building  Specialties,  12  months. 

$3.00  d 

Name . 

Firm . 

Address . 


Interested  In 
More  Sales 

Need  A  Companion 
Item  To  Round  Out 
Your  Present  Line 


Check  the  boxes  opposite  products  or 
services  about  which  you  want  information. 
Fill  out  the  coupon.  You  will  receive  FREE 
the  latest  BOOKLETS,  catalogues,  informa¬ 
tion  and  details  from  the  manufacturers. 
Do  it  NOW  while  you  are  going  over  the 
list,  and  send  to  Building  Specialties,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


oniy5eason*all  Casement  Storm  Sash  offers 
patented  BUILT-IN  VINYL  WEATHERSTRIPPING 


The  only  proved  combination  of  material 
and  design  for  completely  weatherproofing 


QUICK  FACTS  ON  SEASON-ALL 
CASEMENT  STORM  SASHI 


Permanent  outside  installation  • 
Precision  made  of  highest  quality 
materials  •  Open  and  close  auto¬ 
matically  with  the  prime  windows 
•  Never  need  be  removed — not  even 
for  cleaning  •  Provide  the  ultimate 
in  all-weather  window  protection  • 
Proved  performance  •  Unequalled 
in  efficiency  and  economy. 

BUILT-IN  VINYL  WEATHERSTRIP¬ 
PING  CAN’T  ROT,  CRACK,  HARDEN 
OR  DETERIORATE  IN  ANY  WAY 
—WILL  LAST  THE  LIFE  OF  THE 
STORM  WINDOW. 

Nattewely  Ativertitee 


and  insulating  casement  windows! 


As  an  integral  ami  perniancin  pan  «>•  ihc  Season-all 
\V'itul«)s\,  the  \'inyl  weatherstripping  section  can’t 
pull,  tear  ttr  wttrk  loose.  Its  feather-eilge  tiesign  pro¬ 
vides  the  Ilexihility  neevleil  tt)  prevent  cutting  t)l  the 
vv eatherstripping  umler  pressure — a  cotnnion  failure 
with  orvlinary  types.  'I'his  weatherstripping  seals  till 
jour  .v/V/c.v  of  the  opening  sectittn  t)l  the  prime  w  imhtw 
ami  fits  securely  to  the  casement  frame,  thus  assuring 
maximum  window  protection  anil  insulation. 
Remember — no  other  make  provitles  the  extra  pro¬ 
tection,  extra  comfort  and  extra  economy  of  built-in 
N'inyl  w eatherstripping. 


Monufocturod  by 

Aluminum  Fabricoting  Co.  of  Pittsburgh 

Nationolly  distributed  by 

Season-oil  Soles  Corporation 

7027  AppI*  AvanuA,  fittfbwrgh  6,  Ptnno. 


INQUIRIES  INVITED  FROM  SOUND,  A  G  C  R  E  S  S  I  V  E  ,  W  E  L I  -  R  A  T  E  D 
ORGANIZATIONS  WITH  A  PROVEN  RECORD  OF  ACCOMPLISHMENT! 
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ONE  RELIABLE  SOURCE 

t:  joRrT^WEAT'.' 


OWN  PLASTIC  WALL  TILE 


■  Good  News  for  the  profit  minded!  The  makers  of  Crown  Steel  Wall  Tile  — 

the  tile  that’s  famous  for  selling  fast  —  bring  you  another  profit  oppor¬ 
tunity.  It's  all-new,  all  beautiful  Crown  Plastic  Wall  Tile! 

IUmv’s  plastic  tile  that's  hacked  up  hy  a  conipauy  already  fatuous  for  pro- 
ducinjr  steel  wall  tile  of  proven  (pialily  —  (piality  so  liiKh  it  earned  a  Ixinded 
jruarantee!  Now  you  can  make  the  most  hy  sellinjr  the  best — the  best  metal 
wall  tile — the  best  plastic  wall  tile.  If  you  handle  Crown  Steel  and  Plastic  tile, 
you  have  no  reason  for  sellin^r  anythintr  but  the  best  tile  in  its  field  I 
ft  ALL  lILt  5g//  both  and  you'll  sell  plenty  and  earn  plenty!  Get  details  now  on  Crown 

•Steel  Wall  Tile  and  the  K»eat  new  Crown  Plastic  Wall  Tile.  Use  the  coupon  below 
Whatever  customers  want  you  have  with  Crown  Steel  Wall  Tile!  A  complete 
ranye  of  wai  in,  i)opulai'  c<dors  ...  a  complete  ranjje  of  sizes  includin^r  the  fast- 
.selling  lb"  X  10"  size.  Crown  Steel  Tile  brintrs  you  all  you  need  to  make  a 
jtile  .M*llinjr  tile! 

You're  in  wonderful  shape  with  Crown  Plastic  Tile!  Crown  Plastic  features 
rich,  lustrous  colors  witj\  the  added  beauty  of  subtle  maibleizinjr.  All  the 
sh.ipi‘s  ymi  need  fo»-  complete  installations,  plus  Crown  Tile’s  accepted,  estab 
lished  <|u;dity! 

Ti/r  bocks  you  up  with  cofrtplet^ 
powerful  sales  stimulators!  Sparkling  4- 
color  brochures!  Attention-getting  state¬ 
ment  stutters!  H igh-tidelity  color  charts! 
Hard-hitting  advertising  mats  and  many 
other  compelling,  convincing  sales  aids! 
They  boost  your  sales  all  the  way  in 
every  way! 


PLASTIC  WALL  TILE 


THE  OHIO  CAN  &  CROWN  CO. 
Dept.  SI  I  Massillon,  Ohio 

both  Crown 


con 


/  am  a  dealer 


lease  ci 
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A  timpi*  towing  oporotion 
in  minvfot  mokot  tpocioi  custom 
windows  on  tho  job  oliminoting 
unnocotsory  doloy. 


symbolize  Pro-Tect-U  jalousios*  simplicity  of  assembly... just 
one  of  the  outstanding  features  tfiat  make  Pro-Tect-U  the 
leader  in  its  field.  This  simplicity  con  reduce  your  salesmen’s 
equipment  from  a  slide  rule  to  an  order  book ...  resulting 
in  more  sales  to  more  satisfied  customers. 


On*  hundred  KD  windows, 
size  74  (37"x  50H")  con  be 
stored  in  lese  than  fifty  cu. 
feet  of  shelf  space. 


PRO-TfCT-U  The  only  Jalousie  Window  with 
eqeaty  distributed  closing  force  throughout 
the  entire  height  of  the  unit. 

PR0-T£CT-U  The  only  Jalousie  Window  with 
hardware  adjustment  every  fourth  louver. ..and 
weatherproof  vane  ends  by  the  use  of  inter¬ 
locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORPORATION 

Dept.  BS  ll  Coral  Gables,  Fla. 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 


Name . . 
Address , 
City .... 


,  State 


offord. 


•v«ry  hem* 


Alt  welded— for  odded 
•trength — no  belli  te  loeien 
or  rottle. 


Croceful  herlKentoi  teuveri 
Kormenixe  with  the  belt  in 
er<hite<tufe. 


TROY  SUNSHADE  COMPANY 
.  •  •  Leading  Manulocturer 
cf  SUN  CONTROL  Pieducti 


•ince  1887,  ii  the  firit 
Triple  A  Rated  Cempany  le  make 
quality  metal  ewningi  and  cenepie 

home  end  cemmerciol  ute  •  .  •  ot  o  price 


two  proven  profit  builders! 


and  a  great 

manufacturing  plant 


Ciont  400,000  iq.  ft.  plant  where  mod 
production  methods  produce  quolity 
products  for  low-coit  distribution  oil 
America. 
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THE  TROY  SUNSHADE  AWNING! 


"rrem  TROT  to  overywhero 


TROY  Sunshade  Company 


THE  TROY  SUNSHADE  CANOPY! 


Both  the  Troy  Door  and  Terrace, Canopies  and  the  Troy 
Venetian  Awnings  have  succe^fully  passed  extensive 
laboratory  and  field  tests  lasting  more  than  two  full 
years  under  every  weather  condition  from  coast  to  coast. 
Nationwide  marketing  tests  prove  conclusively,  the  low- 
cost,  top-quality  Troy  Canopy  and  Troy  Awning  meet  the 
requirements  of  residential  and  commercial  users  every¬ 
where  ...  a  profit-proven  addition  to  the  building 
specialties  field! 

low  Price  .  .  .  Customer  Satisfaction  .  .  .  these  are 
the  factors  which  open  a  vost  new  market  in  the  Metal 
Awning  field.  Our  present  distributors  and  dealers  have 
been  successful  without  a  single  exception. 

The  Troy  Sunshade  Company  will  add  a  limited  number 
of  new  distributors  in  markets  not  now  under  franchise.  If 
yours  is  a  well-established  firm,  experienced  in  direct  sale 
of  quality  building  specialties — as  well  as  in  the  establish¬ 
ment  and  development  of  successful  dealers — this  may 
be  your  big  opportunity  to  add  a  line  with  unlimited 
profit  possibilities.  Write  us  fully  advising  us  of  special¬ 
ties  now  sold — territory  covered  and  present  sales  or¬ 
ganization.  If  your  area  is  open — we  will  furnish  all 
detail  and  an  appointment  will  be  arranged. 


TROY,  O  H  !  O 
U.  S.  A. 


DOOR  AND  TIRRACf 


Venetion  typq— ceeiett  be* 
couie  fully  ventiloted. 


For  ttrenger  ond  mere  reiH* 
lent  thort  ony  awning  of  oiu- 
minum  —  Trey  Awningt  will 
withitond  highest  winds  — 
heovy  snow— hoi!  or  foiling 
Ice. 


TROY  MfTAL 


AWNINGS 


lowest  priced  because  vol¬ 
ume  produced  on  high  speed 
mochinery. 


Troy  Conepies  come  In  over- 
the-counter  cor  to  ns— for 
erection  by  the  customer  or 
eosy  instollotion  by  the 
dealer.  No  speciol  tools  re¬ 
quired. 


Heovy  gouge  xinc  ceoted 
steel— with  o  perfect  boked 
enamel  finish  only  possible 
by  the  latest  Romsbuig  outo- 
motic  finishing  equipment. 


Friced  within  the  reoch  of 
ony  home  owner— Troy  Con* 
opies  out-sell  oil  others  1ft 
every  morket  we  hove  Oft' 
tered. 


Troy  ownings  ore  stondord- 
ixed  in  widths  ond  lengths 
— moy  be  easily  ioined — 
come  completely  pockoged 
for  over  the  counter  sole. 
Oeoler  or  distributor  needs 
no  shop  of  special  equip¬ 
ment. 


Horixenfol  lines  blend  with 
residentiol  building  tines  — 
Troy  Conopies  enhonce  the 
oppeoronce  of  ony  front, 
side  or  reor  door. 


Government  Ready  to  Sponsor 
New  Expansion  in  Aluminum 


rpHP}  Idiig-delayed  announcement 
that  the  Government  will  spon¬ 
sor  a  third  round  of  aluminum  ex- 
|)ansion  totaliiiK  200.000  tons  of 
additional  yearly  capacity  was  re¬ 
cently  made  by  Defense  Mobilizer 
Henry  H.  Fowler. 

The  announcement,  first  made 
by  Mr.  Ffiwler  to  the  .Joint  Con- 
jrressional  ('ommittee  on  Defense 
I’roduction.  was  followed  imme¬ 
diately  by  a  formal  invitation  from 
the  Defense  Production  Adminis- 
trati(ui  for  business  concerns  in¬ 
terested  in  particiijatinn-  to  file 
their  proposals  with  DJ’A’s  alum¬ 
inum  czar,  Samuel  W.  Anderson. 

Mr.  Fowler  told  the  Conjrres- 
sional  K»’<'up  that,  in  accordance 
with  the  committee’s  wishes  as 
expressed  la.st  .June  in  a  special 
report,  first  consideration  will  be 
ydven  to  newcomers  in  the  alum¬ 
inum  j)roduction  field. 

Hand-in-hand  with  the  expan¬ 
sion  program,  according  to  in¬ 
formed  sources,  is  the  tentative 
formulation  of  a  t>lan  for  rapid 


CONTINUtiD  .strength  is  expect¬ 
ed  in  the  construction  and 
building  materials  industries,  the 
Federal  Reserve  Board  .said  re¬ 
cently. 

I’ointing  out  that  construction 
costs,  materials  prices  and  real 
estate  values  have  been  .stable  at 
close  to  record  levels,  the  board 
said  that  contract  awards,  busi- 
ne.ss  and  g’overnmental  con.struc- 
tion  plans  and  consumer  buying 
intentions  all  point  to  continued 
market  .strength. 

“The  physical  volume  of  new 
con.struction,”  it  .said,  “remains  at 
a  record  level.  Output  of  building 
materials  and  employment  in  the 
construction  industry  are  large. 


aluminum  expansion  in  ca.se  of 
war.  While  this  was  not  announced 
today,  it  is  understood  it  calls  for 
the  .selection  of  sites  and  |K)wer 
.sources  for  fast  expansion  in  case 
of  an  emergency. 

Olin  Industries,  chemical  manu¬ 
facturers,  and  Kennecott,  the  large 
copper  producers,  reportedly  have 
l)lans  for  exj)ansion  ready  for  for¬ 
mal  submi.ssion  to  DPA  and  are 
the  leading  contenders  for  at  least 
a  part  of  the  third  round  program 
from  anutng  those  concerns  not 
currently  |)roducing  aluminum. 


Markets  for  residential  and  busi¬ 
ness  properties  both  old  and  new, 
are  generally  .strong.” 

The  board  noted,  too,  that  out¬ 
standing  mortgage  debt,  which 
now  is  almost  three  times  as  large 
as  at  the  end  of  W’orld  War  II 
still  is  rising. 

Sales  of  new  honies  during  the 
first  six  months  of  this  year  came 
to  only  400,000  —  about  100,000 
le.ss  than  in  either  the  first  or  .sec¬ 
ond  half  of  1951,  the  lK)ard  .said. 
It  attributed  the  decline  to  “the 
lower  level  of  housing  starts  in 
late  1951  and  19.52,  a  greater  re¬ 
luctance  of  purchasers  to  buy 
homes  before  completion,  and  the 
(Coutiuued  on  Poffc  26) 


Mr.  Fowler  prefaced  his  an¬ 
nouncement  by  pointing  out  that 
the  Munitions  Board  revi.sed  up¬ 
ward  its  .stockpile  goals  in  .July 
and  this  is  the  reason  for  the  third 
round  expansictn  program.  When 
completed,  it  would  bring  U.  S. 
capacity  to  1,716,(MK)  tons  yearly 
again.st  1950  production  of  only 
719,000  tons. 

“In  our  view,  the  requirements 
for  aluminum  for  all-out  mobil¬ 
ization  recently  established  by  the 
Munitions  BoanI  are  so  large  and 
accelerate  so  sharply  that  it  is  nec- 
es.sary  to  move  promptly  to  secure 
additional  capacity  to  protect  the 
country  from  a  crippling  bottle¬ 
neck  in  the  event  of  war,”  Mr. 
Fowler  told  the  committee. 

He  .said  the  expansion  decision 
was  reached  “after  a  thorough  and 
careful  study  of  the  matter,  during 
which  frequent  consultations  have 
been  had  with  the  various  Govern¬ 
ment  agencies  concerned  as  well 
as  with  the  .staff  of  this  committee.” 

The  stockpile  figures  upon  which 
the  ex|)ansion  program  is  ba.sed 
are  secret.  Mr,  Fowler  went  into 
executive  .se.ssion  with  the  com¬ 
mittee  at  the  conclusion  of  his  tes¬ 
timony  today  on  general  defen.se 
production  matters  for  a  careful 
.study  of  the  new  program. 

The  formal  DPA  announcement, 
which  was  made  by  Mr,  Anderson, 
■said  that  “it  is  hoped  the  expansion 
can  be  accomplished  without  the 
nece.ssity  of  making  G(tvernment 
loans  or  financial  guarantees,  but 
{Continued  on  Pmje  26) 


Oudook  For  Building  Is  Bright 
According  To  Federal  Survey 
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25 


WHICH  IS  THE 
FINEST,  QUALITY 
COMBINATION 
WINDOW 


C 


COMBINATION  TRIPLE-TRACK  WINDOWS 


WITH  ANY  OTHERS! 

EXCLUSIVE  FEATURES  —  UNIQUE  DESIGN 

Magic  Clutch  •  New  Principle  in  control  of  $a»h  movement.  (Patent  Pending) 

Track  Spreader  —  New  Principle  for  easy,  rapid  sash  removal.  (Potent  Pending) 

"Durite''  Anodiiing  -New  process  protects  and  finishes  frames.  (Registered) 

Channel  Felting  New  adaptation  for  frictionless  motion  and  insulation. 

Original  Design  New  application  of  extruded  aluminum  and  stainless  steel. 

THESE  FEATURES  MAKE  POSSIBLE;  Positive  insert  control;  True  finger-tip  operation;  Genuine 
self-storing;  Complete  weatherstripping;  Permanent  satin  finish,  ond  Instant  panel  re¬ 
moval  for  cleaning. 

ORIGINAL  DESIGN  PERMITS:  Full  length  triple  tracks;  Self  squaring  frames;  Sub  assembly 
packaging;  Inside  installations.  Inter  chongeable  units  and  Elimination  of  metal-to  metal 
friction. 


Outlook  for  Building 

(Contimud  from  Pane  25) 
i  accelerated  lax  amortization  will 
;  be  available.” 

It  is  assumed  that,  as  in  the 
earlier  expansion  programs,  si)e- 
cific  jjurchase  Koarantees  for  that 
part  of  the  aluminum  that  cannot 
I  be  sold  upon  the  open  market  will 
'  be  made,  since  such  i)urchases 
I  automatically  are  placeu  in  the 
strategic  stockpile. 

I  Mr.  h^owler  justified  DPA’s  de- 
!  cision  on  the  theory  that  even  with 
another  200,0b(>  tons  of  annual 
capacity,  “further  capacity  would 
be  necessary  if  war  should  come 
within  the  next  three  years,  but 
the  size  of  the  exi)ansion  would 
have  been  reduced  to  a  manageable 
l)roi)ortion.” 


Aluminum  Expansion 

(Coatnnn  (1  from  Pane  25) 
increa.sed  effectiveness  of  credit 
restraints.” 

Hut  the  l)oard  concluded  that 
sales  of  new  houses  durinjr  the 
months  ahead  "will  continue  at  a 
hij?h  level  or  increase.”  It  pointed 
out  that  starts  have  risen  since 
la.st  winter  while  credit  regulations 
has  been  eased  and  personal  in¬ 
comes  have  remained  high. 

Turning  its  attention  to  the 
market  for  existing  homes,  it  noted 
that  lU’ojM’rties  are  reported  to  be 
I  selling  more  slowly  and  further 
below  asking  prices  than  previous¬ 
ly.  “Nevertheless,”  it  said,  “trans¬ 
fers  of  old  houses  in  the  first  half 
of  19.52  —  about  S50,00()  —  were 
somewhat  more  numerous  than  in 
I  either  half  of  1951  and  about  the 
same  as  in  the  near-record  socond 
half  of  19.59.” 

Here  are  other  highlights  of  the 
,  board’s  analysis; 
j  Mortnanes ;  Gro.ss  new  lending  (Ui 
one  to  four-family  properties  dur¬ 
ing  the  first  half  of  19.52  total, 
about  .$8  billion,  equal  to  the  1951 
lierformance.  The  average  mort- 
(Coatianed  oa  Pane  lOtl) 
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For  Asbestos  Shingles  and  Ail  Masonry  Surfaces  . . . 
both  indoor  and  exterior.  Adds  character  and  beauty, 
gives  more  efficient  and  longer-lasting  protection. 

★  WEATHERPROOFS! 

★  SUN-PROOF! 

^  WINDPROOFS! 

★  RESISTS  HEAT  and  COUM 


10  plus  reasons  for 
PREFERENCE! 

Absolutely  waterproof! 

Six  beautiful  colors  plus  white! 
-t-  Mildew  resistant! 

-!-  Reduces  frost-crack  from  rain- 
soaking! 

t-  Reduces  heating  costs  by  its 
resistance  to  moisture! 

-I-  Won't  blister,  peel,  crack  or  chip! 
^  Alkali-proof  —  unaffected  by  lime 
in  cement! 

-t-  Applies  easily  —  self  leveling! 
May  be  brushed  or  sprayed  on! 
May  be  tinted  by  adding  oil  colors! 

Note:  Asbestos-Seal  Is  net  recommended 
tor  eiterior  wood  surtoces. 

Use  Ready-Mixed  VCRFLEX  House 
Paints 


Progress  is  a  sign  that  a  product  is  good.  What  meNR|9||HH|aHH 
the  diligence  of  the  research  that  created  it  and  conlS^HS^^B|H 
on  .  .  .  the  everlasting  vigilance  af  its  quality  .  .  .  the  carRH^^^I 
sight  of  its  manufacture  ...  all  make  up  the  reasans  for  it^^flH 
ability.  Add  to  these  the  alertness  of  the  Sales  Department,  with  cnH| 
dealer-factory  cooperation,  advertising  and  promotion  —  and  ^ 
have  an  unbeatable  combination.  VERFLEX  makes  these  factors  i 
consistent  part  of  its  program.  That's  why  VERFLEX  products  continui 
to  make  history! 

Asbestos-Seal  has  been  used  from  Maine  to  Flcnida  for  over  half  i 
decade  without  a  single  failure!  It  has  been  used  as  a  patternM 
imitate  .  .  .  it  has  never  been  equalled!  You  can  enjoy  a  steady,^#! 
'round  profit-building  business,  too.  Just  fill  in  and  mail  the^|MH 
today 


VERFLEX  SALES  CORPORATION  (Asbestos  Seal  Oiv.) 
Carlstadt.  New  Jersey 

Please  send  complefe  tnformofion  to; 


tilt  LEX  SitiS  OH 


We  are  Dealer,  Distributor,  Applicator 

Address  . 

City  &  State  .....  . 

[3  or9  familiar  with  this  type  of  work. 

[]]]  We  ore  not  familior  with  this  type  of  work. 

Territory  desired . . 


HOME  IMPROVEMENT  DEALER 


27 


The  Sensation  of  The  West 

ALUMINUM 

COMBINATION  DOORS 


Now  Only 


Aluminum  Combination 
Doors  by  "Parmco" 


»29 


95 


K.  D.  With  All  Hardware- 


Freight  Prepaid! 


No  Charge  for  Assembly  Tools  with  order  of  150  doors— or 
refund  will  be  mode  after  purchase  of  150  doors. 

ALUMINUM 

SCREEN  DOORS 


$ 


25 


95  K 


.  D.  With  All 
Hardware 


4^ 


>  For  More  Information  Call,  Write  or  Wire 


PARMCO,  Inc. 


214  W.  Main  St. 


Phone  63-1190 


Ontario,  Calif. 
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ACT  RIGHT  mnv 

Designed  specifically  for  volume  sales  and 
engineered  to  guarantee  the  dealer  greatest 
dollar  volume  ever  .  .  .  here’s  the  only 
RKAL  ADVANCE  in  Storm  Vi’indows 
you’ve  seen  in  years!  Trouble-free  .  .  . 
alnn)st  maintenance  proof  .  .  .  Now 
REMINGTON  brings  you  a  Storm  W'in- 
dow  that’s  two  wavs  better! 


DESIGNED  FOR  PROFITS! 

Yes  .  .  .  after  years  of  research,  we’ve 
developed  an  aluminum  combination 
Storm  &  Screen  Window  loaded  with 
every  possible  up-to-the-minute  demon¬ 
stration  feature — features  geared  to  make 
demonstration  a  salesman’s  delight  and  a 
positive  sales  closer  ...  a  window  that  in¬ 
cludes,  among  other  features,  AMAZING 
FOUR  W  AY  ACTION ...  A  WINDOW 
rilA  I  (X)MES  TO  YOU  AT  A  PRICE  SO  LOW  YOU  \('ON’T  BELIEVE  YOUR 
EARS!  Here’s  pr.)fit  .  .  .  SURE  PROM  L  .  .  .  Rld’EAT  PROMT  .  .  .  GREATER 
PROMT  than  you’ve  ever  seen  before! 

DESIGNED  FOR  SALES! 

Yes,  pay  less  when  you  buy  .  .  .  make  more  when  you  sell !  Handle  REMlNCiTON 
and  you  handle  the  finest  Storm  Vi'indow  ever  designed  .  .  .  PLUS!  PLUS  the 
greatest  campaign  of  dealer  aids  the  industry  has  ever  known!  PLUS  an  intensive, 
streamlined  natitnial  advertising  campaign  in  such  magazines  as  LIFE, 

SATURDAY  EVENING  POST,  HOUSE  BEAUTIFUL  and  others!  Yes,  a 
complete  merchandising  and  advertising  program  that  gives  you  everything 
from  counter  cards  to  direct,  personal  help  at  the  sales  end  .  .  .  and  gives 
them  to  you  absolutely  without  cost !  (iet  all  the  terrific,  money-making 
details  TODAY  .  .  .  Start  getting  those  extra  profits  NOW' ! 


Window 


REMIXGTOX  Corporation 

Oy  M  ADISON  AVENUE.  HEMPSTEAD,  L.  I.,  N.  Y. 

A  Great  Name  in  Storm  Windows 


WIRE 

OR 

WRITE 
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i  (From  an  article  on  specialty 

j  selling  by  Don  Pace) 

THP]  salesman  who  knows  What 
to  say.  When  to  say  it  and  .  .  . 

How  to  say  it.  is  the  man  who  en¬ 
joys  a  constant  income,  the  best 
followinjr,  and  a  sure  path  to  fu¬ 
ture  success.  He  likes  his  job  and 
jfets  a  banjr  out  of  life.  A  si)ecialty 
salesman  is  no  ordinary  “onler- 
taker”;  his  is  a  specialized  job 
that  requires  know-how  even  be¬ 
yond  the  knowledjre  of  his  particu¬ 
lar  i)roduct. 

One  of  our  recent  salesmeetin>?s  j 

brouKht  out  contrasts  worth  con- 
siderinvr,  what  with  a  ‘mi.xed’  crew 
{('otitiiiiK (I  on  89) 


PRODUCTS  CO. 


2801  6TH  AVENUE,  SOUTH,  BIRMINGHAM,  ALA 

Telvphone  4-5424 


Why  We  Added  To 
Our  Nome 

After  almost  five  years  as  just 
"Building  Specialties"  something 
new  has  been  added  to  our  name 
this  month.  As  you  undoubtedly 
noticed  it  is  "&  Home  Improve¬ 
ment  Dealer.” 

Credit  for  this  change  goes  to 
you  our  readers,  and  its  purpose  is 
to  more  truly  reflect  the  greatly 
enlarged  scope  of  your  operations. 

To  some,  "building  specialties” 
means  a  more  limited  type  of  busi¬ 
ness  than  yours  is.  The  new  name, 
we  feel,  gives  you  the  credit  that  is 
due  you  as  sellers,  contractors  and 
installers  of  a  wide  variety  of  prod¬ 
ucts  used  both  inside  and  outside 
of  new  and  old  buildings,  from 
double  hung  windows  to  siding, 
from  kitchen  units  to  decorative 
partitions. 

You  have  also  noticed  the  phe¬ 
nomenal  growth  of  BUILDING 
SPECIALTIES.  This  increase  has 
been  in  keeping  with  the  expansion 
of  the  industry  but  it  could  not 
have  been  effected  without  your 
cooperation. 


FABRICATORS  WHO  WANT  TO  BANK 

^  15.00  O^^FHDFITf 


TRIPLE  ACTION 


STORM  SASH 


Assembly  is  quick  and  easy,  an  overlapping  lip 
provides  liberal  tolerance  and  service  free  installation. 
Specially  designed  for  factory  to  fabricator  market! 


CALL,  WIRE  OR  WRITE  FOR  DETAILS 


Start  immediately,  no  expen¬ 
sive  machinery  or  top  heavy 
inventory  necessary.  We  set 
you  up,  instruct  your  produc¬ 
tion  and  sales  staff  and  support 
sales  with  advertising. 


FINGERTIP  CONTROL 


SUPERIOR  is  an  entirely 
new  "knock  down  triple¬ 
action  track"  in  standard 
lengths  3'/2,  4,  5,  and  6 
foot  heights  .  .  .064  heavy 
gauge  aluminum. 


Hints  To 
SALESMEN 
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AMY  TYPE  WOOD  OR  MASONRY 
RESIDENCE  CAN  MOW  BE 
RE-SURFACED  WITH  AN  ASBESTOS 
SIDE-WAll  THAT  IS  SPRAYED  ON 


NEW  LOOK 


TEXTURED  FINISH 

re*mu4t 


«IC  TRAOtMAtK 


RE‘NU*IT  is  a  woferproof  pressure  sealed  side-wall  resurfacer  that 
contains  the  two  indestructible  minerals,  asbestos  and  mica,  and  it  fused  to 
the  surface  by  powerful  pressure,  not  merely  nailed  on  like  ordinary  siding. 

The  RE'NU'IT  process  consists  of  the  material  being  air-blasted  to 
the  structure  approximately  1  16"  thick  thus  becoming  on  actual  part  of 
same.  The  features  of  this  type  of  application  is  that  it  assures  complete 
insulation  and  greater  durability,  with  the  oddiitonal  advantage  that  by 
becoming  part  of  the  surface  the  product  does  not  hide  or  alter  any  of  the 
original  architectural  lines  and  contours. 

RE  NU*IT  is  ovailable  in  9  ottractive  colors  and  its  appearance  is  a 
very  definite  asset  as  it  looks  like  stucco  ond  yet  is  not  quite  as  coarse. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE  ! 


A  WATERPROOF 
PRESSURE  SEALED 

^  RE  SURFACER  ^ 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 


RE  NU-IT  CORP. 

4i4  WIST  42nd  STREET  Dept  BS  II 
NEW  YORK  18,  N.  Y. 

Please  send  complete  Applicator  information  to 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  v  New  York  1  8,  N.  Y. 
LOngacre  3-6631 
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“.../  urf;e  employers 
to  install  the 
Payroll  Savings  Plan.,, 


M.  K.  FOLSOM 

Tr»-iisur«T,  Ku>tniiin  Kodak  Company 


99 


*'C.onlinnvd  sariiifi  u'ill  play  an  important  imrl  in  proterlinfi  ns  afiainst  a 
renewal  oj  inflation.  The  person  who  sares  ronirihnies  to  the  nation's  stability 
and  to  his  jamUy's  sernrily.  He  ran  now  also  obtain  a  higher  return  on  his 
investment  than  he  ronid  in  the  past,  heranse  oJ  the  improvements  in  Defense 
Honds  note  offered  by  the  fJ.S.  Treasury.  I  nrfse  employers  to  install  the 
Payroll  Savin  ft  s  Plan  wherever  praetirahle,  and  employees  to  lake  advantage 
of  sneh  plan.  Ity  investing  refinlarly  in  improved  Defense  Honds,  Amerirans 
serve  their  nation's  interests  as  well  as  their  own." 


If  voiir  coinpanv  does  not  liave  iIh*  l*a\n>ll  Savings 
IMaii- 

Ploawe  Irar  oiil  this  iiafiP  anil  send  it  to  the  “Hio 
Boss."  I’rjie  lliut  lie  read,  earefully.  Mr.  Fidsnin's  sn- 
perli  siiininarv  of  the  Payroll  Savings  Plan  and  its 
liiMielils  fur  eni|do>ers,  ein|doyees  and  oiir  country. 

I'lii*  follouiti)!  lionres  should  he  particnlarly  inter- 
eslino  to  ainone  not  familiar  with  the  wide  ado|ttion 
and  the  steads  orowlli  of  the  Payroll  Savinjjs  Plan: 

•  ■t.’i.IMKI  companies  olfer  their  employees  the  Payroll 
Saviiif's  Plan. 

•  since  January  I,  PJ.'il.  enrollment  in  'i'he  Plan  has 
increased  from  .s.tMMt.tKKI  to  T..’>tMt.lMMt. 

•  ill  some  companies,  more  than  ')(('■?  of  the  employees 
are  sssteniatic  hond  hiiyers  — in  literally  thousands 
of  other  companies,  employee  participation  runs 


•  payroll  savers  are  piittino  aside  Sl.iO.tMHKOOO  per 
month  in  U.S.  Defense  Bonds. 

•  the  rash  value  of  Series  K  Bonds  held  hv  individuals 
on  Deceniher  31,  I9.)l.  amounted  to  .S.Hf.8  hillion- 
Si.K  hillion  more  than  the  cash  value  of  Series  F! 
Bonds  outstanding  in  August.  PMfi. 

Phone,  wire  or  write  to  Saviiifis  Bond  Division.  U.S. 
'IVeasiiry  Department.  Washington  ltiiildin».  Washing¬ 
ton.  D.(«  ^oiir  State  Director  will  show  y«m  how  easy 
it  is  to  install  and  maintain  the  Payroll  .Savings  Plan. 


If  you  have  a  Payroll  Savings  Plan,  your  State  Director  will  show 
you  how  to  build  employee  participation  through  o  person-to> 
person  canvass  that  puts  on  Application  Blank  in  the  hands  of 
every  employee.  That's  all  you  have  to  do — your  employees  will 
do  the  rest. 


The  (  .  S.  (iovetnmenf  iIoe.s  not  pa\  /or  this  iidi erti.sinfi.  The  Treasury  De¬ 
partment  thanks^  jor  their  fHitriotie  donation,  the  hivertisinfi  (  oum  il  and 
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*  Quick,  easy  installation 

•  Fingertip  control 

*  Interlocking  meeting  rail 

*  Positive  self-storing 

•  Dart  shielded  miters 

•  Trouble  free  action 


leads  the 
way  to 
greater 

profits! 


Sell  ARROW-LUM  -  all  fully 
extruded  Aluminum*  Triple-Action 
combination  storm  windows 
and  screens! 
The  ARROW-LUM  combination 
window  is  designed  with  all  the 
quality  features  found  in  only  the 
finest  constructed  windows. 


All  sizes  up  to  32  x  24 


Check  these  quality  sales-closing  features! 

•  Easy  installation 

•  All  fully  extruded  aluminum  construction 

•  Z  bar  precision  frame 

•  S  S  hinge  hardware 

•  Storm  King  pneumatic  door  check 

•  Double  spring  safety  chain 

•  Aluminum  wire  screening 

•  Embossed  Kick  plate  panel 

•  Extruded  door  sweep 

•  Grills  recessed  inside  of  stiles 

•  Warp  and  Rust  proof 


Sell  ARROW-LUM  - 
all  fully  extruded  Aluminum* 
combination  doors! 

Here’s  the  door  beautifully 
designed  with  a  fluted  front, 
precision  engineered  and 
“priced"  right  for  volume 
sales  and  big  profits! 


y  Complete  with  Hardware 

n  Sales  Promotion  Kit 

f  t  available  with  newspaper  mats,  brochures  and 
.  I  photos.  Our  expanded  production  facilities 
. -4  guarantee  IMMEDIATE  DELIVERY 

WRITE,  PHONE  OR  WIRE  for  PROFIT-MAKING  details  today! 


Aluminum  extrusion  used  in  the  construction  of  ARROW-LUM  doors  and  windows  is  unaffected  by  salt  fog. 


Tested  United  States  Testing  Company,  Inc. 


HOME  IMPROVEMENT  DEALER 


The  Door 


with  a  - 

CLEAN  FACE 


ALUMINUM 
COMBINATION 
STORM  DOOR 


Insirtnt  Customer  Appeal  Because 
Classic  beauty  and  rigid  strength  .  .  . 
P'lill  ^  inch  thick  .  .  .  Fully  extruded 
aluniiiiuni  with  no  visible  construction 
details  on  either  door  face  .  .  .  Unusual 
size  doiihle-strength  glass  and  aluniiiiuni 
screen  inserts  .  .  .  Design  that  speaks 

(QUALITY. 

insiaut  Dealer  Ap/wal  Because .  . . 

Five  years  of  dealer-ciistoiner  accept¬ 
ance  in  both  metropolitan  and  rural  areas 
.  .  .  Kasy  and  quick  installation  ...  A 
door  you  can  sell  without  reservation  .  .  . 
Iinniediate  delivery — ready  to  install  .  .  . 
)K'ell  in  advance  of  all  competition  ...  A 
manufacturer  geared  to  door  production. 


W  rite  today  .  .  .  for  full  iiiforinalioii 
anil  descriptive  literature.  Exclusive  Dis- 


triliiitor  and  dealerships  available. 

*“The  Name  Quluey  Means  Quality" 

»  TtACK  trOWN  WINDOWS  •  CAMMINT  STODM  WINDOWS 

TNI  QUINCY  STORM  DOOR 
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V-SEAL  STEELMASTER 

Modern!  Streamlined!  No  old  fashioned 
clips — no  protruding  screws — the  com¬ 
plete  answer  to  steel  coverage  at  a  far 
lower  price  for  frame  and  insert  type. 


V-SEAL  DELUXE 

Beauty  .  .  .  Quality  . .  .  Simpli¬ 
city  . . .  Durability.  Designed  for 
dealers  —  ease  to  assemble  — 
easy  to  install  —  ends  costly 
service  calls.  You  keep  all  of 
your  profit. 


All  V-SEAL  products  ora  available 
"K.D."  Each  window  individually  packed 
for  easy  storaoe  and  assembly— Another 
"V-SEAL  FIRSV' 


"America'!  moif  progrtuivt  aluminum  window  manufaetunr" 


V-SEAL  VENETIAN 

Another  V-SEAL  “FIRST.”  The 
sensational  new  window  that 
makes  all  others  obsolete.  Use 
for  combination  storm  sash — 
porch  enclosures  —  prime  win¬ 
dows  for  new  building  or  re¬ 
placement  of  prime  windows  on 
old  houses.  Versatile  and  bean- 
tifnl  at  an  unheard  of  low  cost! 


PAT.  APPLIID  PM 


a  winning  combination! 


V-SEAL  CORPORATION 

13  00  BATAVIA  ROYAL  OAK,  MICHIGAN 
EASTERN  DIVISION  WESTERN  DIVISION 


HOME  IMPROVEMENT  DEALER 
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Stainless  Steel  ‘‘Hinged - 

Outside  Installation 

STAINIESS  For  Any  Type 

i  SEAL  §  Casement  Window 


\ 

'  JroK#  ^ 


f 


Complete - Including 

all  Material  and  Labor 
For  1x3  Insert 
(Other  sixes  proportion¬ 
ately  higher) 


N 


7^  WEATHER-PROOF 


?fMAY  MAKE 

Y our  Fortune  ! 


SHIELDALL 

PERMANENT 
ALUMINUM  AWNINGS 


MAIL  COUPON  TODAY! 

Start  right  now  to  get  into  the  “BIG  PROFIT" 
permanent  awning  business.  Shieldolls  ore  strikingly 
beautiful — packed  with  sales  appeal.  Eosy  one  man 
installation.  Fast  deliveries.  Get  Started. 

Get  all  the  facts  Today 


m , 

- 


m 

L 

IN  SUMMER 


1t0-l 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  SOUTH  STATE  ST..  GIRARD,  OHIO  Phon*  Girard  -  5-5408 
Send  everything  necessary  to  start  selling  “SHIELDALLS" 
Now! 


tC-  /A^  ■  ■ 

T  J/  S  .  IN  the  fail 

§-  ^^IN  THE  SPRING 
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AMERICA’S 

NO.I  JALOUSIE 


•  MADE  BY  WORLD’S  LARGEST 

Ualro  Jalousies  are  made  by  the  world’s  largest  manu¬ 
facturer  of  aluminum  easement  windows.  They’re 
“Know-How  engineered”  for  easy  installation- -easy  to 
set  up.  They  operate  like  a  dream — have  fool-proof 
mechanism — c  lose  weather  tight.  Offered  in  sizes  for 
any  job— any  arrangement,  and  with  a  variety  of  glass. 

•  BIGGEST  BACKING  TO  DEALERS! 

Ualco  backs  you  with  a  complete  package  plan  that 
sells  the  Jalousie  and  the  entire  remodeling  job. 

Free  Sales  Bwilder  Kit: 

^  /  Contains  newspaper  mats,  mail  stuff- 

y  ers,  radio  spots,  window  banners,  tele- 

^  vision  spots. 

Ir'v  ;  Salesman’s  Demonstrator: 

r  5  Easy  to  carry  (has  handle) .  Shows  the 
1  L. - J  features.  Makes  more  sales. 


ic  mrs  YOUR  MARKIT 


More  minimum  size 
houses  were  built  in 
,  the  last  6  years  than 
ever  in  history. 

§'W  This  means  thous- 
ands  who  bought  these 
''k3~  small  houses  need  to 
make  more  room.  And 
Hr  thousands  more  whose 
families  have  out- 
grown  their  homes 
must  also  make  more 
room.  New  FHA  terms 
make  it  easy  for  them. 

Here's  your 

ETp  terrific  market  for 
all  remodeling 
.AtL  service  and  for  plus 
-Al"  profit-full  profit 
Ualco  Jalousie 
Selling! 


Big  Sales  Tested  Display 


In  beautiful  colors — 
over  4  ft.  tall.  Contains 
an  actual  Jalousie  which 
the  customer  can  oper¬ 
ate  himself.  Shows  how 
louvers  close  weather 
tight  to  protect  against 
winter’s  worst.  (Storm 
sash  also  available) 
The  display  helps  custo¬ 
mer  visualize  how  they 
will  look  in  his  own 
home  by  pictures  of 
Jalousie  installations. 


UNION  ALUMINUM  CO.,  INC.,  SHEFFIELD,  AUBAMA 

See  Our  Catalog  In  Sweet's 


Name 


Order  your  big  Ualco  Duplay  today.  H’e  bill  you 
$19.25  (actual  cost)  but  the  entire  $19.25  is 
deducted  from  your  initial  orders.  Along  with 
display  you  will  receive  free  Sales  Builder  Kit! 


Order 

NOW! 


Address 


State 


Signed 


HOME  IMPROVEMENT  DEALER 
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ihe  HBAL 


Combmthn 

STORM  WINDOWS 
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•  Triple  Action  Self  Storoge 

•  Interlocking  Meeting  Roil 

•  Seoled  Corners 

•  63-ST-5  Extruded  Aluminum 

•  Plus  Mony  EASY  SELLING  FEATURES 


LET  HUTCH 
MAKE  MONEY 
FOR  YOU  . . . 

^  FM  Mt  ro4oy  Kow  toty  it  is 
For  yoo  to  joio  tko  "Hotck 
Fomily'*  mtd  incrooM 
yoor  FROFITS. 


Wrife,  Wire,  or  Call  PhOHO 

HUTCH  MFG.  CO. 

STRUTHERS.  OHIO _ 


Yoo  wiN  find  "AEROLITE"  ooty 
to  toH.  It  hot  hooso  oppool  on 
ovory  dool. 


EASTERN 

WINDOW 


DISTRIBUTORS 


and  DEALERS 


A  konoy  of  o  new  design 
oN  hooscwives  will  love 


CASH  IN  on  the  eosy  selling  "AEROLITE" 
Combination  Aluminum  Storm  Windows.  .  .  . 
AEROLITE  offers  you  complete  storm  cover- 
oge  for  both  EASTERN  ond  WESTERN  open- 
ings,  plus  on  oil-new  outside  HINGE-TYPE 
cosement  window. 


NAME 


ADDRESS 


STATE 


Extra  Profit  for  You! 


Added  Beauty  for  Homes 


Hand  Wrought  Iron 


H«r«  it  that  EXTRA  MARGIN  of 
profit  you  want!  An  aaty-to-build 
voluma  of  businatt  on  popular 
Ornamantal  Iron  from  ona  of  tha 
nation's  foramost  manufacturars! 
Standard  datignt  you  can  stock 
and  tall  No  axtra  salasforca  ra 
quirad.  Our  Production  lina  math- 
odt  of  Manufacturing  giva  you 
aitra  profits! 


STOCK  DESIGNS  IN 

ORNAMENTAL 

^IRON 


COLUMNS 


BRACKETS 


RAILINGS 


You  can  sell 


from  Stock! 


trackats  art  varsatila 
practical  and  aaty  to 
install.  Gracafui  railings 
offar  many  salat  possi- 
bilitias.  Both  ara  avail* 
abla  in  aaty ‘to*  stock  • 
and'sall  standard 


modalt. 


Ornamental  Cast-Iron 


Tannatsaa  Fabricating  Company 


Ornamantal  Iron  Columns  a 


of  tha  fastast-salting  itams 


tiva  pattarns 


columns  g 


variaty  of  Ornamantal  Hand 


Wrought  and  Cast  Iron  dasigns 
Simpla  installation  for  your  cut 


The  time  is  right — the  profit  it  there — and  the  demand 
is  greater  than  everl  Build  extra  business  with  the  nation's 
top  line  of  Ornamental  Iron.  Modernize  old  homes — 
beautify  new  ones  . . .  The  standard  models  in  Ornamental 
Iron  are  as  inexpensive  to  install  as  standard  Woodwork. 
You  will  be  amazed  when  you  get  the  facts  on  this  fast¬ 
selling  Ornamental  Iron  .  .  .  Your  customers  will  be 
amazed  at  the  low  pricesi  Write  Dept.  P  today! 


TENNESSEE  FASRICATING  COMRANT,  OEPT.  P 
1490  Grim**  St„ 

MamphU,  Tannaita*. 

Rush  compUt*  dptpili  of  your  dualar  plart  and 
information  on  Stock  Columns,  Brackats  and 
Railings. 


Tennessee  Fabricating  Company 


America  s  Foremost  Ornamental  Iron  Plant 


HOME  IMPROVEMENT  DEALER 


(because  you  stocked  KAYSER  products) 


i*  ih^  l»rmi«nent.  raslom*6lted  alainl' 
Mlorm  window  thal  homo  owner*  look 
and  buf ! 


tion  on  primary  wlodi 


Ne^er  rust*— mover  need*  palntinKl 


H  hat  moke*  one  •form  window  stand 
out  from  tho  rest  7  The  KAYSER  ha* 
all  the  extra  featuro*  to  **elloch** 
every  salot 


CHAIN-LINK 

FENCES 


ALUMINUM  TENSION 
WEATHERSTRIPPING 


LOCKSIOE 


WEATHEItSIDE 


^  our  rustomer*  demand  depondoMe  proteetlon 
In  fenre*.  Kk^SER's  lifetime  rhaln-link  fenee 
offer*  sneh  exelualve  featnre*  a*  post*  of  high* 
rarbon  steel  set  In  ronerete.  KAYSER  fenee*  are 
desicned  to  harmonlae  with  the  beaoty  of  any 
horn*  hnllt  to  take  ranch  handlinc  from  pet*, 
rhildren  and  weather. 


DEALERS! 

Inquiries  invited  from  K.  D.  Operator* 
and  Storm  Window  Mannfaeturer*.  Ter< 
ritory  franrhise*  open  to  quallffed  dla* 
irlbutor*  and  dealer*. 
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This  is  an  Airplane,,. 


Sometimes  we  take  uxt  much  for  granted. 

Vi'hen  a  dream  is  conceived  in  the  mind,  it  works 
perfectly  and  the  world  beats  a  path  to  the  in¬ 
ventor's  d<K)r. 

But  to  put  a  dream  on  paper  is  quite  another 
matter.  To  build  it  into  working  reality  is  a 
nightmare  fraught  w  ith  insurmountable  obstacles 
like  money,  materials,  men  and  machinery. 

It  takes  an  American  type  of  fortitude  to  win 
through.  And  it  takes  American  Enterprise  to 


voluntarily  repeat  the  prtKess  again  and  again. 

WARNER  Manufacturing  (a»rp.  has  been 
through  the  "mill”  many  times.  You  see  the  re¬ 
sults  .  .  .  ytiu  sell  them  with  happily  consistent 
profitable  returns. 

And  WARNER  Weather-Master  will  go  right  on 
thrtiugh  the  years,  creating  and  prtklucing,  as 
long  as  its  brain-trust  corps  of  design-engineers 
can  dream  up  new  prinlucts  .  . .  miracles  of  utility, 
masterpieces  of  American  Enterprise. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 

MANUFACTURtD  BY 

UIARIIER  mfG.  CORP. 

8  55  COMMUNIPAW  AVENUE 

JERSEY  CITY.  N.  J. 

HOME  IMPROVEMENT  DEALER 


STEEL  CASEMENT 


by  the  bushel 


A  DEAL  YOU  CANT  MISS! 

ALL  CUSTOMERS  SATISFIED  . 
NO  INSTALLATION  NECESSARY  J 

BARMHART  | 

Aluminum  Storm  Panels  For 
All  Makes  of  Steel  Casements 
SEND  FOR  SAMPLES  AND  PRICE  LISTS 

Scravn  or  Slorm 
Soth  SIto* 

U . 

13  . 

14  . « 4tV'« 


FIVE 


REASONS  WHY 


1.  A  tromondous  100%  to  200%  profit  on  a 

2S*year  provon  quality  product  approvod 
by  EVERY  casemont  manufacturer. 

2.  No  labor  installation  problems,  no  costly  call¬ 

backs.  Headaches  are  eliminated. 

3.  Only  3  standard  sizes,  fit  any  roto  casement 

without  preparation.  Interchangeable 
with  standard  screens. 

4.  Glazed  in  SECONDS  by  anyone.  It's  the  easiest 

panel  in  the  world  to  glaze. 

5.  Saves  80%  to  90%  of  heat  otherwise  lost  at 

only  S2%  of  cost. 

Completely  Glazed  3  High  fixed  Aluminum  Storm 
Panel  Mode  and  Glazed  ty  You  For  Only  $3.7S  .  .  . 
Mode  and  Glazed  By  Us,  $4-9S.  Immediate  Delivery. 

(Jht  Above  Using  Our  Standard  Masttr  fromm) 

Economy  Type  13  Panel,  Glazed  —  $3.98 


A.  W.  BARNHART  CO. 


Manufacturers  and  Distributors 

Steel-Aluminum  Storm  Sash 
Screens  •  Gloss  Jalousies  ■ 

Combination  Units,  Etc. 


MAIN  OFFICE  and  FACTORY 

140  HIGHLAND  STREET 

PORT  CHESTER,  N.  Y. 


Telephene; 

POrt  Chester 
S-2320 
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uie^ 


7(/catAen.-  TOUc* 


NO  TRICKS 


NO  TRACKS 


YOU  CAN  BE  SURE  WITH 


DE  LUXE 


ALUMINUM  COMBINATION  WINDOWS 


^  "MIRACLE  GLIDE” 


Only  Weather-Wise  with  patented  "Miracle  Glide"  gives 
yau  triple  action  features  ond  dauble  action  simplicity  of 
operation.  With  "Miracle  Glide",  ventilation  may  be  had 
from  either  top  or  bottom;  all  inserts  are  remavable  from 
the  bottom.  You  don't  have  to  go  up  and  dawn  past  tracks 
.  .  .  bottam  inserts  may  be  removed  without  removing  top 
insert  or  insert  that  is  in  self-storing  position.  NO  TRICKS— 
NO  TRACKS!  POSITIVE  FOOLPROOF  OPERATION! 


^catuw  ^  ^€C4tam  ^Uf 


The  rigid  construction  and  simplicity  of  operation  of  Weather 
Wise  windows  eliminates  costly  service  Flush  type  installotion 
for  either  Eastern  or  Western  openings.  No  other  combination 
adapts  itself  so  easily  on  steel  or  aluminum  double  hung  primary 


windows  For  eiiampie  a  24"  k  24"  wilt  fit  ony  frame  openirsg 
between  27^  '  to  20^/4"  in  width  and  54^'*  to  55''  in 
height.  Eitra  feotures  include  eaponsions  for  additional  I"  ond 
2  '  drop  tills. 


A  70MiAm-7(/i^  ALUMINUM  WINDOW  FOR  EVERY 
PURSE  AND  PURPOSE  -  PROFIT  BY  SELLING  “ALL  3 


TOUt 

PERAAA-SEAL 

Aluminum  Combination  Window 

The  World's  lowest  priced,  extruded 
aluminum,  combination  window.  Priced 
so  low  that  you  can  sell  10  Perma-Seal 
windows,  any  size,  to  the  Home  Owner 
for  only  $169  ond  still  make  your  nor 
mai  profit. 


ft 


ALUMINUM  CASEMENT 
STORM  SASH 

Heevy.  ell  eitruded,  enodited.  setin-finisli 
Aluminum  freme  thet  is  permenently  ettecbed 
with  sturdy  pin-type  hinge.  Eech  unit  equipped 
with  Duo-Loch — en  eiclutive  feeture  thet  mekee 
It  Absolutely  foolproof. 


WIRE — WRITE — PHONE  Youngstown,  Ohio,  9-9765  for  Additional  Information. 


Dealerships  a¥aileble  in  $ome  territories 


MANUFACTURERS  OF  ALUMINUM  PRODUCTS 
3655  Oakwood  Avenue  Youngsfown  9,  Ohio 
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Millions  oi  homes 


LUDMAN/^^^y/Sr 


Every  ludmon  Wkide  Tile  Jodowsie  in«l«dlcttion  will  mH  onolher  one. 
You've  never  seen  o  product  with  so  many  Solos  possiMlMesI  Get  on 
the  Jolousie  londwogon  with  ludmon-the  leoder  ...  it's  the  most 
preHtcfcle  move  you  con  mohel 


OWm-tfPEAl  FEAIUBES  WI1H  ANY 
OIHB  lAlOUSE  -  IHET  HUE 
YOU  PMSPfnS  WMT 10  NY! 


LUDMAN  ADVERTISING 
AND  SELLING  HELP  LEADS 
THE  FIELD! 

S  Ludman's  large  variety  of 
’\  beautiful,  hard-selling  folders 

'  s  and  mailing  pieces  give  you 

J  the  sales  ammunition  you 

!need.  Space  is  provided  on 
all  folders  and  other  material 
for  your  own  imprint.  Ludman 
provides  you  with  a  special 
HI  mat  service  to  help  you  build 
?!  your  own  local  newspaper 
Vi  advertising. 


e  COOUR  IN  SUMMn— Ludman  J«l- 
ouitw  open  wMwt — full  100*. 

#  WARMOt  IN  WINTIR— with  added 
storm  sash  because  "double  glass 
wall  and  air  space  between"  gives 
fuHy  insutated  window. 

e  RROWUR  PROTtenOW  —  privacy 
control  and  emro  sofety  with  gtoss 
louvers  thot  lodt  in  any  pesitten. 

e  rtNRRR.TtP  eONTMh-with  hand¬ 
some  reto-type  operotor  to  any  de- 


e  "TlNtlON  RRIf"  LOWVIR  CUM*— 

for  tighter  louver  fit.  Eliminates  rot- 
tUng  OTKl  mokes  gtoss  reploosmertt 
easy. 


e  LUXURtOW  VINTIUTMN  —  even 
when  itii  laMngt  Piesh  eir  enters 
through  stantieg  gtoss  lewren  .  .  . 
rain  stoys  out. 

^^w^^Uee  seM 


■ : 

if.-; 

^’533 

P99IH 

STREET. 


YES...  You  may  enter  my  order  for  Q  Windo  Tite  Glass 
Jalousie  Demonstrators,  wfh  convenient  carrying  handles. 
Price  $15.00  net  each,  F.O.B.  shipping  point.  Also  please 
send  me  complete  literature  and  competitive  prices. 


WITH  DEMONSTRATORS 


ZONE _ STATE _ 


And  Watch  The  Fostmit 
Soles  Action  You've  Ever  Seen/ 
The  jalousie  morket  con  be  the 
biggest  soles-producer  you  ever 
dreomed  about!  Don't  wait  for 
your  competition  to  get  the  jump 
on  you. ..get  started  now...TODAYI 
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ENGINEERED  FOR  EASY, 
LOW  COST  INSTALLATION 


^  INSTALLATION  “BUGS"  ELIMINATED  in  these  fine 

extruded  aluminum  jalousies  by  Ludman's  superior 
lalousie  and  window  engineering  experience  and  “know¬ 
how." 

*  ADJUSTABLE  “MAGIC”  MULLIONS  mean  you  can  tit 

any  opening  without  costly  delay  ...  no  waiting  for 
special  sixes  from  factory  ...  no  special  carpenter 
work  required. 

^TENSION GRIP  LOUVER  CLIPS*  — Ludman's  exclusive 
new  glass  louver  clip  solves  jalousie  industry's  oldest 
problem  .  .  .  clips  hours  off  glass  installation  time, 
eliminates  breakage  and  chipping  .  .  .  gives  tighter  fit. 

*  EASY  TO  ORDER**  STORE  AND  HANOLE-No  special 

installation  experience,  tools  or  equipment  required 


Houms 


Every  Home  —  New  or  Old  —  Is  a  Prospect 

AN  ENORMOUS 
READY-MADE  MARKET! 

There  are  unlimited  sales  opportunities  in  a  market  you  already 
know  well  .  .  .  using  your  present  sales  force,  and  the  equipment 
and  facilities  you  already  have.  Look  around  you;  the  immediate, 
widespread  acceptance  jalousies  have  already  had  for  every 
window  use  in  every  type  of  building  guarantees  you  a  stable, 
fast-growing,  permanent  market  for  jalousie  products. 

JALOUSIE  COSTS  WITHIN  AVERAGE 
HOMEOWNER’S  BUOGET 

Ludman  jalousies  are  now  priced  to  sell  the  average  pocketbook. 
Homeowners  will  consider  them  a  necessity  when  they  realize  how 
much  light,  beauty,  air  and  utility  they  add  to  every  house. 


LUDMAN'S  ADVANCED  DESIGN  .  .  .  FINEST  MATERIALS  ...  AND  UNRIVALED  CRAFTSMANSHIP 

.  .  .  give  you  the  jump  on  competition.  Ludman  engineering  and  manufacturing  "know-how",  combined  with  streamlined 
distribution,  make  it  possible  for  you  to  offer  Ludman  WindoTite  Jalousies  to  your  customers  at  a  price  competitive  with 
ordinary  jalousies. 

YOUR  COMPETITION  CAN'T  MATCH  LUDMAN  QUALITY  .  .  .  LUDMAN’S  SALES  HELPS  ...  OR  LUDMAN’S  OUTSTANDING 
CONSUMER  FEATURES. 


*‘FROM  COMPLETE  JOBBER  STOCKS  IN 
YOUR  TERRITORY  —  OR  FROM  ADJACENT 
TERRITORIES  IN  THOSE  AREAS  WHERE  NO 
JOBBER  YET  ASSIGNED. 


^YOUR  SALES  FORCE 


LUDMAN  CORP.  DEPT.  No  BS  It,  BOX  4541,  MIAMI,  FLORIDA 


Let  us  tell  you  how  you  may  become  o  SUPER  DEALER:  Write  to 

SUPERIOR  WINDOW  CO. 

SSM  N.  W.  srth  AVE.  MIAMI,  FLA. 
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a  dealer’s  hand  of 


You  hold  the  winning  combination  with  Superior 
Window  Co.'s  complete  line  of  quality  aluminum 
windows.  Superior  Window  Co.  manufactures 
precision  windows,  designed  for  the  home  of  to¬ 
day, and  styled  for  the  home  of  tomorrow.  With 
the  Superior  Window  Co.'s  Super  line,  you  offer 
your  customers  a  new  high  in  window  value  ,  .  . 
for  the  Super  line  offers  the  right  window  for  the 
right  job,  at  the  right  price. 

The  Super  line  consists  of: 

1.  TUBAR-VENT 

Tubular  vent  aluntinum  casement  window 

2.  JAL-O-VENT 

Seven  inch  balanced  louver  glass  jalousie 

3.  PROJECT-O-VENT 

The  economy  aluminum  awning  window 

4.  Z-BAR-VENT 

Z-Bar-Vent  aluminum  casement  window 

All  Superior  Window  Co.  windows  are  precision- 
built  by  modern  assembly-line  methods. 


HERE  ARE  FOUR  REASONS  WHY  YOU  SHOULD 
BE  A  SUPER  DEALER! 

1.  You  get  Super  styling! 

The  Superior  Window  Co.  line  is  styled  for 
beauty  and  efficiency  .  .  .  will  harmoni2e 
with  the  most  modern  home,  and  comple¬ 
ment  the  traditional. 

2.  You  get  Super  qualityl 

Every  Superior  Window  Co.  window  is  made 
of  the  finest  aluminum  alloys,  to  the  highest 
specifications  in  the  trade. 

3.  You  get  a  Super  guarantee! 

The  Superior  Window  Co.  guarantees  its 
products  for  years  of  satisfactory  service. 

4.  You  get  Super  Profits! 

Superior  Window  Co.  windows'  low  cost 
(competitively  priced  with  ordinary  alumi¬ 
num  windows)  and  high  quality  means  satis¬ 
fied  customers  and  repeat  business  ...  it 
all  adds  up  to  a  better  deal  for  youl 
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Businessmen  Expect  High  Level 
Of  Prosperity  To  Continue 

Bank  loans  to  business  reach  all  time  high 
as  employment  and  personal  incomes  zoom 
— no  decline  in  defense  spending  seen 


T  READING  industrialists  who 
^  met  at  Hot  Sprinjrs,  Va.,  re¬ 
cently  to  advise  Secretary  of  Com¬ 
merce  Sawyer  on  economic  policy, 
foresaw  no  business  slump  ahead 
as  the  country  tapers  off  its  mo¬ 
bilization. 

Most  of  Mr.  Sawyer’s  Business 
Advisory  Council,  meetinj?  with 
the  .secretary  in  clo.sed  .session  at 
the  Homestead  Hotel,  have  urjred 
abandonment  of  price  and  wajre 
controls. 

Mr.  Sawyer  told  reporters  the 
busine.ssmen  found  customers  wary, 
production  capacity  greatly  ex¬ 
panded,  the  buyers’  market  reviv¬ 
ing,  and  sates  competition  taking 
care  of  most  prices. 

Without  exception,  the  corpora¬ 
tion  heads  di.sagreed  with  some 
recent  predictions  that  the  econ¬ 
omy  will  go  into  a  decline  when 
defen.se  spending,  expected  to  go 
as  high  as  $58,000,000,000  annually 
in  the  next  two  years,  is  cut  back. 

“None  of  the  council  members 
arc  fearful  for  the  economy,’’  Mr. 


Sawyer  said.  “All  believe  w'e’ll 
work  out  of  our  present  problems.’’ 

Most  members,  it  was  learned, 
are  convinced  that  defen.se  spend¬ 
ing  will  continue  at  high  level  — 
.somewhere  in  the  neighborhood  of 
.$15,000,000,000  a  year  —  through 
1955  and  for  .several  years  at  lea.st 
thereafter. 

This  is  higher  than  the  present 


Aluminum  Supply  Cut 
To  Be  Restored 

Arrangements  have  been  made  for 
the  import  of  sufficient  Canadian 
aluminum  to  offset  the  Northwest¬ 
ern  lost.  During  December  twenty- 
two  million  pounds  will  be  received. 
During  the  first  quarter,  forty-four 
million  pounds  will  be  received. 
This  quantity  should  permit  the 
restoring  of  the  recent  allocation 
reductions. 


rate,  although  spending  will  ex¬ 
ceed  that  figure  when  the  rearma¬ 
ment  hits  full  stride  later  this  year. 

There  would,  in  such  circum¬ 
stances,  be  no  sudden  shrinkagfe 
of  federal  spending  to  curtail  pur¬ 
chasing  power.  Earlier  in  the  de- 
fen.se  program  it  wa.s  expected 
the  “tapering-off”  level  would  be 
around  $25,000,000,000  a  year. 

The  bu.sine.ssmen,  Mr.  Sawyer 
said,  expressed  them.selves  "strong¬ 
ly  in  favor  of  greater  efforts  at 
economy  in  the  government.  They 
feel  it  must  be  appliinl  to  all  fed¬ 
eral  activities,  including  military 
and  foreign  aid.” 

Confirming  the  Advisory  Coun¬ 
cil’s  confidence  in  our  economy  is 
the  Commerce  Department’s  recent 
report  that  personal  incomes  in  the 
first  three  months  of  1952  reached 
an  annual  rate  of  $258  billion  — 
one  billion  above  the  rate  for  the 
la.st  quarter  of  1951.  Another  in¬ 
dication  of  an  expanding  economy 
is  the  fact  that  loans  made  by 
banks  to  business  customers  have 


HOME  IMPROVEMENT  DEALER 


49 


exceeded  the  peak  of  last  March  19 
to  set  an  ail  time  hifrh. 

As  an  example  New  York  banks 
report  that  business  l>orrowinjf  was 
$54  million  more  than  last  year  at 
the  same  time  and  $19  million 
greater  than  on  March  19. 

Finally,  it  is  sitrniticant  that  be- 


A  CUT  in  first  quarter  aluniinum 
allotments  is  beinj?  considered 
by  the  Defense  Production  Ad¬ 
ministration. 

('ontinued  losses  in  projected 
aluminum  jjroduction,  due  to  tech¬ 
nical  difficulties  in  new  plants,  de¬ 
lays  in  the  completion  of  expan¬ 
sion  projects,  and  the  .severe  water 
.shortage  that  is  causin^r  power 
lo.s.ses  in  the  Pacific  North we.st  and 
Tennes.see  Valley  —  all  have  com¬ 
bined  to  raise  the  threat  of  re¬ 
duced  Controlled  Materials  Plan 
allotments  of  the  white  metal. 


cause  of  the  hi^h  level  of  employ¬ 
ment  claims  for  unemployment 
benefits  by  jobless  workers  have 
declined  to  a  postwar  low  in  prac¬ 
tically  all  areas  of  the  nation. 
Claims  for  unemployment  benefits 
have  dropped  to  121,907  —  the  low- 
■e.st  volume  since  Sejitember  1947. 


Informed  officials  .said  that  the 
que.stion  aro.se  recently  and  the 
propo.sal  to  cut  down  on  CMP 
allotments  already  made  for  Janu- 
ary-March  was  rejected.  Rut  con¬ 
tinuation  of  the  water  shortage 
and  the  other  problems  reducing 
aluminum  production  may  force 
reconsideration  of  the  proposal 
within  the  next  few  weeks. 

Meanwhile,  officials  said  that  the 
continued  .serious  aluminum  situa¬ 
tion  probably  preclude  the  possi¬ 
bility  of  .seriously  relaxing  controls 
over  that  metal  until  the  third 


quarter  of  next  year.  The  decision, 
however,  will  not  be  made  until 
early  next  year  or  even  later. 

Aluminum  los.ses  in  the  Pacific 
Northwe.st  due  to  cutting  off  the 
so-called  “interruptible”  power 
clients  of  the  Bonneville  power 
projects  have  averaged  almost  a 
million  pounds  a  day  since  Sept.  4. 
It  is  possible  further  reductions 
will  be  nece.s.sary,  according  to  in¬ 
formed  officials. 

In  addition,  the  greate.st  drought 
in  some  77  years  still  shows  no 
sign  of  a  break  in  the  watershed 
of  the  Tenne.s.see  Valley  Authority. 
A  spokesman  for  the  Aluminum 
Co.  of  America  .said  it  will  lose 
eight  million  pounds  of  production 
each  month  October  through  De¬ 
cember,  and  informed  officials  said 
Reynolds  Metals  facilities  will  be 
affected  starting  next  month. 

The.se  lo.s.ses  mean  there  is  little 
chance  of  any  .stockpiling  in  the 
current  quarter  and  may  preclude 
(ContiiiKcd  on  Page  8.1) 


Power  Shortage  Continues  to  Cloud 
Future  Aluminum  Supply  Situation 


I  Tlie  Only  Aluminum  Door 


miracle 

PRODUCTS  COMPANY 

li221  W  11  MILE  RD,  BERKLEY.  MICH 


A  TERRIFIC  SEUER!  B#cauie  you 
hove  a  powerful  itory 

plus  o  very  oflroctive  door, 
complete  with  matching  hord 
wore^oli  PRICED  RIGHT  .  . 
bucked  by  notional  consumer 
advertising 

NO  WARP  NO  SAG  .  . 

NO  CLATTER'  Potemed  construc¬ 
tion  features  provide  superior 
strength  with  the  light  weight 
of  aluminum  and  the  fine  insu- 


FIIL 


loting  qualify  of  wood. 
STANDARD  SIZES  WILL 
95%  OF  YOUR  ORDERS'  A  re 
markable  odvontage  .  .  eoch 
Compo  Door  is  specially  con¬ 
structed  to  permit  adjustment  on 
oil  four  sides. 

SELF.INSTALLATION  SALES  AS- 
SUREDI  Unique  patented  odjust 
ments  permit  easy  instollation 
by  the  home  owner  himself 


WRITTEN  FACTORY  GUARANTEE!  Your  assurance  and  your 
customers’  assurance  of  the  very  finest  oluminum  combino 
tion  door. 


Sm  the  19S3 


FOR  MORE  PROFITS  .  .  .  Get  the  facts  now 
on  the  complete  line  of  Compo  standard  and 
custom-made  aluminum  and  stainless  steel  sur¬ 
faced  combination  doors,  windows  and  picture 
windows. 


Writm,  wirm  or  phoiw  today. . .  For  immodiato  dolivory  on  stork  siwos 


50 


NOV.  1952  BUILDING  SPECIALTIES  & 


This  letter  is  important  to  yon  .  .  . 

BEAU-CRAFT  SERVICES,  INC. 

128  Broad  St.,  Stamford,  Conn. 

August  12,  1952. 

BUILDING  SPECIALTIES 
425  Fourth  Ave.,  New  York 
Gentlemen ; 

We  have  not  received  copies  of  BUILDING 
SPECIALTIES  Magazine  for  the  past  three 
or  four  months. 

We  have  always  enjoyed  your  publication 
and  have  drawn  a  lot  of  practical  help 
and  inspiration  from  the  contents.  Were 
these  stopped  because  our  subscription 
expired?  If  so,  we  would  like  to  renew  it. 

Since  this  is  the  second  request  since 
May  31st,  we  will  appreciate  an  answer 
by  return  mail,  together  with  back  copies, 
and  whatever  charges  are  necessary  for 
them.  Of  course,  if  our  subscription  has 
not  lapsed,  we  do  not  expect  to  be  billed 
for  the  back  charges. 

Very  truly  yours, 

Paul  E.  Beaudry,  Pres. 

BEAU-CRAFT  SERVICES,  INC. 


BUILDING  SPECIALTIES 

COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  to  it  you  assure  your- 
seli  of  keeping  up-to-date  on  the 
following:  better  selling  methods, 
installation  techniques,  management 
details,  how  to  sell  particular  spe¬ 
cialties,  getting  and  holding  good 
salesmen,  advertising,  new  products, 
and  many  others.  Send  the  coupon 
today!  Only  $3  a  year. 


BUILDING  SPECIALTIES  \ 

425  Fourth  Avenue,  New  York  16,  N.  Y.  \ 

Please  enter  my  subscription  to  BUILDING  ) 

SPECIALTIES  at  $3.00  for  one  year.  ^ 

□  Bill  me  for  this  amount  ^ 

□  Enclosed  is  a  check  or  money  order.  j 

My  Nome .  \ 

Position . 

Company . 

Address . 

City . State . 


HANDY  DISPLAY  RACK 
SELLS  ^11  "M- 

pumedge 

MOULDINGS 

e  Do  you  wont  more  aluminum  moulding  business?  Do  you 
wont  the  greater  sales  and  the  bigger  profits  that  are  yours 
when  you  sell  Trimedge  Extruded  Aluminum  Alloy  Mouldings 
with  the  TRIM-A-LUSTER  FINISH  that  won't  rub  off  black? 
Trimedge  has  designed  this  moulding  dispenser  to  sell  for 
you  with  practically  no  effort  on  your  part.  It  commands 
attention  and  sells  6-ft.  lengths  of  Trimedge  Mouldings  "on 
sight".  And  it's  yours  absolutely  FREE!  Units  are  equipped 
with  1  2  sections  to  carry  a  total  of  84  six-foot  lengths  of  the 
most  popular  Trimedge  numbers.  Attractive  booklets  illus¬ 
trating  easy  application  of  Trimedge  Mouldings  are  furnished 
with  each  unit.  Contact  your  Trimedge  distributor  today  or 
write  us  direct,  and  watch  your  moulding  profits  grow! 


TRIMEDGE,  INC. 

4021  MAHONING  AVE.,  YOUNGSTOWN  1,  OHIO 

rOPvR'Gttr  t  is.  _ 
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— Photos  courtesy  li'urdack  Chcmicol  Co. 


Photos  above  show  the  remarkable  tranUormation  ot  an  old  wooden  house  after  applico- 
tion  of  the  new  ground  brick  and  cement  material. 


IN  this  day  of  hitrh  material  and 
labor  ca-sts,  people  in  the  build- 
infr  trades  are  constantly  seeking 
new  means  and  methods  for  pro¬ 
ducing  good  looking  buildings  with 
more  economical  methods. 

Brick  homes  and  brick  buildings 
are  ju.st  as  popular  today  as  they 
ever  were  but  the  cost  of  ordinary 
brick  construction  has  ri.sen  100% 
in  the  past  seven  or  eight  years. 


The  answer  to  this  high  co.st 
brick  con.st  ruction  problem  has 
been  found  in  a  new  product 
known  as  Quikbrik.  It  is  not  a 
substitute  for  brick  such  as  tacked- 
on  siding,  but  it  is  a  unique  method 
that  saves  hundreds  of  dollars  in 
applying  brick  to  a  wall. 

The  material  is  actually  made 
from  a  combination  of  genuine 
ground  brick  and  Portland  cement 


Trowelled 


— the  oldest  and  mo.st  dependable 
ma.sonry  products  known.  This 
j)laster-like  material  is  then  trowel¬ 
led  on  to  the  building  in  the  .same 
manner  as  ordinary  plastering  is 
done.  While  the  material  is  .still 
soft  and  pliable,  special  cutting 
tools  are  overlaid  to  form  stand¬ 
ard  brick  patt(‘rns  with  the  usual 
mortar  lines. 

The  material  is  available  in  six 
attractive  colors  as  well  as  in 
mottled  designs  with  white,  grej', 
or  black  mortar  lines.  With  such 
a  variety  of  colors  and  patterns 
it  is  ea.sy  to  please  any  owner  of 
home  or  busine.ss  property. 

The  reason  for  the  fast  growing 
popularity  of  artificial  brick  sid¬ 
ing  is  that  it  combines  enduring 
beauty  with  great  economy.  A 
building  can  be  given  a  “brick” 
finish  in  about  one-third  of  the 
time  required  for  ordinary  real 
brick  construction  and  costs  le.ss 
than  half  as  much.  That’s  a  strong 
.sales  story  for  anybody  in  the  home 
improvement  busine.ss  and  one  that 
has  great  appeal  to  the  owner  or 
builder  of  a  home  or  commercial 
building. 

From  the  dealer’s  .standpoint  it 
offers  many  advantages.  It  re¬ 
quires  a  comparatively  small  in¬ 
vestment  of  around  $1,250,  has  a 
very  large  potential  and  a  ready¬ 
made  market. 

A  total  of  four  men  are  needed 
to  handle  a  typical  job.  (1)  A  plas¬ 
terer,  (2)  Two  comparatively  un¬ 
skilled  workers  to  apply  the  cut¬ 
ting  tools,  (3)  A  laborer  to  mix 
and  carry  pla.ster  as  well  as  per¬ 
form  the  odd  jobs. 

Once  the  men  are  trained  in  the 
special  method  of  application  they 


52 


NOV.  1952  BUILDING  SPECIALTIES  & 


From  Data  Furnished  By 
American  Cement  Products 


can  perform  their  work  with  Kfeat 
speed  and  efficiency,  thus  reducing 
costs  whereby  a  dealer  can  realize 
greater  prctfits. 

There  is  really  no  mystery  about 
the  method  of  application;  it  is 
simply  a  carefully  worked-out  plan 
designed  to  effect  the  greatest  econ¬ 
omy  of  time  and  material.  For  ex¬ 
ample: 

A  concrete  building  is  first  coated 
with  about  i/i"  of  portland  cement 
plaster,  and  while  this  base  is  still 
soft  a  .second  coat  consisting  of 
the  new  “brick”  formula  is  trow¬ 
elled  on,  similar  to  the  manner  in 
w'hich  an  inside  coat  of  pla.ster  is 
applied. 

The  i>atented  cutting  tools  are 
then  attached  to  the  wall  to  cut 
vertical  and  horizontal  .strips 
through  the  brick  overlay.  The 
undercoat  is  revealed  after  this 
cutting  operation,  which  gives  the 
exact  appearance  of  standard  brick 
mortar  lines. 

The  finished  appearance  is  that 
of  a  well-laid  brick  veneer  with 
all  of  the  desirable  qualities  of  old 
fashioned  brick  con.struction. 

It  is  suitable  for  any  type  of 
con.struction  —  frame,  stucco,  ce¬ 
ment  or  cinder  block  on  old  or  new 


buildings.  It  has  been  used  suc¬ 
cessfully  in  many  ca.ses  to  rehab¬ 
ilitate  old  brick  structures. 

Certain  preparatory  work  is,  of 
course.  necessary  before  the 
“brick”  can  be  applied,  but  new 
foundations  or  expensive  remodel¬ 
ing  are  never  required.  The  con¬ 
tractor  can  determine  after  a  care¬ 
ful  inspi*ction  of  the  building 
whether  sand  blasting,  metal  lath¬ 
ing  or  other  preparatory  work  is 
required  depending  on  the  type  and 
the  condition  of  the  structure  in¬ 
volved. 

Bare  or  unpainted  blocks  require 
no  i)reparation  outside  of  washing 
off  the  dirt.  Painted  or  waterproof 
blocks  mu.st  be  sand  bla.st(>d  or  cov¬ 
ered  with  steel  lath  and  a  scratch 
coat  to  form  a  bond. 

Frame  construction  requires 
building  paper,  lath  and  a  .scratch 
coat  before  the  application  can 
begin. 

In  the  case  of  stucco  one  mu.st 
first  determine  what  is  under  the 
stucco.  If  it  is  old  w'ood  lath  the 
entire  surface  must  be  removed 
(Contimnd  on  Page  87) 

Top  photos  show  the  fine  "real  brick"  op- 
pearonce  of  o  structure  after  "trowelled 
brick"  finish.  Material  goes  on  like  plaster 
and  is  then  cut  into  conventional  brick  pat¬ 
tern  with  special  tools.  It  is  suitable  for 
any  type  of  building,  including  schools, 
churches,  hospitals,  service  stations,  etc.,  as 
well  as  stores,  os  the  two  before-after 
photos,  right,  indicate  clearly. 


SAniDA  ; 
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Getting  The  UOY  To  Vole  YES! 

A  woman  writer  gives  some  psychological 
tips  on  how  to  approach  Mrs.  Home  Owner 


A  MIND  RKADING  act  is  not 
required  in  order  to  sell  the 
lady  of  the  house,  but  it  is  true 
that  an  alert  salesman  induces  cer¬ 
tain  mental  states  in  a  prospective 
customer’s  mind  that  determines 
the  sale. 

Storm  windows,  for  example, 
althou)?h  one  of  the  most  highly 
eom|>etitive  household  specialty 
product.s,  will  sell  more  easily  if 
you  practice  the  followinj?  .steps  in 
your  campaifrn  for  succe.ss. 

1.  Make  a  well  K»‘0‘»nied  ap¬ 
pearance 

2.  Arouse  the  customer’s  in¬ 
terest 

3.  Increase  her  knowledge  of 
your  product 

4.  Acquaint  her  with  adjust¬ 
ment  to  needs 

5.  Effect  her  appreciation  of 
suitability 


6.  Stimulate  her  desire  to  pos¬ 
sess 

7.  Explain  the  consideration  of 
cost 

8.  Guide  her  decision  to  buy 

Make  a  well  grotimed  appearance 

Before  you  ring  that  doorbell, 
make  sure  that  you  have  dres.sed 
neatly,  your  hair  is  trimmed,  you 
have  had  a  fresh  shave,  and  quite 
impre.ssive  to  women  especially, 
you  are  wearing  a  hat.  A  welt 
groomed  appearance  usually  sig¬ 
nifies  a  succe.ssful  .salesman,  which 
is  a  good  iMjint  to  emphasize. 
Gourte.sy  and  good  manners  are 
al.so  nece.s.sary  for  that  first  im- 
jtre.ssion. 

If  you  should  meet  a  man  who 
needs  a  shave  or  a  haircut,  and 
whose  general  appearance  is  un¬ 
clean,  you  probably  wouldn't  be 
impres.sed  with  anything  he  had 
to  .say.  So,  put  yourself  in  the 
buyer’s  place. 

Arouse  the  customer's  interest 

Speak  in  a  moderate  voice.  After 
you  have  rung  the  bell,  and  sud¬ 
denly  you  hear  someone  shouting, 
“Who  is  it?’’  Answer  in  such  a 
low  voice  that  her  curiosity  will 
compel  her  to  open  the  door.  Now 
is  the  time  to  be  careful  of  how 
you  look  at  the  prospective  cus¬ 
tomer.  Don’t  stare,  even  if  her 


housedress  is  dripping  with  flour 
from  the  cake  she  has  been  mix¬ 
ing,  Approach  her  with  a  plea.sant 
smile  and  u.se  a  minimum  amount 
of  words  in  quickly  trying  to  ex¬ 
plain  why  it  will  be  to  her  advan¬ 
tage  to  li.sten. 

At  this  point,  even  if  .she  keeps 
•staring  at  your  sample  case  while 
you  are  talking,  do  not  attempt 
to  open  it.  Let  her  intere.sted 
curiosity  become  so  aroused  that 
she  invites  you  to  show  her  what 
you  have  in  that  ca.se. 

Increase  her  knowledge  of  your 
product 

Know  what  you  are  .selling  .so 
that  you  can  project  yonr  knowl¬ 
edge  to  the  prospt^ct’s  receptive 
mind.  Once  you  have  gained  her 
attention  and  aroused  her  intere.st, 
your  next  step,  after  she  asks  you 
to  come  in,  is  to  acquaint  her  with 
a  detailed  exjilanation  of  your 
product. 

Keen  competition  today  has  re¬ 
sulted  in  a  high  level  of  quality  in 
most  storm  windows,  not  only  in 
the  one  you  are  selling.  Therefore, 
do  not  knock  the  other  fellow's 
window,  instead  concentrate  on  ex¬ 
plaining  every  advantageous  detail 
of  yours. 

After  your  pre-demonstration 
sales  talk,  you  are  now  ready  for 
the  demon.stration  itself.  Fir.st,  ex¬ 
plain  its  principal  features,  then 
[troceed  to  operate  the  wdndow. 
Finally,  to  confirm  the  honesty  of 
your  .sales  talk  and  to  emphasize 
the  ea.se  with  which  your  window- 
works,  invite  the  prospective  buyer 
to  operate  it  herself. 

Acquaint  her  with  adjustment  to 
needs 

The  induction  of  this  mental 
state  in  your  cu.stomer  is  one  of 
the  most  difficult.  It  is  the  proof 
of  your  .salesmanship.  Now-  is  the 
time  to  convince  her  that  she  needs 
.storm  windows  even  though  the 
hou.se  is  insulated.  Home  insula¬ 
tion,  although  important,  does  not 
guarantee  a  complete  cure  from  all 
draughts,  chills  or  ills,  nor  do  storm 
windows  make  this  claim.  But  a 
(Continued  on  Page  85) 
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GRAEF  STORM  WINDOW  CO. 

PHONE  4-4326 

1510  W.  FEDERAL  ST.  YOUNGSTOWN  10,  O. 


WRITE  •  WIRE  *  PHONE 


•  "GRAEF"  is  the  answer  to  your 
demand  for  QUALITY  aluminum 
Storm  Doors  and  Windows  that 
actually  "sell"  themselves  .  .  .  and 
offer  more  profits  for  you. 

The  Graef  Company,  one  of  the 
oldest  ond  most  successful  storm 
window  businesses,  will  welcome 
you  to  their  long  line  of  profitoble 
deolers  ond  distributors. 


SEIL 

Craef 

/ 


SOME  PROFITABLE  TERRITORIES  ARE  AVAILABLE 


COOPERATION— The  Graef  Storm 
Window  Company  will  work  hand 
in  hand  with  all  profit>minded  deal¬ 
ers  and  distributors. 


•  STORM  WINDOWS — One  look  at  our  newly- 
engineered,  trouble-free,  all-aluminum  Storm 
Window  and  Screen  will  more  than  convince  you 
that  "GRAEF"  is  the  window  for  you. 
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Her*  folding  doori  ore  used  to  create  a  con¬ 
venient  entrance  hallway  and  semi-privato 
dining  area  in  a  restaurant 

— I'hoto  courtesy  Ttu  }iou^  Shade  Co. 
— .Sketch  courtesy  The  Rotscreeu  Co. 


vate  “rooms”  for  special  luncheon 
meetings,  cwktail  parties,  conven¬ 
tions  and  banquets  quickly  ar¬ 
ranged. 

In  funeral  parlors,  the  many  ad¬ 
vantages  of  the  folding  door  are 
obvious,  for  any  number  of  chapels, 
family  rooms  and  rec*eption  areas 
can  be  quickly  “made”  and  expand¬ 
ed  or  contracted  to  accommodate 
groups  of  varying  sizes  —  and  all 
this  can  l)e  done  tastefully,  with 
the  privacy  and  intimacy  the  oc¬ 
casion  demands. 

In  business  offices,  the  folding 
door  offers  a  means  of  flexible  space 
separation  obtainable  in  no  other 
way.  Large  offices  can  be  broken 
up  when  needed  to  do  double  duty 
as  separate  work  spaces  or  con¬ 
ference  rooms.  In  a  similar  manner, 
rooms  needed  for  salesmen  or  buy¬ 
ers  can  be  easily  enlarged  or  divid¬ 
ed  according  to  the  trade  demands 
at  the  time.  A  group  of  small  offices 
can  be  made  from  a  large  one — 
units  which  can  be  used  as  recep¬ 
tion  rooms  or  secretarial  and  steno¬ 
graphic  areas. 

In  the  retail  store,  the  versatili¬ 
ty  of  the  folding  door  is  virtually 
unlimited,  for  not  only  does  it  of¬ 
fer  the  advantages  of  providing 
“in.stantaneous  walls”  where  need¬ 
ed  to  separate  various  departments 
and  .sections,  but  can  al.so  be  u.sed 
as  a  functional  and  very  attractive 
background  for  display  units  and 
(Co)itimir(I  on  Page  90) 


II.  Commercial  Uses 


ntoms,  offices,  coffee  shoj)s  —  areas 
for  any  of  these  can  be  literally 
created  at  will  and  separated  from 
the  lobby  and  from  each  other. 

Thus,  management  is  in  a  posi¬ 
tion  to  meet  any  demand  at  a  few 
moments’  notice.  Rush  hour  crowds 
can  be  handled  with  ease,  and  pri- 


OF  the  myriad  uses  the  folding 
door  is  finding  in  commercial  e.s- 
tablishments,  perhaps  none  is  more 
imi)ortant  than  its  use  in  the  res¬ 
taurants,  club,  and  hotel,  for  here 
folding  units  are  unexcelled  in  ])ro- 
viding  convenient,  efficient  traffic 
control.  Cocktail  lounges,  dining 


First  photo  left:  Folding  doors  enhance  the 
attractiveness  and  convenience  of  the  ac¬ 
cessories  department  of  this  auto-dealer, 
affording  privacy  when  needed. 

—  .'  h.  to  courtesy  New  Castle  Productt 


Second  photo:  Beauty  and  ease  of  operation 
is  evident  in  this  folding  door  used  for  horn* 
closet  closure. 

— Photo  courtesy  The  Rotscreeu  Co. 
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Good  Public  Relations  Boosts 

Syracuse  Dealer's  Business 


Scene  at  county  fair  where  Farm  and  Home  Moderniiotion 
Corp.  of  Syracuse,  N.  Y.,  recently  exhibited  its  products. 


rpHE  imiwrtance  of  good  public 
relation.s  for  a  seriou.*!,  fa.st- 
growing  young  company  was  re¬ 
cently  (lemon.strated  in  Syracuse. 
New  York.  At  that  time,  Harry 
Goldberg,  president  of  Farm  & 
Home  Modernization  Corporation, 
announced  the  appointment  of  N. 
Wesley  Markson  as  public  rela¬ 
tions  director. 

Mr.  Markson,  long  identified 
with  the  furniture  business  found¬ 
ed  by  hi.s  family,  also  conducted 
his  own  busine.ss  under  the  name 
Wesley’s  Furniture,  for  many 
years.  He  had  been  City  Comp¬ 
troller  for  two  terms,  a  director 
of  one  of  the  local  banks  for  sev¬ 
eral  years  and  a  member  of  the 
Syracu.se  Hoard  of  Piducation. 

Popular 

P’xtremely  popular  and  well- 
liked  in  business  and  .social  circles 
in  the  upstate  city,  Mr.  Mark.son 
is  proving  a  “natural”  in  his  new 
capacity  with  the  building  spe¬ 
cialties  company. 

He  works  with  builders,  con¬ 
tractors,  banks  and  the  large  man¬ 
ufacturing  plants  for  which  the 
city  is  noted.  He  is  “on  tap”  when 
.salesmen  need  him,  as  well  as 
looking  after  cu.stomer  and  em¬ 


ployee  relations  for  Mr.  Goldberg. 
According  to  the  .salesmen,  W’esley 
Markson’s  name  is  magic  as  their 
prospective  customers  learn  he  is 
associated  with  P'arm  &  Home 
.Modernization. 

The  company,  organized  in  April, 
1950  with  one  salesman,  moved 
into  its  pre.sent  location  on  the 
outskirts  of  the  city  early  this 
year.  The  sales  staff  has  now 
reached  .SO  and  the  specially  erect¬ 
ed  building  at  2700  p'rie  Boulevard 
p]ast  giv'es  them  plenty  of  i)arking 
area. 

The  new  building  contains  4,000 
Sq.  FT.  of  space,  with  adeciuate 
loading  and  unloading  facilities. 


The  western  end,  consi.sting  of 
about  1,200  Sq.  P't.,  is  devoted  to 
office  space,  with  a  special  room 
for  the  .sales  force  and  a  display 
room  at  the  entrance.  The  re¬ 
mainder  of  the  building  is  used 
for  storage  and  general  operations 
pertinent  to  the  business  of  .sell¬ 
ing  and  installing  combination 
windows  and  doors,  awnings,  roof¬ 
ing  and  siding. 

According  to  Mr.  Goldl>erg,  the 
bulk  of  hi.s  business  is  in  windows 
and  doors,  with  Aerolite  products 
manufactured  by  the  Hutch  Co. 
being  featured.  The  company  is 
al.so  having  great  success  w'ith 
Moloney  combination  doors  and 
has  the  Central  New  York  dealer¬ 
ship  franchi.se  for  Kool  Vent 
Awnings.  Several  nationally  known 
roofing  and  siding  products  are 
.sold  by  F'arm  &  Home  Modern¬ 
ization. 

Installations  and  .service  calls 
are  handled  by  a  crew  of  25. 

Harry  Goldberg,  the  company's 
energetic  president,  knows  what 
it  is  to  .sell  building  specialties, 
(Continued  on  Page  93) 


N.  Wesley  Markson  Harry  Goldberg  Leo  Karp 
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This 


THK  recently  completed  survey 
of  the  readers  of  this  publica¬ 
tion  cfmducted  by  the  editors  re¬ 
veals  some  very  significant  facts 
and  figures  about  the  building  spe¬ 
cialties  business.  An  infant  indus¬ 
try  which  began  shortly  after  the 
end  of  World  War  II,  it  has  grown 
with  .startling  speed.  Attracted  by 
the  profit  possibilities  of  this  busi- 
ne.ss,  hundreds  of  businessmen  in 
allies!  and  unrelated  fields  have  be*- 
come  building  specialty  dealers  in 
the  past  five  years. 

Phenomenal  Growth 

Despite  its  rapid  growth,  in- 
crea.sed  competition,  and  the  dif¬ 
ficulties  cau.sed  by  material  short- 
age.s,  the  building 'spe'cialties  indu.s- 
try  is  .sound  and  .stable.  The  flood 
of  new  people  in  the  busine.ss  has 
declined  considerably  .so  that  today 
only  of  dealers  have  been  in 
the  field  for  le.ss  than  2  years. 

The  vast  majority  of  those  who 
entered  this  field  .soon  after  the 
end  of  the  last  war  have  now  bt'- 
come  well  established,  enjoy  an 
excellent  reputation,  and  are,  for 
the  most  part,  prosi)erous  and  suc¬ 
cessful.  The  dealers  in  this  group 
may  be  included  among  the  42% 
of  our  sukscribers  who  have  been 
in  busine.ss  from  2  to  5  years.  An 
analysis  of  this  group  shows  that 
the  majority  of  them  have  been 
in  busine.ss  between  3  and  4  years. 


Another  indication  of  stability 
is  the  fact  that  almo.st  49%  have 
been  in  busine.ss  from  6  to  over 
20  years.  A  clo.se  examination  of 
this  group  shows  that  26.7%'  have 
been  in  busine.ss  from  6  to  12  years ; 
12.5%  from  13  to  20  years;  while 
7.7 '(  had  over  20  years  of  expe¬ 
rience  as  busine.ssmen. 

The  maximum  number  of  years 
in  business  was  58  years;  the 
.shorte.st  was  one-half  year.  Tho.se 
who  have  been  in  the  field  for  long¬ 
er  than  five  years  frequently  have 
been  in  an  allied  busine.ss  »)r  .some 
other  part  of  the  home  improve¬ 
ment  industry  such  as  roofing  and 
siding,  Venetian  blinds,  building 
materials,  lumber,  etc. 

Thus,  for  example,  many  Vene¬ 
tian  blind  dealers  (or  K  D  opera¬ 
tors)  have  gone  into  the  aluminum 
combination  window  and  door  bus¬ 
ine.ss  because  they  discovered  that 
it  is  ju.st  as  ea.sy  to  a.s.semble  and 
.sell  windows  and  dtmrs  as  blinds 
and  with  a  greater  profit.  In  prac¬ 
tically  all  ca.ses  Venetian  blind 
dealers  have  kept  their  original 
line  and  are  selling  tht'm  along 
with  their  new  items. 

There  are  numerous  lumber  deal¬ 
ers  who  have  been  in  business  for 
many  years  and  have  set  up  sep¬ 
arate  kitchen  departments  which 
.solicit  business  directly  from  home 
owners.  There  are  al.so  a  consider¬ 
able  numbt'r  of  building  materials 
dealers  who  have  entered  the  home 


improvement  field.  Generally,  they 
have  been  in  business  for  longer 
than  10  years  but  have  been  sell¬ 
ing  aluminum  awnings,  combina¬ 
tion  doors  and  windows,  kitchens, 
etc.,  only  since  the  war.  They  have 
found  from  experience  that  to  .sell 
these  new'  home  improvement  items 
it  is  necessary  to  organize  a  sep¬ 
arate  department  geared  to  sell 
directly  to  the  home  owner. 

Another  group  which  have  been 
in  business  longer  than  five  years 
are  the  dealers  whose  main  busi¬ 
ne.ss  u.sed  to  be  .selling  and  instal- 
lating  metal  weatherstrip|)ing  and 
the  traditional  types  of  storm  sash 
and  .screens.  The  po.st  w'ar  develop¬ 
ment  of  aluminum  combinations, 
awnings,  and  other  new  home  im- 
|)rovement  items  gave  a  tremen¬ 
dous  impetus  to  the  business  of 
the.se  dealers  who  expanded  their 
enterpri.ses  and  took  on  a  greater 
variety  of  products. 

Dealer  Size 

The  survey  also  revealed  impor¬ 
tant  facts  and  figures  on  the  size 
of  dealer  enterpri.ses.  Although 
there  was  no  direct  que.stion  in  the 
survey  blank  about  the  size  of  the 
dealer’s  busine.ss,  77%  of  those  who 
filled  out  the  survey  blanks  wrote 
down  the  number  of  .salesmen  they 
employed  and  this  is  generally  a 
good  indication  as  to  the  size  of 
an  enterprise. 
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Is  Your  Business! 


BUILDING  SPECIALTIES'  survey  reveals  size  of 
dealer  enterprises,  length  of  time  in  business,  and  the 
present  sound,  prosperous  status  of  the  entire  industry 


Almost  half  (42.2' <  )  of  our  sub¬ 
scribers  have  /our  or  more  sales¬ 
men.  This  vrroup  of  medium  to 
lar^e  enterprises  can  be  divided 
into  the  followin)?  cla.ssifications : 

25.3%  of  dealers  employ  4  to  6 
salesmen;  9.8%  employ  7  to  10; 
7.1 have  over  10  salesmen.  In 
the  la.st  classification  there  are  a 
C(tnsiderable  number  of  dealers 
who  have  between  16  and  20  men 
on  their  sales  staffs.  The  hi^he-st 
number  of  salesmen  reported  was 
49. 

Products  Sold 

34.5%  of  specialty  dealers  are 
in  the  smaller  busine.ss  group  that 
employs  from  1  to  3  .salesmen. 
Only  3%  .said  that  they  do  not  em¬ 
ploy  any  salesmen. 

There  .seems  to  be  no  relation¬ 
ship  between  the  length  of  time 
in  business  and  the  number  of 
salesmen  employed.  Thus  one  New 
York  state  dealer  who  organized 
his  company  two  years  ago  now 
has  30  .salesmen  while  another  who 
has  been  in  the  specialty  field  for 
12  years  in  Ohio  has  3  men. 

A  careful  analysis  of  the  prod¬ 
ucts  dealers  are  selling  shows  that 
24  %  specialize  in  storm  .sa.sh  and 
doors.  The  “specialists”  include  all 
tho.se  who  .sell  gla.ss  jalousies,  wood 
or  aluminum  combination  windows 
and  doors,  .screens,  and  Venetian 
blinds  but  no  other  products.  Not 
all  the  specialists  sell  Venetian 


blinds  or  jalousies  but  a  great 
many  do. 

The  specialist  is  most  likely  to 
be  found  in  the  suburbs  of  the 
large  cities.  On  the  other  hand 
tho.se  tlealers  who  do  not  specialize 
may  be  found  almost  anywhere — 
in  big  or  medium  city  suburbs, 
small  towns,  etc.  F’or  the  mo.st 
part,  the  dealer  in  a  small  town 
or  city  usually  finds  it  nwes.sary 
to  carry  a  considerable  variety  of 
products  in  order  to  su.stain  his 
business  volume. 

Dealers  in  the  top  income 
bracket  ($1  million  .sales  gro.ss  or 
over)  are  more  likely  to  be  spe¬ 
cialists  than  tho.se  in  the  lower 
income  groups.  This  does  not  mean 
that  atl  the  dealers  in  the  topmost 
.sales  volume  cla.ss  are  .s|HH-iali.st.s 
but  the  majority  of  them  definitely 
are. 

It  would  be  difficult  to  choo.se 
any  single  dealer  who  might  be 


considered  repre.sentative  of  the 
entire  specialty  business,  however, 
brief  sketches  of  a  few  typical 
dealers  will  give  the  reader  a  gen¬ 
eral  picture  of  the  busine.s.smen  in 
this  field. 

To  start,  let  us  take  Dealer  A 
in  a  large  Illinois  city.  He  is  a 
large  scale  K  1)  o|)erator  who  spe¬ 
cializes  in  aluminum  combination 
windows  and  doors.  He  .started 
with  a  few  friends  in  1949  and  by 
the  end  of  1951  his  .sales  gross  had 
zoomed  to  well  over  $1  million. 

He  has  45  .salesmen  and  gets 
practically  all  his  leads  from  new.s- 
pai)er  ads  and  canvas.sers.  His 
com|)any  employs  20  installers  and 
u.ses  10  trucks. 

Dealer  H  is  al.so  a  specialist  but 
operates  on  a  smaller  scale.  He  is 
located  near  medium  sized  city  in 
Delaware  and  has  been  in  the 
aluminum  cttmbination  window 
business  for  five  years.  There  are 
five  men  on  the  .sales  .staff  and  all 
installation  work  is  subcontracted 
to  an  experienced  mechanic. 

He  is  ingenious  in  finding  ways 
to  .stimulate  busine.ss  and  has  a 
bonus  .scheme  for  his  .salesmen  who 
(Continued  on  Poffe  96) 
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New  Ways  to  Sell  Venetian  Blinds 

A  personal  touch  attracts  customers— and  keeps  them. 


■pvKALERS  who  carry  Venetian 
^  blinds  will  find  that  they  can 
easily  increase  sales  on  this  popular 
item  if  their  promotional  efforts 
do  not  stop  at  selling  alone  but 
are  extended  into  an  actual  service. 


The  average  homeowner  does  not 
nece.s.sarily  lack  imaffination,  but 
the  dealer,  with  supplies  and  dis- 
{)lay  facilitie.s  at  hand,  is  in  a  posi¬ 
tion  to  stimulate  imaKination  and 
consequently  buying,  because  he 


can  easily  suggest  various  and  in¬ 
teresting  ways  to  utilize  Venetian 
blinds  in  an  effort  to  meet  and  solve 
individual  home  decor  problems. 

If  this  is  done,  selling  is  no 

((jnitiuixd  on  Page  97) 


single 


Hjng  blinds  from  window-top 
to  sill.  Draperies  to  floor  with 
matching  or  contrasting  valance. 


Modern:  Hang  blinds  from  ceil¬ 
ing  to  floor;  draperies  on  ceil¬ 
ing  track. 


For  height;  Hang  blinds  from 
ceiling  to  sill,  valance  and  short 
curtains. 


double 


Informal;  Hang  blinds  to  sills; 
ruffled,  tie-back  curtains. 


Traditional;  Hang  blinds  to 
floor;  long  draperies,  shaped 
valance. 


Modern;  (formal)  Hang  blind 
from  ceiling  to  floor;  draperies 
on  ceiling  track. 


pairs 


For  simplicity:  Hang  two  blinds, 
valances,  pairs  of  curtains. 


For  prominence;  Hang  two 
blinds  to  floor;  mirror  panel  be¬ 
tween;  hangings  draw  to  mirror. 


For  effect:  Hang  three  blinds 
to  sill  line;  hangings  meet  in 
center  or  remain  stationary. 


llluslrations  Courtesy  Hunltr  Douglas  Corp. 
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This  IS  the  first  in  a  series  of  ar¬ 
ticles  dealing  with  the  business 
and  management  problems  of  the 
specialty  dealer.  It  is  intended  to 
serve  as  a  practical  outline  so  that 
the  dealer  may  profit  from  the  re¬ 
search  and  experience  of  others, 
minimize  the  risks,  avoid  the 
known  errors  that  beset  the  es¬ 
tablished  or  new  business,  and 
seize  the  opportunities  that  result 
in  increasing  stability,  healthy  ex¬ 
pansion,  and  greater  profits. 


anaging  Your  Business 


co.stly  st'lliiiK — all  thf.st*  can  and 
.should  ht*  controlled  throup:h  care¬ 
ful  reKard  for  the  accounting  and 
rt“c‘ord  side  of  a  business.  A  study 
of  bankruptcy  records  showed  that 
a  third  of  these  business  failures 
kejit  no  records  at  all!  (A  .separate 
article  in  this  .series  will  deal  spe- 
cilically  with  K<>od  accountiiiK  and 
business  records.) 

2.  Poor  business  ethics;  lack  of 
real  interest  and  enthusiasm;  a  de¬ 
sire  to  “make  money’’  re>rardle.s.s 
of  means  and  morals,  includintr  the 
promotion  and  misrepre.sentation 
of  inferior  products.  A  dissatisfied 
cu.stomer  is  the  worst  and  most 
danjrerous  business  error  that  can 
be  made. 

,‘t.  Pad  internal  management ;  ne¬ 
glectful  or  disinterested  supervi¬ 
sion;  employees  who  are  inexperi¬ 
enced  or  incompetent.  The.se,  in 
turn,  atfect  the  whole  busine.ss 
structure  culminating  in  |K)or  sell- 
iiiK  and  diminishing  jirofits. 

4.  Had  credit  policies  which  de¬ 
lay  jirotit  realization,  increa.se  ex- 
lien.ses  and  over-complicate  rec¬ 
ords  and  billing. 

5.  Unwarranted  Expansion 
caused  by  a  desire  for  “a  killing’” — 
speculation  that  is  unjustified  . 

fi.  Refu.sal  to  create  ample  re- 
{('imtinnnl  on  I'nfie  62) 


A  guide  and  check  list  for  efficient 
organization,  operation  and  expansion 


TpHE  U.  S.  Uejiartment  of  Com- 
merce  reports  that  in  any  10- 
year  period  approximately  75  |)er 
cent  of  all  busine.s.ses  fail.  A  break¬ 
down  of  cau.ses  indicates  that  the 
first  two  years  are  the  most  dif¬ 
ficult.  During  this  time  as  many  as 
50  per  cent  of  these  busine.ss  ven¬ 
tures  become  insolvent.  After  the 
two  year  jieriod,  the  figures  are 
.somewhat  better.  The  next  three 
year.s — that  is,  until  the  end  of  a 
five  year  period  —  accounts  for 
another  ten  to  20  per  cent.  So  a 
good  .start  and  the  weathering  of 
the  first  few  years  is  of  vast  im¬ 
portance.  It  is  interesting  to  note 
also  that  a  recent  Huilding  Spe¬ 
cialties  survey  indicated  that  only 
five  jier  cent  of  dealers  have  been 
in  business  for  less  than  two  years ; 
42  per  cent  have  been  in  business 
between  tw’o  and  five  years. 


\\  hy  do  .-ome  busine.s.ses  fail?  If 
we  under.stand  the  primary  reasons 
for  failure,  it  will  be  an  invaluable 
lesson  in  succe.ss.  It  will  al.so  sug¬ 
gest  what  special  effort  is  required 
on  our  part  to  keep  our  business 
vigorous  during  its  first  sever.il 
years  of  growing  pains. 


Determining  the  Risks 


To  organize  and  plan  for  a 
healthy  business,  let  us  be  keenly 
aware  of  the  specific  reasons  for 
failure. 

Most  businesses  fail  for  the  fol¬ 
lowing  rea.sons: 

1.  Accounting  and  bookkeeping 
records  which  should  be  used  to  di¬ 
rect  and  control  operation  are 
neglected,  over-complicated  or  in¬ 
adequate.  Indi.scriminate  buying, 
impulsive  and  illogical  mark-ups. 
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DISTRIBUTORS 

DEALERS 


Sell  tk*  new  Pilgrim  2*Lite  Interchangeable  Storm 
Door.  Come*  to  yon  complete  or  knocked  down  with 
all  hardware  included.  Mode  from  heovy  63-ST-S 
eitruded  aluminum.  Made  by  "PILGRIM"  .  .  .  with 
over  o  doxen  yeort  of  experience  and  "know-how" 
in  aluminum. 

Mono,  win  or  wrfto 


F.  A.  PILGRIM  COMPANY 

4449  Lake  Park  Road  ^  3127 


Youngstown  12,  Ohio 


Managing  Business 

j  (Continued  from  Page  61) 

I  serve  capital  during  periods  of  ac¬ 
celerated  earnings. 

7.  Ill-advised  or  improper  finan¬ 
cing;  unwise  spending  of  working 
capital,  excessive  inventory  ac- 

,  cumulations. 

8.  Bad  contracts;  for  example, 
long-term  leases  contingent  upon 
sales. 

9.  Personal  extravagance. 

How  to  Insure  Success 

The.se  are  the  main  reasons  for 
!  busine.ss  failure.  What  can  be  done 
to  help  insure  success?  Since  profit 
is  the  life  blood  of  any  business  and 
profit  cannot  exist  without  .selling, 
i  it  is  of  great  importance  that  the 
i  recently  established  dealer  .sell  not 
i  only  his  products  but  him.self  as 
well.  Remember  the.se  points: 

1.  There  is  buying  inertia  to 
overcome  —  that  natural  and  diffi¬ 
cult  buyer  -  resistance  that  con¬ 
fronts  any  new  busine.ss  and  all  im¬ 
proved  products.  A  whole  market 

i  has  to  be  created,  and  this  takes 
^  time,  patience  and  effort.  Buyer 
I  acceptance  is  sometimes  a  slow 
;  process  and  much  of  your  initial 
time  w'ill  be  devoted  to  getting 
yourself  and  your  jiroducts  known, 
linked  and  accepted.  You  mu.st  ad¬ 
vertise  in  every  way  your  budget 
i  allows,  promote  your  products  dili¬ 
gently  and  engage  in  every  public 
relations  opportunity  that  will, 
even  in  the  smallest  way,  publicize 
your  busine.ss. 

2.  You  mu.st  parallel  and  ulti¬ 
mately  exceed  the  efforts  of  your 
comjH'titors. 

3.  You  must  .strive  to  reach 
quickly  but  without  undue  risk,  the 
normal  .sales  level  of  your  product 
or  products.  To  do  this  you  will 
have  to  re.serve  sufficient  working 
capital.  “Normal  sales  level”  on  a 
basic  .stock  is  built  up  over  a  period 
of  time  and  capital  mu.st  be  allo¬ 
cated  to  coincide. 

Sales  and  Marketing  Policies 

If  your  business  is  a  going  one, 
your  goal  mu.st  always  be  profits — 

!  and  more  profits. 

(Continued  on  Page  78) 
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i 


D*ot*ri  wKo  s«tl  Ckorvi^w  know  th»  v«lu«  of 
handling  o  product  bodcod  by  quality  . . .  whoro 
tho  monufocturor  hot  onticipotod  tho  noods  of 
tho  buyor,  and  hoa  fillod  tho  proscription  with 
accuracy  in  ovory  dotoil.  such  as  tho  STORM  SASH 
shown  horo,  which  fits  oasily  into  tho  spoco 
occupied  by  tho  insido  scroon,  providing  solid 
winter  comfort,  with  on  absolute  minimum  of 
air  infiltration. 

Cloorviow  STORM  SASH,  for  gloss 
louver  windows,  ore  onginoorod  with  tho  some 
precision  os  is  embodied  in  its  other  products, 
ALUMINUM  JALOUSIES  and  ADJUSTABLE 
LOUVER  DOORS. 


SALES  ARE  EASIER  WITH  eUARVIEW’S  COMPLETE  LINE. 


BRANCHES 


RlRMt»i(.HAM  ALA  Ki  S  20th  Kt 

CUARtkATLR.  flA  W.  \  f  CIrtrland  SI 

CORPUS  CHRISII  TFX  'V?  S 

DALLAS  1.  ItXAS  262*  I  Im 

DAYTONA  BLACH  TLA  7U.  N  RtAsenxI 

FT  LAUOTROAtl  flA  UIK  ^  *  2ndA>r 

HOUSTON  h  UXAS  KOA  Richmiftil 

JACKSON  J.  MISS  703  Std  l«tr  Rida 

JAf.KSflNVILlI  flA  3R1'  Mufi  s! 

KANSAS  CITY  MO  >717  Troosl  A»r 

MADEIRA  BfACH.  FLA  MIO')  Celt  Hi>d 

MEMPHIS.  lENN  32/  W  Trigg  Ayr 

MIAMI  FLA  I3H  •  N  W  '7th  A«e 

NORTH  MIAMI.  FLA  12)10  Hr  Dili'  H»v 

NCVT  ORLEANS  12.  LA  1201  S  Carrolltofi  Ayr 
NEW  YORK.  316  SinrtM  H«y  Rockville  Crnt*r.  L  I 
N  LtlTLC  NOCK.  ARK  722  W  Third  st 

ORLANDO  FLA  1331  W  Chgreh  St 

SAN  ANTONIO  Ttx  7U2  S  Flerr. 

SHREVEPORT.  LA  3'tM  Soethern  Asr 

ST  PETCRSBURf.  FLA  3027  •  'Jth  St.  N 

TAMPA  FLA  1011  Mfoierul  H»v 

WASHINC10N.  0  C  162S  I  Street 

WEST  PALM  BEACH.  flA.  3'fl  *  S««th  Utsie 


FACTORY  •  OALUS  1.  nXAS 
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From  Data  Fumishod  By 
TonnoMM  Fabricating  Co. 


At  no  time  during  its  lonK  and 
varied  history  has  decorative 
iron  enjoyed  the  |K)pularity  that 
it  enjoys  today.  It  has  become, 
in  fact,  one  of  the  newer  and  more 
progressive  trends  in  contempor¬ 
ary  architecture,  a  trend  which 
may  soon  place  this  ver.satile  prod¬ 
uct  in  top  place  as  one  of  the  na¬ 


tion’s  most  demanded  building  and 
home-improvement  products. 

Before  describing,  with  specific 
examples,  how  profitable  a  line 
of  ornamental  iron  has  become 
to  a  number  of  specialty  dealers 
throughout  the  country,  let  us  re¬ 
view  briefly  some  of  the  reasons 
behind  the  increasing  i)opularity 
of  the  product  itself  —  why  archi¬ 
tects  and  homeowners  everywhere 
are  sjwcifying  its  use,  and  why. 
consequently,  dealers  are  finding  it 
so  profitable  and  easy  to  sell. 


Photo  above:  o  striking  example  of  the  use 
of  ornamental  iron.  Here  grocetui  columns 
combine  an  atmosphere  of  the  modern  with 
the  antique  and  at  the  same  time  pravide 
strong,  permanent  support. 

As  a  building  material,  orna¬ 
mental  iron  is  more  enduring  and 
.stronger  than  millwork.  Equally 
important,  its  decorative  qualities 
are  unsurpa.ssed.  One  has  only  to 
look  at  any  before-after  photos  of 
a  home  where  old-fashioned  wood¬ 
en  railings  or  columns  have  been 
replaced  with  ironwork  to  realize 
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Because  of  its  beauty  and  saleability,  dealers  find 
ornamental  iron  an  ideal  home-improvement  product 

Part  I 


how  strikinjr  and  impressive  the 
improvement  is.  In  addition,  orna¬ 
mental  iron  production  methods 
have  been  so  developed  and  refined 
that  all  the  .strenjrth  and  decorative 
qualities,  peculiar  to  this  product 
alone,  may  now'  be  incorporated 
in  the  desi>rn.  construction  or  re- 

OecoroHve  ironwork  railings  may  be  used 
both  outdoors  and  inside  the  home.  In  the 
first  photo,  right,  a  railing  of  ornate  design 
blends  perfectly  with  dignified  pillars;  sec- 
and  photo  shows  how  a  simple,  modern 
touch  can  be  achieved  through  the  right 
choice  of  a  railing  for  in;foors. 


modelinjr  t)f  every  style  of  home 
at  surprisinjjly  low  co.st,  easily  af¬ 
forded  by  the  builder  or  home  own¬ 
er  with  moderate  or  even  limited 
means. 

The  u.se  of  ornamental  iron  is 
not,  of  course,  confined  to  columns 
and  railiiiKs.  It  is  important  to 
realize  that  a  home  owner  w'ho  u.ses 
it  to  improve  part  of  his  home  — 
let  us  say,  to  replace  a  w’ooden 
porch  railing,  will  be  inclined  over 
a  period  of  time,  to  extend  its  use. 
He  may  want  a  grille  or  grillettes 
for  a  door,  a  fence,  a  gate,  a  hou.se 
marker,  a  weathervane,  a  mail  box 
.stand,  a  porch  lantern,  furniture 
for  lawn  or  garden,  a  frame  for 
a  picture  window.  Its  u.se  may  be 
extended  to  the  interior  of  the 
hou.se,  too,  .so  it  is  clear  that  “re¬ 
peat  busine.ss”  for  the  dealer  is  a 
factor  of  considerable  importance. 

Al.so  in  the  dealer’s  favor  is  the 
fact  that  the  cu.stomer’s  needs  are 
apparent  at  a  glance,  making  can¬ 
vassing  ea.sy.  A  salesman,  for  ex¬ 
ample,  can  easily  point  out  the 
benefits  of  protecting  as  well  as 
U'autifying  bare  .steps  or  stoops 


with  a  graceful  iron  railing,  of 
correcting  and  .strengthening  .sag¬ 
ging  porch  roofs  with  attractive 
iron  columns,  of  replacing  worn 
out  flower  boxes,  old-fashioned  mail 
boxes,  or  of  guarding  .screen  or 
combination  d(X)r.s  with  grilles 
which  in  addition  to  protecting, 
give  home  entrances  a  distinctive 
charm  and  beauty. 

Other  Factors 

Other  factors  of  advantage  to 
the  dealer  handling  ornamental 
iron  are  the  following: 

1.  Mo.st  manufacturers  supply 
their  iron  products  in  a  prime  coat 
of  paint.  Thus,  finishing  in  any 
desired  color  the  customer  choo.ses 
is  made  easy. 

2.  ('olumns  are  supplied  by  some 
manufacturers  .so  that  they  can  be 
adjusted  to  the  desired  height  with 
little  trouble,  simply  by  removing 
the  plates  at  the  top  or  bottom  of 
each  post  and  cutting  to  the  re¬ 
quired  length. 

3.  Since  each  iron  product  is,  in 
it.self,  .so  intrinsically  .strong,  there 

{CdiitiniK’d  on  Page  105) 
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AUMINUM  Slir  STORING 

Strmn  ttn  V*  «»r<tVt^tTtpp»n 


Soletmon  of  fhe  Superior  litiuloting  Com¬ 
pany  stands  on  a  plastic  screen  cloth  to 
demonstrate  its  strength  at  the  firm's  booth 
in  the  Maryland  State  Fair.  Superior  gets 
87  %  of  its  leads  by  call-backs  on  satisfied 
customers. 


I 


More  Call-Backs  Result  In  More 
Leads,  Says  Baltimore  Dealer 

Systematic  and  frequent  call-  Under  Superior’s  plan,  new  office  and  filed  as  a  means  of  ascer- 
backs  on  past  customers  can  salesmen  are  advised  immediately  taininj?  that  the  callbacks  have 
often  be  the  most  successful  pro-  to  call  about  three  days  after  the  been  made. 

motion  means  used  by  a  dealer  to  completion  of  the  in.stallation.  This  A  new  salesman  to  the  staflF  is 
uncover  new  leads.  There  is  an  is  only  the  bejrinning,  however,  as  jfiven  a  list  of  past  accounts  to 
immen.se  p.sycholojfical  advantajfe  they  are  expected  to  again  con-  call  on  to  get  him  off  to  a  good 
in  obtaining  a  recommendation  for  tact  the  customer  at  least  once  a  start.  But  to  show  that  there  is 
new  busine.ss  from  an  already  month.  “We  teach  them  right  away  no  favoritism  and  that  this  list 
.satisfied  cu.stomer.  A  .salesman  never  to  be  afraid  of  an  installa-  is  not  padded  or  spotted,  the  new 
who  knows  that  he  makes  a  call  tion,”  .says  Mr.  Hechter,  “and  that  man  is  given  his  choice  of  where 
with  the  welcome  mat  waiting  for  we  have  enough  confidence  in  our  he  wants  to  go. 
him  is  imbue<l  with  confidence  |)roduct  and  mechanics  to  show  He  is  briefed  on  the  proper  ap- 
right  at  the  .start.  <'ur  face  regularly  without  worry-  proach  to  the.se  former  users,  told 

By  intensifying  their  visits  on  i»g  about  complaints.”  what  to  .say.  When  he  visits  the 

u.sers,  Superior  Insulating  Com-  hou.se  he  is  there  o.stensibly  to  in- 

pany  of  Baltimore.  Md.  has  obtain-  Report  Blanks  quire  if  the  cu.stomer  is  satisfied 

ed  about  87  percent  of  their  leads  with  the  in.stallation.  But  he  is 

in  this  manner  and  rarely  uses  To  make  sure  that  the  salesmen  suppo.sed  to  take  her  word  for 
any  other  means  of  promotion,  carry  out  the.se  orders,  they  are  iC  but  goes  around  and  checks  on 
“But  such  calls  mu.st  be  made  regu-  provided  with  a  .series  of  report  Ibe  windows  personally, 
larly,  at  lea.st  once  a  month  to  the  blanks  in  which  they  mu.st  check  This  intere.st  naturally  draws 
same  account  in  order  to  be  mo.st  off  the  residence  and  any  com-  pleasing  reaction  from  the  hou.se- 
effective,”  points  out  C.  Allen  plaints  or  comments  thej'  receive  wife.  Then  the  salesman  tactfully 
Hechter,  owner.  there.  The.se  are  turned  into  the  (CoutiiiiKd  »ti  Page  98) 
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The  defacing  effects  of  rain  are  shown  clearly  in  this  picture.  have  retained  their  good  appeorance  regardless  of  weather 

Protected  with  silicone  water  repellent,  these  buildings  would  conditions  and  the  white  stains  could  have  been  prevented. 


How  to  make  money  from  lam 


There's  fine  profit  in  protecting  masonry 
surfaces  with  silicone  water  repellent 


By  WALTER  WURDACK,  Pres., 
Wurdack  Chemical  Company 


IT  did  not  .seem  pos-sible  that  a 
truly  effective  transparent  ma¬ 
sonry  water  repellent  would  ever 
be  developed  —  because  it  stood  to 
rea.son  that  any  thin  transparent 
coating  or  film  which  pluKged  the 
pores  of  masonry  could  have  only 
a  limited  life  of  efft*ctivene.ss,  and 
would  likely  change  both  the  color 
and  texture  of  the  ma.sonry. 

Not  until  the  wartime  develop¬ 
ment  of  the  sensational  chemical 
silicone  could  I  visualize  a  po.ssible 
.solution  to  the  lonR-soufrht  prob¬ 
lem  of  “keeping  water  out”  of 
masonry  walls. 

AlK)ut  six  years  a^o,  I  talked 
with  my  consultinK  chemical  en¬ 
gineer  and  we  decided  to  no  ahead 
with  our  silicone  research  althouRh 
realizinn  that  silicone  itself  w’as 
not  the  whole  answer — in  fact, 
no  known  coatinjf  principle  pro¬ 
vided  the  .solution. 

And  so  eventually  we  re.searched 
a  revolutionary  principle  of  re- 
pellinn  water  by  compoundinn 
silicone  which  could  be  used  as 


a  lininn  for  the  capillary  pores 
of  ma.sonry.  and  would  effectively 
repel  water  without  sealinn  the 
pores  or  forming  a  coating. 

Today,  firms  who  fit  into  the 
picture,  are  literally  making  money 
out  of  rain. 

Above  grade  water  seepage  pre- 


This  convent 
Building  shows 
how  well  sili¬ 
cone  water  re¬ 
pellent  protects 
the  surface, 
keeping  bricks 
in  fine  condi¬ 
tion. 

Photus 

Courtfsy 

H'lirdat'k 

L'hi-mu'a/  Co, 


sents  a  problem  to  ma.sonry  struc¬ 
tures  in  almirst  every  section  of  the 
country. 

In  the  humid  .south,  brick,  .stucco, 
lime.stone,  concrete  block  and  the 
like,  suck  in  .some  moisture  from 
the  air.  Slowly,  inexorably,  rain 
.seeps  through  the  ma.sonry  and 


rhotos 


Caurtrty 


Chemical  Co 


Tha  claon,  atfroctiva  appearance  of  this 
hifh  school  building  (tap  photo)  was  ruined 
because  of  rain.  Note  the  vast  improvement 
(bottom  photo)  after  treatment  with  silicone 
water  repellent. 


through  hair  line  crack.s  to  ruin 
interior  decoratinj?,  to  mar  paint 
jobs,  to  wash  out  salts  that  dis¬ 
color  and  stain  the  outer  appear¬ 
ance  of  the  structure. 

AlotiK  the  sea  coast,  drivinjr 
winds  whip  rain  deep  into  the 
masonry  or  through  the  tuck¬ 
pointing. 

And  in  the  North,  we  have  still 
another  villain:  fro.st.  Moisture 
gets  into  the  tuckpointing,  stays 
there  until  it  freezes  to  ice,  then 
expands  and  disintegrates  the  mor¬ 
tar  joints.  Succeeding  rains  .seep 
into  the  damaged  mortar. 

Perhaps  in  the  great  American 
Desert  there  are  masonry  struc¬ 
tures  which  need  no  protection. 
But  we  are  receiving  business  from 
every  other  .section  of  the  country. 


Silicone  ma.sonry  water  repel¬ 
lents  offer  (|uick  advantages.  They 
are  ea.sy  to  apply.  One  coat  does 
the  job  .so  the  labor  time  is  held 
down.  They  are  invisible  and 
transparent.  One  applied,  you 
simply  can’t  .see  them.  “They  keep 
water  out”  becau.se  silicone  changes 
the  ma.sonry  surface  characteristics 


Th«  affactivenett  of  lilicane  wafer  repellenf 
in  tuppretting  efflaretcence  ii  shown  here. 
Brick  af  the  left  was  treated,  then  bath 
bricks  were  exposed  to  the  same  canditions 
producing  efflorescence. 


from  hydrophilic  (likes  water)  to 
hydrophobic  (hates  water.)  Sili¬ 
cone  reverses  the  effect  of  surface 
tension  that  draws  water  into  un¬ 
treated  ma.sonry  by  wick  action. 
They  protect  tuckpointing  and,  if 
there  are  only  hairline  cracks  in 
the  tuckpointing,  they  do  away 
with  the  need  for  new  work.  Last¬ 
ly,  in  addition  to  keeping  the  build¬ 
ing  dry,  they  keep  it  clean.  Sili¬ 
cone  ma.sonry  water  repellents  pre¬ 
vent  efflore.scence  or  staining. 

New  Appearance 

In  fact,  many  building  operators 
have  their  properties  treated  not 
because  they  leak  but  because  they 
want  them  kept  bright  and  clean 
and  new  in  appearance. 

It  is  a  long-lived,  desirable  pro¬ 
tection  that  more  and  more  prop¬ 
erty  ow’ners  are  buying. 

How’  can  the  average  building 
specialties  dealer  fit  into  the  pic¬ 
ture? 

How  can  he  make  money  out 
of  rain? 

There  are  two  methods,  as  we 
.see  it.  He  can  .sell  the  building 
owner  on  the  need  for  the  job  and 
then  supply  the  material,  leaving 
it  up  to  the  purcha.ser  to  apply 
it  or  find  an  applicator. 

The  other  method,  and  probably 
the  better,  is  for  the  dealer  to  sell 
the  complete  job.  The  dealer  then 
supplies  the  material  and  makes 
his  own  arrangement  with  an  ap¬ 
plicator,  or,  if  his  .sales  force  brings 
in  enough  work,  keeps  his  own 
crew  bu.sy  on  applications. 

Profits  are  both  fair  and  good, 
(’ertainly  enough  to  warrant  the 
intere.st  both  of  a  live  dealer  or¬ 
ganization  and  good  salesmen. 

Silicone  masonry  water  repel¬ 
lents  are  no  longer  unknown.  They 
have  been  written  up  time  and 
again  by  leading  publications.  My 
company,  alone,  has  received 
thousands  of  inquiries  and  re¬ 
ceives  .several  thousand  more  each 
year  from  our  advertisements. 
Many  of  the  leading  factories, 
schools,  churches,  office  structures, 
and  apartments  in  all  sections  of 
(Continmd  on  Page  87) 
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Fourth  in  a  senes  ol  articles  by  David  S. 
Norris  on  sellinq  combination  windows 


Sale3  Jitter  T)o 
c4ll  Saledmen 


Speak  the  language  of  your  customer 


and  sell  your  product  more  quickly 


Mr.  William  Jones 
255  Elm  Street 
Youngstown,  Ohio 

Dear  Bill: 

"When  in  Rome  speak  as  the  Romans  do"  is  an  iron-clad  maxim  to 
remember  when  in  the  field.  Don't  forget; 

Sales  are  either  lost  or  made,  not  simply  by  the  merits  of  the 
product  or  service,  but  by  the  knack  of  the  salesman  to  speak  in  words 
most  familiar  to  the  prospect.  A  little  slang,  a  less  dignified  phrase, 
or  an  idea  familiar  to  the  prospect  in  his  work,  may  create  a  feeling 
that  the  salesman  speaks  his  language,  understands  his  thoughts  and 
so  make  a  sale. 

A  saleswoman  who  realised  the  sales  value  of  familiar  words 
and  phrases  once  told  me  how  she  used  this  knowledge  in  her  sales  work. 
She  said,  "I  had  made  no  headway  toward  making  a  sale.  My  prospect 
seemed  uncomfortable,  and  ill  at  ease,  as  if  he  thought  that  my 
education  and  income  placed  me  in  a  different  class  than  he  was.  When 
he  very  hesitantly  asked  a  question,  I  answered,  'I'll  be  darned  if 
I  know'.  The  familiar  slang  broke  the  ice,  and  when  I  answered  his 
other  questions,  I  closed  the  sale." 

Speak  the  language  of  the  customer  and  sell  your  ideas  and 
product  more  quickly.  A  born  salesman  is  indeed  a  rarity,  but  practice 
makes  the  best  of  salesmen.  Continued  practice  in  interesting  openings, 
in  creating  desires,  and  in  closing  remarks.  A  good  salesman  learns 
the  whys  and  whats  of  his  business.  He  analyzes  his  product.  He 
observes  carefully  other  salesmen  and  his  competitors,  then  puts  into 
practice  that  which  he  has  learned. 

Yes,  the  true  endowment  of  being  born  a  salesman  is  a  gift — 
one  that  wise,  thoughtful  salesmen  pursue  courageously. 

Good  Hunting, 

S.  ^orriA 
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Planning  A 


OME  SHOW  EXHIBIT 


Exhibits  give  salesmen  "'live**  prospects 
tor  hard-hitting  sales  talks 


ONE  of  the  most  practical  and 
economical  ways  of  producinK 
sales  in  the  building  specialty  in¬ 
dustry  is  through  effective  exhibit¬ 
ing  at  builders’  and  home  shows. 

It  has  been  found  that  many 
forms  of  publicity,  such  as  radio 
and  give-away  or  naming  conte.sts, 
while  in  .some  instances  good,  are 
all  overruled  in  favor  of  a  straight 
show  designed  and  manned  to  pro¬ 
duce  sales  from  si)ecific  leads — 
leads  which  can  be  gathered  only 
at  an  exhibit  of  this  type.  The 
goal  is  the  jMjtential  cu-stomer,  and 
he  can  best  be  reachetl  by  having 
.salesmen  talk  to  him,  show  him 
.sample.s — and  selling.  That  is  why 
one  of  the  most  important  steps 
a  specialty  business  can  take  each 
year — or  .several  times  a  year — is 
the  opportunity  to  display,  adver- 
ti.se  and  sell  its  products  at  a 
Builders’  Home  Show,  a  State  Fair, 
or  similar  exhibitions. 

An  exhibit,  however,  takes  work. 
It  takes  careful  planning  and  or¬ 
ganization,  and  if  it  is  to  be  manned 
by  your  .staff,  as  is  usual,  it  should 
be  remembered  that  this  staff  is 
ordinarily  fully  occupied  with  the 
daytime  administration  of  your 
busine.ss  and  consequently  is  apt 
to  neglect  .some  of  the  problems 
and  plans  nece.s.sary  to  sponsoring 
exhibits  at  these  shows.  In  order 
to  provide  dealers  with  a  helpful, 
comprehensive  program  to  follow. 


by  direct  compari.son,  your  prod 
nets  as  against  tho.se  of  competi 
tive  exhibitors  at  the  show. 


From  Data  Furnished  By 
The  Koufmonn  Corp. 


II.  I’re-show  Artivitie.s 

A — Equip  a  model  home  or  lie 
in  on  any  other  local  project  with 
your  products.  Your  community 
“Ideal  Home’’  is  always  a  good 
idea. 

B — Become  acquainted  with  the 
people  putting  on  the  show  and  .see 
that  you  are  li.sted  in  the  exhibit 
and  can  obtain  full  cooperation  for 
your  expenditure. 

C — Tie  in  with  any  general  i)ub- 
licity  newspapers  are  giving  the 
show,  such  as  paid  advertising  in 
a  special  swtion;  news  stories 


the  outline  below  is  sugge.sted  as 
a  guide. 

1.  Your  (iJoal:  Sales 

Remember  the  all-important  ob¬ 
jectives  of  your  show.  The.se  are: 
(A)  To  .sell  your  products  and 
.salesmen.  (B)  To  stimulate  in¬ 
terest.  (C)  To  display  your  prod¬ 
ucts  to  their  full  advantage.  (D)  To 
familiarize  the  public  with  your 
name  and  as.sociate  yt)ur  products 
with  your  name,  (h])  To  train 
.salesmen.  (F)  To  show  the  public. 


Photo  courtesy  Kaufmann  Corporation 

The  1952  Koufmonn  Corporofion  Exhibit  ot 
the  Detroit  Builders  Show.  Predominont 
color  used  wos  wine  red;  lettering  wos  in 
groy. 
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Photo  comttety  Koufmann  Corporation 

A  view  of  Hio  oxhibit  by  Hio  Kaufmonn 
Corporation  at  Hio  1949  Detroit  Builders 
Shew.  Here  the  basic  color  contrast  was 
blach  and  white. 


about  products,  use  and  advan- 
tage.s;  photographs  and  public  re¬ 
lation  .storie.s. 

D — Analyze  the  Home  Show  set¬ 
up  and  see  where  the  crowd  will 
flow\  Locate  your  exhibit  at  a  fa¬ 
vorable  spot  where  the  traffic  will 
be  heavy.  And  be  sure  to  contact 
officials  early  enough  so  you  will 
obtain  a  favorable  location. 

E — Analyze  your  literature  and 
mailing  program.  Return  postpaid 
cards  which  clearly  identify  all 
your  products  is  one  of  the  be.st 
forms  of  handout  literature. 

F — Develop  enthusiasm  and  pro¬ 
mote  the  show  to  your  salesmen. 
A  dinner  a  few  days  before  the 
show  opens  is  generally  a  good 
idea. 

G — Be  sure  that  “business  goes 
on  as  usual.”  Don’t  forget,  even 


momentarily,  that  sales  are  the  life 
blood  of  your  organization.  Make 
sure  that  no  one,  particularly  your 
.sales  manager,  becomes  so  involved 
in  show’  preparations,  that  ordi¬ 


nary  sales  efforts  are  neglected. 
The  .sales  manager  mu.st  keep  al¬ 
ways  before  him  the  nece.ssity  of 
creating  .selling  urges  in  his  sale.s- 
men  and  he  should  alw’ays  be  aware 
of  the  possibility  of  the  .salesmen 
developing  an  excuse  for  hard  work 
ba.sed  on  an  attitude  of  “wait  for 
the  builders’  show.” 

H — Make  sure  you  have  adequate 
space  for  the  products  you  exhibit. 


If  there  is  doubt  in  your  mind,  set 
up  a  complete  floor  layout  to  scale 
mo{lel.  Make  sure,  al.so,  to  analyze 
your  colors  to  insure  optimum  at¬ 
tractiveness. 

I — Special  invitations  are  a 
mu.st.  They  should  be  printed  and 
mailed  to  those  builders,  contrac¬ 
tors,  architects,  and  other  business 
people  whom  you  would  like,  par¬ 
ticularly,  to  visit  the  show  and  see 
your  exhibit.  The  invitation,  of 
course,  a.sks  them  to  stop  at  your 
booth  during  the  show  so  that  you 
may  become  acquainted,  personally, 
with  them. 

.1 — The  matter  of  the  am(*unt 
of  money  to  be  spent  on  the  ex¬ 
hibit — the  payment  for  the  retail 
expen.ses  and  other  incidentals — 


mu.st  be  analyzed  thoroughly  in  re¬ 
lation  to  the  busine.ss  expected.  In 
general,  it  is  convenient  to  divide 
co.sts  into  three  fields :  1.  Rental  of 
exhibit  space.  2.  Cost  of  the  ex¬ 
hibit,  literature  and  incidentals. 
3.  Sales  and  executive  manpower 
in  planning  the  show,  .setting  up 
and  running  the  exhibit.  The  total 
cost  in  each  category  has  been 
found  to  be  roughly  equal;  that 
is,  for  each  dollar  spent  on  rental 
space,  another  dollar  must  be  spent 
for  the  exhibit  itself,  and  a  third 
for  the  personnel  and  operation. 
The  dealer,  frequently,  mu.st  un¬ 
dertake  the  expense  himself, 
though  in  some  instances  a  co¬ 
operative  arrangement  with  a 
manufacturer  or  supplier  is  pos¬ 
sible. 

K — The  “lady  of  the  hou.se”  is 
often  the  person  to  whom  many 
building  specialty  products  are 
sold.  She,  in  any  event,  has  a  large 
part  in  the  selection,  .so  it  is  wi.se 
to  keep  her  viewpoint  in  mind  and 
have  an  attractive  woman  help 
operate  your  exhibit  .  .  .  someone, 
preferably,  about  30  years  of  age 
who,  conceivably,  represents  the 
well-groomed  hou.sewife  of  today. 
Many  exhibitors  hire  models  W’ho, 
in  cooperation  with  a  salesman, 
demon.strate  products  while  he 
talks. 


III.  The  Exhibit 

A.  ARRANGEMENT 

In  arranging  your  exhibit,  it  is 
well  to  keep  the  following  in  mind  : 

1.  Be  sure  to  pick  out  your  lead¬ 
ing  product  and  highlight  this  in 
the  most  conspicuous  place  in  your 
booth. 

2.  If  your  space  is  adequately 
large,  choose  your  next  two  most 
attractive  and  most  popular  prod¬ 
ucts  and  .see  that  they  are  displayed 
prominently. 

3.  Fill  in  the  other  spaces  of  your 
exhibit  with  your  standard  prod¬ 
ucts. 

B.  COLOR 

Be  careful  of  color.  Too  many 
colors  can  ruin  an  otherwise  good 
{Continued  on  Page  84) 
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V-Seal  Corporation 
Expands  Its  Plant 

The  V-Seal  Corp.,  manufacturers 
of  aluminum  combination  windows 
and  louvered  storm  windows,  an¬ 
nounces  the  expansion  of  its  plant 
in  Royal  Oak,  Mich.  The  company’s 
new  plant  addition  is  designed  to 
enable  it  to  triple  its  present  pro¬ 
duction,  according  to  Arthur  B. 
Landry,  President  of  V-Seal. 

At  present  V-Seal  has  an  eastern 
division  at  36-38  E.  13th  St.,  Pat¬ 
erson,  New  Jersey,  and  a  western 
division  at  1134  S.  6th  St.,  St. 
Loui.s,  Mo.,  and  distribution  points 
as  far  west  as  Omaha,  as  far  south 
as  Nashville,  Tenn.,  and  as  far  east 
as  New  England. 

The  company  manufactures  the 
V-Seal  Deluxe,  a  double  hung  alum¬ 
inum  combination  window’;  V-Seal 
Steelmaster,  an  aluminum  storm 
window  for  .steel  casements;  and 
its  newe.st  addition,  the  V-Seal 
Venetian,  a  radically  different  lou¬ 
vered  storm  w’indow  that  can  be 
used  as  a  prime  window  for  porch 
enclosures  and  has  its  own  screen 
and  storm  .sash.  All  the  company’s 
products  were  designed  by  its  pres¬ 
ident,  Arthur  L.  Landry, 

V-Seal’s  sale.smanager,  Thomas 
P.  Devine,  has  been  with  the  com- 
})any  for  many  years.  He  was  for- 


T.  P.  D«vin«  A.  B.  Landry 


merly  a  storm  window  dealer  and 
has  had  ten  years  experience  in 
retail  sales  of  this  product.  Lan¬ 
dry  and  Devine  both  expressed 
great  confidence  in  V-Seal  products 
and  expect  to  expand  company  op¬ 
erations  as  rapidly  as  the  alum¬ 
inum  supply  permits. 

♦  «  ♦ 

Trimedge,  Inc..  Announces 
6  New  Distributors 

Trimedge,  Inc.,  manufacturers 
of  aluminum  trim  and  mouldings, 
announces  the  following  new  di.s- 
tributors:  Roberts  Company,  1263 
First  Street,  S.E.,  VV’ashington, 
D.  C. ;  Decorative  Metals  Company, 
919  Franklin  Street,  Johnstown, 
Pennsylvania;  Floorcovering  Dis¬ 
tributors,  604  N.E.  20th  Avenue, 
Portland  14,  Oregon;  Builders  Spe¬ 
cialties  &  Supply  Co.,  9202  Kins¬ 


man  Road,  Cleveland  4,  Ohio;  Pres¬ 
to  Grand  Rapid.s,  48  Logan,  S.W., 
Grand  Rapids,  Michigan;  Atlantic 
Di.stributors,  3456  North  Miami 
Ave.,  Miami,  Florida. 

* 

R.  D.  Werner  Co.  Appoints 
Cyrus  D.  Dunthom 

The  R.  D.  Werner  Co.,  Inc.,  an¬ 
nounce  the  appointment  of  Mr. 
Cyrus  D.  Dunthorn  as  a.ssistant 
general  sales  manager.  Mr.  Dun- 
thorn  has  been  associated  in  a 
.sales  capacity  with  the  Werner 
organization  for  .several  years  and 
is  well  known  by  most  of  the  lead¬ 
ing  wholesalers  of  floor  covering, 
hardware  or  building  materials. 

Mr.  Dunthorn  will  direct  field 
.selling  on  all  Werner  Aluminum 
resale  products  which  includes  the 
Chromtrim  mechanics  line  —  con¬ 
sumer  line  —  Ardee  sink  frames  — 
clothes  dryers  —  and  a  complete 
line  of  aluminum  extensions  —  sin¬ 
gles —  .stepladders  and  step  stools. 

*  •  • 

Stephen  A.  Furbacher 
Appointed  By  Eowneer 

Stephen  A.  Furbacher  has  been 
appointed  Director  of  Purchases 
for  the  Kawneer  Company,  effec¬ 
tive  today,  according  to  Irving  R. 
Seely,  Vice  President  of  Manufac¬ 
turing. 

F'ormerly,  Furbacher  w'as  Man¬ 
ager  of  Defense  Sales.  A  graduate 
of  the  University  of  Missouri  in 
1944,  he  came  to  Kawneer  as  a 
field  salesman  in  1948.  He  later 
was  a  salesman  in  the  Defen.se 
Procurement  Department. 


Plonl  of  the  V-Seal  Corp.,  Royal  Oak,  Michigan,  which  was  recently  expanded. 
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R.  E.  Daniels  Elected  Pres. 

Of  Mineral  Wool  Group 

Ronald  E.  Daniels,  vice  |)resi- 
dent  and  secretary  of  Federal  Port¬ 
land  (’enient  Co.,  Inc.,  of  Buffalo, 
N.  Y.,  has  been  elected  new  presi¬ 
dent  of  the  National  Mineral  Wend 
AssiK’iation,  coa.st-to-coast  indus¬ 
trial  Ki'oup  which  includes  the 
country’s  leading  manufacturers 
and  di.stributors  of  home  insula- 
ti(»n  and  other  building  products. 

Active  since  1944  in  the  orjjan- 
ization  he  has  been  named  to  head, 
Mr.  Daniels  previously  has  been 
the  a.s.sociation’s  vice  president  and 
a  membt'r  of  its  board  of  directors. 
He  also  is  a  past  director  of  the 
Mineral  Fiber  Institute  and  has 
l»een  associated  since  19.‘I5  in  work 
of  the  Portland  Cement  A.s.socla- 
tion.  He  joined  his  pre.sent  firm 
in  1927,  later  became  auditor  and 
then  .secretary,  becomin>f  also  a 
vice  president  in  1947. 

*  *  * 

Sol  Bayes  Becomes  Gen.  Mgr. 
Of  Permalum  Window  Co. 

Sol  Hayes  has  been  appointed 
Ceneral  ManaKer  of  Permalum 


Sol  Boyoi 


Window  Co.,  a  division  of  Ja.sco 
Aluminum  Products  Corp.,  New 
Hyde  Park,  N.  Y.  Permalum  Win¬ 
dow  Co.  manufactures  aluminum 
combination  windows.  Bayes  was 
Sales  Manager  of  the  Macru  Oil 
(k).  for  five  years  and  has  been  hs- 
.sociated  with  the  Re-Nu-It  Co. 
during  the  pa.st  year  as  Di.strict 
Sales  Manager. 

*  «  « 

Owens-Illinois  Glass  Co. 
Appoints  John  Duncan.  Jr. 

John  Duncan,  Jr.,  has  been  pro- 
nutted  to  Director  of  Trade  Rela¬ 
tions  for  Owens-Illinois  Glass  Co. 

Mr.  Duncan,  who  has  been  rep- 
re.senting  the  Kaylo  Division  in  a 
similar  capacity,  will  now  handle 
special  assignments  for  all  units 
of  the  company  and  will  report  to 
Hugh  C.  Ijaughlin,  vice  president 
and  general  manager  of  the  Ad¬ 
ministrative  Division. 

An  Owens-Illinois  employee  for 
the  past  19  years,  Mr.  Duncan  has 
advanced  through  various  positions 
in  sales,  purchasing  and  adminis¬ 
trative  departments. 

*  4>  * 

Martin  Bergman  Appointed 
By  Jerith 

The  appointment  of  Martin 
Bergman  as  Eastern  .sales  repre- 
■sentative  for  the  Jerith  Manufac¬ 
turing  Co.,  who.se  offices  and  plant 
are  located  in  Philadelphia,  was 
announced  by  Irving  Schwartz, 
sole  owner  and  general  manager 
(tf  the  firm.  Jerith  manufactures 
the  Cadillac  triple-track  and  the 
Storm  Craft  .single  track  all-alumi¬ 
num  storm  .sash. 

Mr.  Bergman  is  pre.sently  cover¬ 
ing  a  number  of  our  Ea.stern  At¬ 


Shown  at  the  left  it  the  new  plant  af  Gen¬ 
eral  Screen  &  Sath  Inc.  in  Garden  City  Park, 
L.  I.,  N.  Y.  when  under  construction.  Now 
completed,  it  provides  appreiimotely  10,- 
000  t«|.  ft.  and  is  equipped  with  the  latest 
and  most  efficient  machinery  for  the  pro¬ 
duction  of  aluminum  combination  windows 
and  doors. 


lantic  States  introducing  to  repu¬ 
table  window  dealers  the  Storm 
Craft  .sash  and  .screen,  as  well  as 
their  large  size  picture  windows 
and  basement  ca.sements. 

Prior  to  his  a.s.sociation  with 
Jerith  Manufacturing  Co,,  Berg¬ 
man  was  in  the  retail  field  handling 
the  very  .same  single  track  Storm 
Craft  window  which  he  is  now  rep- 
re.senting  in  the  Ea.stern  area. 

George  Nagrodsky  Joins 
Curvalum  Door  Mig.  Co. 

George  Nagrodsky  has  joined 
Curvalum  Door  Manufacturing  Co. 
of  Elmont,  N.  Y.,  manufacturers 
of  curved  top  and  square  top 
aluminum  combination  doors.  Nag¬ 
rodsky  has  s|H*nt  the  la.st  12  years 
in  the  electronic  industry  covering 
operation,  maintenance,  installa¬ 
tion,  and  manufacture  of  com¬ 
munication  equipment. 


Goarpa  Nagrodsky 


His  background  includes  con¬ 
siderable  experience  in  production 
methods.  Nagrodsky  will  devote 
himself  to  expansion  and  promo¬ 
tion  of  Curvalum  and  its  products. 
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Hew  Products 

(Continued  from  Page  17) 


material  to  a  solid  surface  with 
minimum  effort  and  last  a  lifetime. 
Scru-Tite  screw  anchors  are  made 
of  tough  Tenite.  They  are  excep¬ 
tionally  light  in  weight,  practically 
indestructible,  corrosion  proof,  non 
magnetic,  have  low  thermal  con¬ 
ductivity,  and  are  excellent  elec¬ 
tric  insulators.  Scru-Tites  with¬ 
stand  extremes  of  temperature  and 
are  not  effected  by  atmospheric 
conditions. 

Scru-Tite  screw  anchors  are  used 
in  fa-stening  all  types  of  solid  ma¬ 
terials  such  as  brick,  wood,  con¬ 
crete,  glass,  metal,  bakelite,  or  any 
solid.  They  do  not  discolor  sur¬ 
rounding  areas,  are  low  priced, 
and  are  available  for  all  screw 
sizes. 

Made  by  Master  ('raft  Products. 

4t  * 

New  Jasco  Combination 
Has  "Swivel  Action" 

Arthur  Skodnek,  president  of 
Ja.sco  Aluminum  Products  Corp.. 
New  Hyde  Park,  N.  Y.,  demon- 
■strating  the  patented  principle  of 
“Swivel  Action”  on  their  new  3- 
channel,  aluminum  combination 
storm  and  screen  windows.  Swivel 
Action  permits  cleaning  outside 
and  in.side  of  gla.ss  panels  without 
being  removed  from  the  frame. 


Intere.sted  observers  are  (L.  to 
R.)  Scott  Skodnek,  vice-president. 
Jack  Skodnek,  secretary-treasurer, 
and  Milton  Bass  of  Bass  &  Com- 
l)any,  Inc.,  Ja.sco’s  advertising 


agency.  The  huge  enlargement  of 
the  Good  Hou.sekeeping  Magazine’s 
Guaranty  Seal  that  adorns  the  wall 
in  Mr.  Arthur  Skodnek’s  office  was 
presented  to  Ja.sco  indicating  the 
excellent  quality  of  Jasco  products 
that  qualified  Jasco  receiving  the 
Guaranty  Seal. 

*  ♦  * 

Plastic  5-Crimp  Roofing 


Structural  sheets  of  translucent 
Fibergla.s-reinforced  resin  pla.stic 
to  match  the  standard  5-V  crimp 
metal  roofing  and  siding  sheets 
is  now  on  the  market  for  the  first 
time,  according  to  an  announce¬ 
ment  by  the  Resolite  ('orporation, 
manufacturers  of  corrugated  and 
flat  Re.solite  .structural  panels  for 
skylighting,  glazing,  and  other  ex¬ 
terior  or  interior  architectural  and 
decorative  u.ses. 

As  with  the  re.st  of  the  full  line 
of  Resolite  .structural  panels,  the 
new  5-V  crimp  sheets  are  applied 
in  the  .same  manner  as  their  metal 
counterparts  with  which  they  are 
made  to  nest.  Fa.stenings  are  made 
by  nail,  .screw,  or  bolt.  The  new 
type  sheets  are  esi>ecially  u.seful 
for  daylighting  such  buildings  as 
sheds,  warehou.ses,  and  farm  build¬ 
ings  which  often  are  not  wired  for 
electric  lighting. 

The  use  of  translucent  structural 
panels  in  the  roofs  of  factory  build¬ 
ings  reduces  eye  strain  and  in- 
crea.ses  personnel  efficiency,  and 
eliminates  daytime  electric  light¬ 
ing  co.sts. 


New  Door  Closer  and  Protector 
Has  Many  New  Features 

A  new  door  closer  for  storm  and 
.screen  doors  up  to  thick  has 
been  announced  by  the  Ideal  Brass 
Works,  Inc.  A  new  feature  is  a  pro¬ 
tector  chain  and  spring  that  pre¬ 
vents  damage  to  closer,  door  and 
door  jamb  when  the  door  is  caught 
by  a  violent  gust  of  wind.  A  .sealed- 
in  oil  cartridge  lubricates  internal 
l)art.s  for  10  years  or  more. 

The  air  cylinder  contains  an  ex¬ 
tra  long,  oil-tempered  spring  which 
provides  maximum  closing  power. 
The  closer’s  jamb  bracket  has  an 
offset  shape  to  increa.se  strength 
without  added  strain  on  the  door 
jamb.  Complete  units  are  packed  in 
individual  display  boxes  with  in¬ 
structions  printed  on  the  box. 

«  *  « 

Silent  Spiral  Type 
Sash  Balance 

Keeping  up  with  the  window¬ 
conscious  trend  of  modern  homes 
is  the  silent  spiral  type  Spirex  .sash 
l)alance,  manufactured  by  Caldwell 
Manufacturing  (.’ompany. 


Designed  to  fit  popular  new  nar¬ 
row  mullions  as  well  as  older  type 
window  .sash,  Spirex  is  quiet  in 
operation  and  can  be  tensioned 
quickly  and  easily  after  in.stallation 
to  provide  positive  lifting  power. 
Spirex  balances  fit  any  standard 
groove,  round  or  square,  can  be  in¬ 
stalled  while  .sash  is  in  or  out  of 
frame. 

Patented  flat  .steel  spring  con- 
.struction  with  .separated  coils  elim¬ 
inates  rasp  and  friction,  while  zinc 
(Continued  on  Page  105) 
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The  Problem  Box  ^ 


Readers  with  application  or  sales  problems  are  urged  to  write  to 
BUILDING  SPECIALTIES.  The  editors  will  be  glad  to  answer  all 
questions  promptly.  They  will  appear  in  these  columns  in  question 
and  answer  form  without  mention  of  any  names  or  addresses.  Please 
address  your  questions  to  The  Problem  Box,  Building  Specialties, 
425  Fourth  Avenue,  New  York  16,  N.  Y. 


EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


IMMEDIATE 

DELIVERY 

•  Sell  today  — 

Install  tomorrow! 

•  Fit  all  standard 
metal  casoments! 

•  Installed  as  simply 

as  putting  up  screens! 

•  No  interference  with 
Venetian  blinds  or  drapes! 

EASIEST  WINDOW  TO  SELL! 

plus 

BIGGER  PROFITS 

Writ*  toAir  ter  complete  intormotioe 


UNIVERSAL  FABRICATORS 

Kl  2-0350 


Removing  Efflorescence 

((uestion:  1  have  a  customer  who 
;  has  asked  me  to  remove  white, 
I  powdery  stains  from  a  brick  resi- 
I  dence.  How  can  this  be  done? 

.\n.swer:  Apply  muriatic  acid  to 
the  stains  with  a  .stiff,  lontr  handled 
brush.  (You  can  obtain  this  acid 
from  a  building  supply  store.) 
Spray  the  brick  wall  with  water  to 
remove  the  muriatic  acid  and  allow 
it  to  dry.  Apjily  a  transparent  sili¬ 
cone  water  repellent  fluid  to  the 
brick  to  prevent  the  .stains  from 
appc'arinjr  again. 

The  stains  are  mineral  salts 
which  are  dissolved  by  moisture 
:  and  ooze  out  to  the  surface  of  the 
i  brick.  Once  the  moisture  has  evap¬ 
orated  the  .salts  appear  in  the  form 
of  hard  white  crystals.  Silicone 
water  repellents  will  protect  the 
brick  from  the.se  stains  (known  as 
efflorescence)  because  they  prevent 
moisture  from  dissolving  the  salts. 

4 

! 

j  How  To  Gef  Salesmen 

I 

j  ({uestion:  How  can  I  recruit 
I  young  men  willing  to  make  a  career 
j  of  selling  home  improvement 
,  products? 

An.swer :  There  are  many  ways  in 
which  to  reach  young  people  who 
;  can  be  trained  for  a  .selling  career, 
i  Advertising  in  local  newspapers  in 
;  the  help  wanted  .section  will  often 
yield  good  results.  If  there  are  any 
i  employment  agencies  in  your  area 
j  it  is  a  good  idea  to  register  with 
;  them  and  explain  just  what  the  job 
j  is  and  how  well  your  other  .sales- 
I  men  are  doing. 


Contact  the  local  YMCA  and 
other  .similar  young  peoples’  asso¬ 
ciations.  All  of  these  organizations 
have  an  employment  office  and  will 
be  more  than  glad  to  cooperate 
with  you.  Call  on  the  local  pastor, 
rabbi,  minister,  or  priest  and  ex¬ 
plain  your  needs.  In  practically  all 
ca.ses  you  will  find  such  religious 
leaders  eager  to  take  advantage  of 
an  opportunity  to  help  you  and  a 
member  of  their  congregation  at 
the  .same  time.  If  there  is  any  col¬ 
leges  or  similar  schools  in  your  area 
register  your  name  and  address 
with  their  employment  offices. 

«  <1  « 

Copper  and  Aluminum 

(Iue.stion:  Is  there  any  reason 
why  copper  rivets  cannot  be  used  to 
hold  aluminum  sheets  together? 

.An.swer:  ('opper  rivets  should 
not  be  u.sed  with  aluminum  since 
there  is  a  galvanic  reaction  be¬ 
tween  these  two  metals  which  will 
cau.se  the  aluminum  to  corrode.  U.se 
aluminum  rivets  or  stainle.ss  steel 
fasteners. 

*  <1 

Letterheads 

(Question:  1  sell  a  varied  line  of 
products  although  combination  win¬ 
dows  are  the  most  important. 
Should  I  list  all  my  products  on  my 
busine.ss  letterhead. 

.Answer:  It  is  a  good  idea  to  list 
all  the  items  you  sell  since  this 
gives  you  a  certain  amount  of  pre.s- 
tige.  It  al.so  helps  to  bring  in  busi- 
ne.ss  that  you  might  not  otherwise 
set  from  .some  cu.stomers  or  poten¬ 
tial  cu.stomers  who  are  not  familiar 
{Contivucd  on  Page  78) 
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LETTER  DROP 


QUfENS  ^ 

15  front  Slffft  Rocliv.llc  Crnt 
Rockvillr  Center  4-2010 


•  MANUFACTURED  TO  EXACTING 
STANDARDS  AND  COMPETITIVELY 
PRICED.  ...  AN  ATTRACTIVE  AND 
STURDY  ITEM  HOME  OWNERS  WILL 
NOW  eXPtCT  TO  BE  BUILT  INTO 
THEIR  STORM  DOORS  AS  A  STAND¬ 
ARD  PART.  BE  PREPARED  TO  MEET 
THEIR  DEMANDS.  WRITE  FOR  PRICES 
—  IMMEDIATE  DELIVERY  —  ANY 
QUANTITY. 


Shower  Enclosures 


Famous 


Installation?  Simplel 

Fast  and  fool-proof  installation  is  a  cinch! 
Tub  enclosures  install  with  S-18  Mastic  we 
provide — no  drilling  on  tub  or  wall,  no 
special  equipment  or  mechanical  know-how 
needed! 


Cosh  in  on  the  skyrocketing  demand  for 
more  beautiful,  more  practical  bath- 
'ooms!  Permalume  shower  enclosures  fit 
any  bathtub,  any  size  shower  opening. 

They're  priced  to  sell  to  every  home- 
owner,  regardless  of  budget,  and 
there's  a  generous  discount  for  you! 
Write  now  for  details! 


•  Cuitom  designing  and  manufacturing 
to  the  “combination'’  trade.  Precision 
uiork  in  stamped,  die-cast  or  machined 
components  from  drawing  hoard  to  fin¬ 
ished  part  or  whole  unit.  C.onsultnlion 
without  obligation. 


3edco  predentd 

THE  GREATEST  ADVANCEMENT 
TO  DATE  IN 

ZJriple  Z)rack 


FKDCO  IB  the  heavyweight 
champion  of  them  all . . 

KEDCO  will  set  the  stand¬ 
ard  for  the  storm  window 
industry  . 

FEDCO  is  custom  quality, 
fully-extruded  with  smart, 
smooth  lines;  positive,  over¬ 
all  interlocking  weather 
<eal  . 

KEDCO  has  welded  cor¬ 
ners,  rigid  construction,  po 
sition  locking  inserts,  ex¬ 
tra  wide  overlap  frame, 
simplified  installation  . 

KEDCO  telescope  •  bottom 
eliminates  6tting  problem. 
Special  “weepers'*  drain  off 
any  water  seepage . 

KEDCO  knows  no  problem 
of  size  ...  is  custom 
tailored  to  fit  windows  and 
enclo.sures  of  every  descrip- 
li<m  . . 


ummum 


Comhlnationd 


It’s  the  smoothest  job  the  industry 
has  seen.  Every  feature  .  .  .  but  no 
gadgets.  Elegant  ...  but  priced  to 
click  oflf  sales. 

\tu!.  the  slickest,  simplest,  quickest  in¬ 
stallation  ever.  Start  enjoying  your  storm 
unndou'  business  now! 


CALL  OR  WRITE  NOW !  f 


federal  SCREE.N  a  sash  CO  (Dipt  B-ll) 

85  E.  .Merrick  Rd.,  Valley  Stream,  I-.  I. 
f'lease  send  the  complete  story  on  KEDCO. 


ADDRESS 


CITY  &  STATE 


8.5  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I,  N.  Y. 
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3  channel 


Jmfffcmif 

100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 
SCREEN  &  STORM 
WINDOWS 

Wrif9  for  litoraturo  and  detaift 
on  distributorship  tronchise  tor 
JASCO  WINDOWS  and  DOO0S 

‘Patent  Pending 


ilEi  ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
New  Hyde  Park,  L.  I.,  N.  Y. 

Telephone  Fleldttone  7-8703 


AMERKA'S  MOST  DISTINaiVE 
ALUMINUM  DOOR  GRILLE 


All  figuros  or*  mad«  of  hoovy  cost  aluminum  with 
"your  nomo«  or  oddross"  cost  right  into  the  ponel 
itself,  in  raised  satin-finish  aluminum  letters,  back 
ground  of  entire  motif  is  in  block,  baked-on 
wrinkle  finish  enomel. 

50  NEW  DIFFERENT  DESIGNS 
DELIVERY  —  TO  DAYS 

We  wont  you  to  see  with  your  own  eyes  why 
Dec-O-Grilles'  brilliant,  mirror-like  finish  makes 
people  everywhere  soy:  "Nothing  like  them  on  the 
market!" 

SiB  BOR  YOURSBLB! 

Write  Today  Bor  Our  New  F953  Cotolog, 

DE(-0-6RILLES,  INC. 

479  Park  PI.  Long  Btach,  N.  Y. 

Pkano:  LOng  Beach  6-1644 


Problem  Box 

{Cotitiniu'd  from  Page  76) 
with  ail  your  products. 

Since  your  main  business  is  com¬ 
bination  windows,  you  may  wish  to 
emphasize  this  by  showing  the 
words  “combination  windows”  in 
larger  or  bolder  type  than  the  other 
items  you  sell. 

*  *  4> 

Attic  Fan  Discharge 

(Question:  When  installing  an 
attic  fan  that  discharges  directly  to 
the  outside  does  it  make  any  differ¬ 
ence  which  wall  the  fan  is  attached 
to? 

An.swer:  The  fan  should  be  lo¬ 
cated  so  that  it  discharges  with  and 
not  against  the  prevailinK  wind. 


Managing  Business 

(Conti II lied  from  Page  62) 

What  about  sales  and  marketing 
policies — can  they  be  changed  to 
increase  profits?  A  careful  study 
of  your  products,  your  selling  and 
marketing  methods  will  enable  you 
to  concentrate  efforts  where  they 
get  the  mo.st  results,  .stock  the  mo.st 
profitable  lines  and  thus  reduce  the 
number  and  variety  of  slow-mov¬ 
ing  products. 

To  do  this  you  should  : 

1.  Select  and  concentrate  on  the 
most  economical  and  fruitful  .sales 
distribution  methods  (door-to-door 
.selling,  newspaper  advertising, 
home  and  builders’  shows,  direct 
mail,  etc.)  and  then  prepare  strong 
.sales  promotion  and  advertising 
presentations  to  help  that  distribu¬ 
tion. 

2.  Study  ail  the  promotion  medi¬ 
ums  you  have  available  so  that  you 
may  choose  tho.se  which  will  prove 
the  most  effective  in  terms  of  mer¬ 
chandising  opportunities,  competi¬ 
tion  for  attention,  minimum  cost 
()er  unit  of  coverage,  etc. 

3.  Reorganizt*  delivery  and  ser¬ 
vice  or  installation  methods  to  get 

(Continued  on  Page  80) 


NATIONAL 

dear  plastic 

WEATHERSTRIPPING 


You  sell  kit  for  3  high  for  only  88c, 
kit  for  4  high  for  $1.00.  Easy  installa¬ 
tion  by  customer. 

Send  60c  for  sample  4  high  window  kit. 

NATIONAL  WINDOW  CO. 

6905  W.  Grand  Ave.,  Chicago  25,  III. 

Otolert  Wonted  —  Write  lot  Detoili 


ujinsTRom 

3  TRACK  ALUMINUM 
COMBINATION  STORM 
WINDOWS 


You  and  your 
prospects  will  see 
REAL  VALUE  in 
this  top  quality 
product — All  ex¬ 
truded  aluminum  — 
Satin  finish  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 


ujinsTRom 

MANUFACTURING  CORP. 
15-32  I27th  St.  Coll<-c)f‘  Pt  ,N  Y 
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Detroit  Dealer  Installs  60  Ft  Aluminum  Awning 


('harles  Lazin,  Detroit  Aluniaroll 
dealer,  sent  us  this  picture  of  a 
60-foot  permanent  aluminum  awn¬ 
ing  that  he  installe<l  on  a  Detroit 
funeral  home  in  combination  with 
roll-up  home  awninjrs  on  the  second 
lloor. 

The  commercial  job  is  made  up 


of  ten-foot  Weatherways  with  six-i 
and-one-half-foot  curtains  that  are 
butted  together. 

Notice  the  lettering  on  the  cur- 1 
tain  of  the  permanent  awning.  | 
Lazin  says  that  many  of  his  cus¬ 
tomers  take  advantage  of  this  serv-  j 
ice  that  he  offers  to  them.  | 


1953  (8th)  Edition  of 

ROOFING  SIDING  G  BUILDING 
SPECIALTIES  MANUAL^  OUT  SOON 

Don't  Miss  These  Important 
Articles  in  the  1953  Edition: 

*  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING. 

SIOING.  STEEP  ROOFING.  METAL  ROOFING. 

WATERPROOFING.  ETC..  INCLUDING  THE 
LATEST  APPLICATION  TECHNIOUES. 

*  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR 
TANT  TOPICS  AS  MANAGEMENT,  RECORD 
KEEPING.  NEW  TOOLS  AND  PRODUCTS. 


$ 


RESERVE 
YOUR  COPY 
NOW  1 !  1 


BUILDING  SPECIALTIES  A 

HOME  IMPROVEMENT  DEALER 

425  —  4th  Av«.,  N«w  York  16,  N.  Y. 

Please  send  me . copies  of  the  MANUAL 

the  minute  it  is  off  the  press. 

NAME . TITLE . 

COMPANY  . 

ADDRESS . 


*  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS.  ALUMI 
NUM  AWNINGS.  JALOUSIES.  PLASTIC  TILE. 

*  COMPLETE  SECTIONS  ON  SELLING.  TRAIN 
ING  SALESMEN  ADVERTISING.  BUILDING 
YOUR  VOLUME,  etc. 


ISO  pages  crammed  lull  oi  valuable  Inlor 
malion  on  EVERY  phase  oi  your  business. 
Every  contractor  and  dealer  will  want 
copies  to  help  him  make  more  money. 


The  time  has  come  for  o 
new  change  in  Storm  Doors. 
"Bliss"  hos  come  up  with  the 
answer. 

WELDED! 

Yes — the  first  all-aluminum 
Storm  Door  ond  Screen  com¬ 
pletely  WELDED.  Check  with 
our  big  announcement  in  next 
month's  Building  Specialties. 
You'll  be  amazed!  and  YOU'LL 
PROFIT! 


t/iere's  MoA/ey  for  Yoi/ 


BLISS  INDUSTRIES,  INC. 


207  N.  Four  Mile  Run  Rood 
Youngstown,  Ohio 


HOME  IMPROVEMENT  DEALER 
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EXtRUSIONS 


A  SPECIAITY. . . 

In  tlrwcturnl.  nrchitnctyrol  ond  dtcorafivn 
W«  lollclt  ynwr  inquiry  lor  tocHnicol  do- 
•ifn  doto  ond  rocommondoliont  on  iKo  precticol 
•nd  proAtoblo  uio  of  olumlnum  ostrutioni. 


MCDERMOTT  METALS  CO. 

lOGIMONI  O  UOGA  STS  PHILA.  34  PA  NI4  I210 


House  Markers  and 
Post  Lantern  Display 


8«nd  f«r  »p«clil  dealtr  ori<«  litt  and  fr««  catatot. 


RAYDON 

MANUFACTURING  COMPANY,  INC. 


1113  Main  Street 
Fitchburg.  MasMchusetts 


One  eath  of  the  ahovt 
itfini  aro  moi'nted  en  the 
lamp  poet  The  ether  eel 
i»  ter  yeur  etock. 


Thti  paekate  dleplay.  Ready  To  Be  Inetalled.  will 
he  ehipped  direct  from  factory  te  you. 


Thii  «itl  tnrreaee  yeur 
seliina  power  and  add  at-  ] 
traclivenree  te  yeur  prei-  j 
iot  line 

ThIi  heai'tiful  eye  catch* 
let  di*p  ay  will  de  yeur 
eellint  for  you.  it  will 
rateh  the  attention  of  yeur 
rro'emero.  and  will  five 
yeur  oaletmen  additional  i 
item!  te  »ell. 


Managing  Business 

{Continued  from  PiKje  79) 

maximum  efficiency  and  economy 
and  ffroater  customer  convenience 
and  satisfaction. 

4.  Be  sure  to  jro  after  “repeat” 
busines.-^.  Once  you  have  sold  a  cus¬ 
tomer  —  and  .satisfied  him  —  a  sec¬ 
ond  .sale,  on  other  home  or  building 
improvement  products  or  .services 
should  be  easier. 

Try  also,  to  develop  a  new  class 
of  customers — such  as  tho.se  in  the 
lower  income  brackets  which  you 
could  acquire  through  your  willing- 
ne.ss  to  take  .smaller  orders,  give 
greater  di.scounts  or  better  credit 
terms,  unusual  guarantees,  unre¬ 
stricted  .service  after  sale,  premi¬ 
ums  or  concessions  on  service  or 
in.stallation  charges. 

5.  Di.scover,  if  you  can,  new  out¬ 
lets  for  exi.sting  products  and  thus 
.secure  markets  which  never  l)efore 

I  existed. 

I  6.  Adju.st  cu.stomer  credits,  ser¬ 
vices  and  other  customer  relations 
to  .secure  more  profit  and  eliminate 
po.ssible  abuses. 

Better  Business  Check  List 

The  following  is  an  adapted  De- 
l)artment  of  Commerce  check  li.st 
for  new  or  recently  established  spe¬ 
cialty  dealers.  It  will  help  you  de¬ 
termine  any  defects  in  your  pres¬ 
ent  .setup  and  .serve  as  a  permanent 
guide  to  which  you  can  refer  occa¬ 
sionally  to  discover  and  correct 
po.ssible  periodic  weaknesses. 

Your  business  and  its  location: 

Is  the  site  good  for  a  specialty 
busine.ss? 

Is  it  zoned  for  commercial  occu¬ 
pancy? 

Is  it  po.ssible  other  dealers  will 
.set  up  a  busine.ss  nearby? 

Is  the  .s{)ace  adequate?  For  pre.s- 
ent  needs?  For  future  needs? 

Is  it  too  large? 

Is  the  display  space  suitable? 

Is  there  sufficient  .storage  space 
for  reserve  .stock? 

Is  the  construction  sound?  At¬ 
tractive?  Will  any  major  re¬ 
modeling  or  alterations  be  nec- 
e.s.sary? 


If  you're  a  DISTRIBUTOR 
of  combinalion  ALUMINUM 
STORM  &  SCREEN  DOORS 

In  the  BALTIMORE  or 
WASHINGTON  Area,  and 
want  to  handle  direct 
from  factory,  contact  us. 

If  you  purchase  in  lots  of  150  units  or 
more,  we  deliver  direct  to  your  ware¬ 
house.  Smaller  lots  F.O.B.  Pittsburgh. 


We  have  many  satisfied 
users,  and  you  cannot  handio 
a  better  door. 

Write  or  Phone 


KENBERN  ALUMINUM  PRODUCTS 

Monufoctured  by 

WEYL  &  GAHAGAN 
6640  Hamilton  Avenue 

Pittsburgh  6,  Pa. 

Emerson  1-7007 


PRODUCTION 

MANAGER 

Currently  in  full  charge 
metal  storm  sash  manu¬ 
facturing.  Top  machine 
tool  background.  Wishes 
change  on  long  term  ba¬ 
sis.  Mid-thirties,  married, 
children.  Write 

Box  371 

BUILDING  SPECIALTIES 
425  Fourth  Ave. 

New  York  16,  N.  Y. 
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Is  there  a  satisfactory  heating 
plant  ? 

Planning  your  stock: 

Have  you  estimated  how  much 
your  total  stock  should  be?  Have 
you  broken  this  estimate  down  into 
the  major  lines  to  be  carried? 

Has  your  stock  selection  been 
guided  by  an  analysis  of  customer 
preference  in  your  community? 

Have  you  set  u))  a  model  stock 
assortment  to  follow  in  your  buy¬ 
ing? 

Have  you  worked  out  your  sea¬ 
sonal  stock  control  plans  to  avoid 
overstocks,  understocks,  and  out- 
of-stocks  with  your  accountant? 

Your  source  of  supply: 

Have  you  made  arrangements 
with  manufacturers  or  distribu¬ 
tors?  For  each  line  of  product? 

Are  there  any  lines  or  items 
which  you  can  get  the  privilege  of 
handling  exclusively?  What  are 
the  franchise  arrangements? 

Have  you  planned  to  make  your 
account  more  valuable  by  concen¬ 
trated  buying? 

Selecting  help: 

Are  satisfactory  employees  avail¬ 
able  locally? 

Would  it  be  advantageous  to  hire 
some<me  now  employed  by  a  com- 
IM'titor? 

What  skills  are  necessary? 

Will  employees  supply  skills  you 
lack? 

Y’our  accounting  controls: 

Have  you  a  bookkeeping  and  re¬ 
porting  system  with  a  local  CPA? 

Have  you  made  arrangements  to 
get  the  best  type  of  financial  man¬ 
agement  ? 

Business  policies: 

Have  you  decided  your  service 
policy? 

Do  you  have  the  additional  cap¬ 
ital  necessary  to  carry  accounts  re¬ 
ceivable  or  to  buy  delivery  and  in¬ 
stallation  equipment? 

What  lines  do  competitors  carry? 

Which  lines  are  lacking  which 
customers  would  buy? 

Do  you  have  the  capital  and 
space  to  carry  all  the  lines  carried 
by  competitors?  Line  not  carried 
by  competitors? 

(Cdvliuucd  d)i  Page  82) 
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PKOTmilM 

the  miracle 

CLEANER- 
POLISH 

gives  a  lasting 
NEW  LOOK  to  all 
natural  aluminum 

STORM  WINDOWS  AND  DOORS 

rtP Al  CDC  CAV.  "It's  the  perfect  answer  to  our  customers' 
t^tlMLCKO  OM  J  .  'How  do  I  keep  it  clean?'  " 


question 

DISTRIBUTORS  WANTED 
TO  SELL  DEALERS,  IN¬ 
STALLERS,  etc. 


Prices: 

Sample  $1.  size  —  75c 

Gallon  can  —  $2.75  net 

Case  of  24  $1.  cans  —  $14.40  net 

Cosfc  with  order,  shipped  prepaid 


PROTECTALIJM,  IM€. 

^^^10  Center  Street,  New  Milford,  N.  J.  Orodell  8-6196 


flfF* 

frul  J 

1J 

l  SUMMER  1 

ALUMINUM  COMBINATION 
CASEMENT  SASH  &  SCREEN 


UNIQUE 

INTERLOCKING 

DESIGN 

COVERS  VENT  OPENING 


CORK  INSULATION 


DOUBLE  STRENGTH 
tJ  GLASS 

^  EXCLUSIVE  DRIP 
^^CAP 


Monvf xciutivo  fwffitoriwi  Avotfab/t 


WRITE  —  WIRE 
or  PHONE  .  .  . 


WIN-SUM  WINDOW  CORP. 


13006  GREELEY,  DETROIT  3.  MICH. 


TOwnsend  9^9^ 


Managing  Business 

{Contintu'd  from  Fafje  81) 

Have  you  considered  the  profit 
po.ssibilities  of  the  various  lines? 

Uo  you  have  the  knowledge  and 
experience  necessary  to  handle  the 
various  lines? 

Have  you  decided  on  your  price 
policy?  Are  you  Roin^  to  make  a 
price  appeal?  What  price  apjieal 
do  competitors  u.se?  Are  you  goin^r 
to  compete  on  jirice,  or  on  quality, 
or  on  service?  What  price  ranges 
would  best  ajipeal  to  most  of  the 
people  in  the  community? 

Have  you  decided  on  your  pro¬ 
motion  policy?  Are  you  going  to 
do  door-to-door  .selling?  Advertise 
in  newspapers?  Radio?  Exhibit  at 
home  and  builders’  shows?  Will 
you  have  display  units  to  attract 
trade?  Are  you  going  to  u.se  direct 
mail  advertising? 

Your  financial  arrangements: 

Have  you  made  an  e.stimate  of 
the  capital  you  will  need?  How 
much  will  you  inve.st  in  product  in¬ 
ventory?  In  p]quipment?  Fixtures? 
How  much  will  you  need  to  mod¬ 
ernize?  How  long  will  it  be  before 
the  business  starts  making  a  sul)- 
stantial  j)rofit?  Have  you  funds  to 
pay  operating  expenses  until  the 
business  pays  its  way?  Have  you 
funds  for  the  .salary  you  will  jiay 
your.self  during  the  jieriod  the  busi¬ 
ness  is  getting  .started?  Have  you 
figured  out  where  you  can  get  ad¬ 
ditional  cajiital  if  needed?  Is  there 
any  reserve  available  for  unex¬ 
pected  needs? 

Estimate  of  sales  and  profits: 

In  conclusion,  can  you  estimate 
sales  for  the  next  four  months? 
The  next  eight  months?  The  next 
year?  What  gro.ss  jirofit  will  you 
make  on  this  volume  of  business? 
Have  you  formulated  your  budget 
to  meet  the  ntKje.s.sary  expenses? 

(Next  month:  Good  Accounting  and 
Other  Buiiness  Records.) 


Read  about 

Room  Air  Conditioners 
in  the  December 
BUILDING  SPECIALTIES 
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Aluminum 

(C(niii)nied  from  Pape  50) 

the  possibility  of  stockpiling  in  the 
first  quarter  of  next  year. 

Another  factor  is  that  the  steel 
strike  will  affect  the  completion 
of  several  aluminum  expansion 
projects  that  were  due  to  come 
into  production  in  the  .second  quar¬ 
ter  of  next  year.  The  average  de¬ 
lay.  accordinff  to  DPA  officials,  is 
about  a  quarter  |)er  jn'oject. 

Situation  Tncertain 

It  .still  is  not  known  how  .serious¬ 
ly  the  first  quarter  situation  will 
be.  CMP  allotments  for  January- 
March  are  the  same  as  for  the 
fourth  quarter,  but  the  continued 
losses  have  caused  .some  aluminum 
experts  in  the  {)roduction  agencies 
to  favor  a  reduction  in  first-quarter 
allotments  as  the  only  way  of  mak- 
injr  sure  CMP  paj)er  can  be  cashed 
on  time. 

Informed  .sources  .said  that  if 


the  Pacific  Northwe.<t  water  short- 
ajife  continues  the  rest  of  this 
month  it  is  probable  that  such 
reductions  will  be  ordered. 

The  recent  announcement  by  the 
Defense  Pnaluction  Admini.stra- 
tion  that  it  is  sponsoring  a  third 
round  of  aluminum  exjuinsion  was 
coupled  with  a  .statement  that  DPA 
considers  pre.sent  supplies  adequate 
for  non-e.'^.sential  u.sers. 

It  was  also  emphasized  that  all 
increments  in  production  from  now 
on  will  be  devoted  to  building  the 
aluminum  stock-j)ile.  And,  since 
the  Munitions  Board  has  .set  new 
and  sharply  higher  ffoals  for  the 
.stockpile,  there  is  little  chance  of 
any  increa.se  in  .sui)plie.s  for  non- 
defen.se  users. 

While  aluminum  indu.<try  .sources 
accept  the  necessity  of  speetlin^  the 
stockpile  projrram,  they  think  the 
dome.stic  industry  is  beinj;  unju.stly 
penalized. 

Dome.stic  fabricators  who  have 
been  looking  forward  to  larger  al¬ 
lotments  are  now  contrasting  their 
position  with  aluminum  u.sers  in 


other  countries  where  c<»ntrols  on 
usage  have  been  virtually  elimi¬ 
nated. 

('anadian  Producers 

('anada,  which  is  a  major  pro¬ 
ducer  of  the  light  metal,  recently 
lifted  restrictions  on  u.se,  while 
Great  Britain  has  also  relaxed  use 
controls. 

Indu.stry  sources  state  that  these 
countries  should  .shoulder  at  lea.st 
part  of  the  burden  of  stockpiling 
in  order  to  equalize  the  hardships 
which  may  ensue  for  some  domes¬ 
tic  fabricators. 

Domestic  producers  here  are 
concerned  that  many  markets  may 
slip  away  if  users  are  on  short  ra¬ 
tions.  Many  consumers  who  have 
planned  to  step  up  their  u.sage  of 
metal  because  tjf  the  ))rosi)ective 
b<M)st  in  production  will  hesitate 
to  ri.sk  this  .step  in  the  face  of  the 
overriding  requirements  of  the 
stockpile. 

(ConfitiiK’d  OH  l'(t<}c  85) 


ROLLING  WITH 


•  Por  exceptional 
weather-tif^ht  seal¬ 
ing  and  easy  work- 
in/i  features  there 
is  no  substitute  for 
ROLAGLASS 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation— easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  w'indows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 
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Wcmted:  Salesman 
With  Ideas 

A  man  will  rarely  fail  to  listen 
to  you  when  you  promise  to  do 
Homethiuff  for  him,  something  that 
will  make  him  look  better  or  feel 
better  or  have  more  money  in  his 
p<K'ket.  That’s  why  selling  is  ser¬ 
vice. 

The  (»ne  catch  to  this  approach 
is,  and  it’s  a  big  catch ;  when  you 
get  your  foot  in  the  door  by  promis¬ 
ing  to  help  the  man,  then  you  must 
definitely  /rroduce. 

This  brings  us  to  Ideas,  spelled 
with  a  capital  “I.”  In  this  economic 
world  of  ours  there  will  inevitably 
be,  from  time  to  time,  temporary 
shortages  of  material,  shortages  of 
labor,  shortages  of  facilities.  But 
there  has  always  been  a  shortage 
of  Ideas.  Men  with  Ideas  are 
needed,  men  with  Ideas  become 
leaders.  The  salesman  who  brings 
feasible  and  practical  ideas  to  his 
cu.stomers  can  render  no  greater 
service.  As  a  .salesmen,  you  are  ex¬ 


po.sed  to  many  minds,  many  situa¬ 
tions,  many  events.  From  the.se  you 
may  harvest  the  valuable  les.sons 
and  pa.ss  them  on  to  your  cu.stom¬ 
ers. 

Try  that.  Try  keeping  your  eyes 
and  your  mind  open,  using  what 
they  .see  and  learn  for  the  benefit 
of  your  cu.stomers.  You’ll  find  that 
you  wouldn’t  swap  jobs  with  any¬ 
body. 

—  Ihth  l^obhins  in  “ Pathr<h>m  Back‘7vjsh” 

Home  Show 

(Continued  from  Paffe  72) 
exhibit.  It  is  advisable  to  do  your 
exhibit  in  one  basic  color  with  no 
more  than  one  contra.sting  color. 
Choo.se  colors  that  will  .set  off  your 
products  to  advantage. 

C.  BACKWALL  OR  BACK  DROP 

1.  Take  full  advantage  of  your 
backwall  or  back  drop  to  adver¬ 
tise  your  products.  This  can  be 
done  mo.st  effectively  by  lighted 
window  boxes  and  signs  detailing 
products,  experience,  prices  un¬ 
changed,  company,  etc. 


2.  For  your  .sale.smen’s  benefit, 
use  your  background  displays  to 
de.scribe  not  only  your  products 
but  al.so  the  Company.  This  is 
especially  valuable  to  the  new  man, 
to  tho.se  who  have  not  been  work¬ 
ing  very  clo.sely  with  your  organ¬ 
ization,  and  as  a  refresher  to  your 
experienced  men. 

3.  Highlight  your  main  .selling 
objective  of  the  show ;  u.se  a  slogan. 
I).  LIGHTS 

Have  adequate  .spotlights  to 
highlight  your  main  products  and 
your  exhibit.  Avoid  flashers  or 
blinker  lights;  the.se  are  disturb¬ 
ing  and  distracting. 

E.  CARPETING 

For  the  ease  of  salesmen.s’  phy.s- 
ical  well-being,  as  well  as  customer 
comfort,  provide  full  carpeting  if 
you  can.  It  creates  a  “plush”  at¬ 
mosphere  and  sets  off  your  dis¬ 
plays. 

This  will  al.so  .set  off  your  di.s- 
plays. 

(Continued  on  Pitfie  101) 


PARALASTIC 

CAULKING  COMPOUND 

For  perfoct  working  choroc- 
•trittics  .  .  .  woolherprooting. 


wolorprooFing  ond  btsi  tooling  .  .  . 
fry  FARAIASTIC! 

And  for  ptrUei  color  match¬ 
ing  or  blonding  .  .  .  ALUMINUM  — 
BRILLIANT  WHITE  -  NATURAL  - 
GRAY  -  GREEN  -CREAM  - 
BROWN  —  BLACK  ...  and  In  all 
paifat  colon  to  match  now  osboiiot 
and  insulating  siding  .  .  ,  use 
PARALASTICI 


SOLD  BY 

LEADING  JOBBERS! 


**0t.  U.$.  Pol.  Off. 

IT  ISN’T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


.rcfoj 

II  Wf 


Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  ore  necessary. 

All  parts  needed  to  make  windows  are 
furnished  except  glass  and  screen  wire. 

if  interesfed  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

AlCO  WINDOW  INDUSTRIES 

2134  N.  Harlem  Ave.,  Chicago  35,  III. 

Tuxedo  9-3252  —  Phones  —  Gladstone  3-8060 
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Aluminum 

(VmitiHKcd  front  Pane  83) 

At  the  i)re.sent  time,  consumers 
are  Kcttintr  about  65  per  cent  of 
their  1950  base  i)eriod  supplies. 
Of  cour.se,  if  there  is  a  .softening 
in  the  market  for  durable  ^oods, 
the  present  level  of  aluminum  sup¬ 
plies  may  prove  adequate. 

The  aluminum  indu.stry,  com- 
piisinjr  consumers  as  well  as  pro- 
cliicers  had  looked  forward  to  de¬ 
control  of  the  metal  by  the  be^in- 
ninjr  of  1953.  But  this  appears 
unlikely  on  the  basis  of  the  DPA 
decision  to  push  the  .stockpile  pro¬ 
gram  at  the  expen.se  of  additional 
supplies  for  the  civilian  indu.stry. 


EVERYTHING  YOU  WANT 

mcoMmTmsaim! 

•  low  PRICE? 


Priced  to  toll  in  thit  compotitivt  morkot 
your  not  cetl  omoiingly  lowl 

•  QUALITY  AND  FEATURES? 

Scott  it  tho  footurod  quality  lino  in  tho 
fomout  John  Wonamolior  Doportmont 
Storo.  All  oxtrudod  and  complotoly  toH> 
ttoring.  Now  dotign  inturot  troublo-froo 
oporotion  —  oliminotot  torvico  problomt. 


Getting  the  Lady 

{Confinned  from  Pane  52) 

combination  of  both  is  commonly 
believed  to  do  the  trick. 

The  Fuel  Con.servation  Board  in 
VV’ashinjrton,  during  World  War  II, 
.stated  that  47  percent  of  heat  lo.ss 
occurs  around  the  wintlows  of  our 
homes.  It  has  been  proven  that  we 
can  eliminate  70  percent  of  this 
loss  with  .storm  windows.  Emphasis 
on  fijrures  makes  your  sales  talk 
.sound  more  impressive. 

Effect  her  appreciation  of 
suitability 

By  this  time  you  will  have  prop¬ 
erly  prepared  her  to  ajipreciate  the 
need  for  your  product.  Her  mind 
is  sufficiently  receptive  at  this 
point,  to  ab.sorb  the  suitable  qual¬ 
ities  of  the  window.  If  you  are 
equip|H‘d  with  ^ood  pictures  of 
window  in.stallations,  your  cus¬ 
tomer  can  see  how  nicely  they  will 
l)Iend  and  enhance  the  appearance 
of  her  home,  as  well  as  .serve  a 
practical  purpo.se. 

Stimulate  her  desire  to  possess 
This  mental  state  follows  auto¬ 
matically  after  a  jiroduct  has  been 
“built  up”  to  a  customer.  She  will 
feel  deprived  of  practical  progress 
if  she  does  not  buy. 

Explain  the  consideration  of  cost 
Explain  fully  with  authentic 
{Continued  on  Paye  87) 


•  PROTECTED  TERRITORY? 


A  number  of  •xc«lltnt  fronchUtt  ar#  now 
ovaitoblo. 


fh9  JOHN  WANAMAKtIt  Philad0tphia  Stof 


ScoU  Window*  on  ditptay 


Thousands  Sold  •  Thousands  of  References 
HIGH  RATED  •  RESPONSIBLE  BACKING 


For  TODAY'S  profits  as  wall 
as  a  solid,  long  form  connoetlom 

WRITE  •  WIRE  •  PHONE 

about  a  VALUABIM 
PROTECTED  rHANCHISi 


ICOTT 

au.aiominu» 

Stlf  StOWHO 

COMBINATION 

WINDOWS  AND  Dl 


^^ALUMA- GRILLE 


Phon9,  wirm  or  wrifo  fO<loy  Larg«  lumincMa  initial,  9>4x9V'i 

for  fullest  pOrEfCUfors  inchat,  on  heavy  aluminum. 

ALUMINUM  SPECIALTIES  COMPANY 


Aluma«grtllc  made  from 
heavy  Vo**  extruded  alu¬ 
minum.  All  grilles  have 
bright  satin-bnish. 


Youngstown,  Ohio 


Its  Market  Street 


PHONE  3  2457 


HOME  IMPROVEMENT  DEALER 


it^s  the  berries 


A  Winsulite  dealership  is  everything  you  could  wish  for!  You'll 
sell  America's  finest  All-Aluminum  Storm  Window,  precision¬ 
s'^  constructed  for  volume,  service-free  salesi  You'll  be  backed  by  Win¬ 
'S^  sulite's  28  year  production  and  hard-hitting  merchandising  know-how, 
always  one  step  ahead  of  competition,  including  thorough  technical  field 
service,  advertising  programs,  sales  literature!  Write  for  details  of  the  choice 
WINSULITE  dealership! 

Special  Discount-Incentive  Plan  For  New  Dealers! 

Your  bonds  ore  oil  you  need 

j  Winsulite  Mtg.  Co.  i 

&  A  ^  A  I  721  N.  Control  Ave.  j 

A  ■  Ip  &  ■  ^  j  Bolto.  2,  Morylond  I 

S  I  Gentlemen:  j 

fc.  IM  ril  listen  to  your  "proposor*.  Send  me  i 

M  V  I  details 

j  Address  ) 


to  assemble  KD  units! 


Winsulite  Mtg.  Co.«  Bolto.  2,  Md.  •  lAstern  6B6B 


BMitiftil  •  VarMtile  •  EeMOMiesI 


y«r  every  cewlklng  |eb 


No  wonder  more  and  more  people 
are  asking  for  this  smart,  modern 
metal  wall  tile.  No  wonder  that 
more  and  more  dealers,  contractors 
and  architects  are  recommending 
it  daily. 


22  DECORATOR  COLORS 


HASTINGS  alumitile  is  supplied  in  over  25  different  shapes 
and  sizes  with  lustrous  enamel  finish  permanently  bonded  to 
durable  aircraft  aluminum  .  .  .  fireproof,  waterproof.  .  .  won’t 
crack,  chip,  peel  or  corrode.  Easy  to  apply,  easy  to  sell.  Also  a 
complete  line  of  beautiful  plastic  tile  available  in  lovely  colors. 


non-hardenings 
non-staining— 
adheres  to  any  surface 

WtHu  Hf  th*  mmm»  at 
ymt  mamrutt  ^hliAutat 


iVtllC  TODAY 

for  samplrt.  prioet  and 
roniplrte  information  on 
this  attrartive.  srientihe* 
ally  tested,  heavy  duty 
wall  facing.  Compare  its 
quality  and  cost  with  all 
others. 


I  METAL  THE  PRODUCTS,  INC. 

I  Dspt  1 107,  Hastings.  Michigan 

I  Send  samples  and  complete  informat  i<m 
on  HASTINGS  alumitile  I  am 
I  □  DEALER  a  DISTRIBUTOR 
j  □  CONTRACTOR  □  ARCHITECT 


Address 


CuaianleMi  bv  • 
Gosd  Housek^ping 


Monufoctwrart  of  Tachtticol  Produett 


State 


NOV.  1952  BUILDING  SPECIALTIES  & 


Getting  the  Lady 

(Continued  from  Page  85) 

proof  the  reasons  why  combina¬ 
tion  storm  windows  will  actually 
pay  for  themselves,  by  conserving 
heat  and  therefore  reduce  fuel  bills, 
and  eliminate  the  purchase  of 
screens  for  summer. 

(iuide  her  decinion  to  buy 

If  you  have  laid  the  .step-by- 
step  ground  w'ork,  her  mental  state 
will  affirm  the  sale. 

Money  From  Rain 

(Continued  from  Page  68) 

the  country  have  been  weatherized 
by  silicone  water  repellents  and 
now,  years  later,  continue  to  serve 
as  a  witness  to  the  durability  and 
reliability  of  the  product. 

In  a  later  article,  I  shall  tell 
how’  to  .sell  silicone  ma.sonry  water 
repellents  and  whom  to  .sell  them 
to.  I  should  like  to  .state  briefly, 
however,  that  the  owner  of  almost 
every  ma.sonry  building  is  a  pros¬ 
pect,  and  most  good  builders  and 
architects  are  prospects  when  their 
.structures  are  still  no  more  than 
a  blue  print  on  the  designers’  draft¬ 
ing  table. 

'Trowelled^'  Brick 

(Continued  from  Page  58) 

and  metal  lathed.  If  it  is  on  tile 
or  concrete  and  the  stucco  is  not 
deteriorating  it  is  quite  i)os.sible 
that  the  material  may  be  applied 
directly  to  the  surface. 

In  any  case,  proper  preparatory 
work  is  nece.s.sary  in  order  to  as-  extra  cost  for  footers  and  other  tar  lines  are  straight  and  uniform, 
sure  a  quality  finish — and  this  is  structural  change.s  in  order  to  which  you  .seldom  find  in  ordinary 
true  of  any  type  of  exterior  that  adapt  a  .structure  to  brick.  brick  construction, 

might  be  applied  to  any  home  or  The  finished  job  is  less  porous  It  is  suitable  for  all  types  of 
building.  than  conventional  brick  because  buildings,  large  or  small,  w’hether 

As  mentioned  before,  this  mate-  the  spaces  ordinarily  open  in  brick  they  are  new  or  old.  Thou.sands 
rial  embodies  all  of  the  desirable  are  clo.sed  with  cement.  This  pre-  of  applications  have  l)een  made  on 
features  of  ordinary  brick  con-  vents  .seepage  problems  and  keeps  .schools,  churches,  service  .statiorus, 
.struction  but  provides  a  number  atmosphere  dirt  on  the  surface  in-  hospitals,  government  buildings, 
of  other  advantages.  It  is  no  longer  .stead  of  drawing  it  into  the  brick,  stores,  housing  projwts,  factorie.s, 
necessary  to  buy  four  inches  of  making  it  easy  to  clean  with  a  ho.se.  road  hou.ses,  office  buildings  and 
brick  that  are  not  needed  or  wanted  It  al.so  cuts  out  drafts.  many  more, 

and  it  is  unnecessary  to  pay  the  Another  advantage  is  that  mor-  (Continued  on  Page  88) 


Sttade  from  the  sun,  but  with  bright 
dcylight  inside  —  that's  why  Resolite 
fetuslucent  structural  panels  are  bring- 
iag  the  modern  home  closer  to  the  out¬ 
doors  Resolite  is  better  for  skylighting 
bocause  it  filters  out  much  of  the  heat, 
gives  a  soft,  restful  daylighted  interior, 
•a  in  this  weather-tight,  Resolite- roofed 
polio  of  a  Florida  residence. 


Resolite  is  a  rugged  structural  sheet  of  Fiberglas-reinforced  resin  plastic, 
flat  or  corrugated  for  added  structural  strength.  The  material  is  unaffected 
by  weather  extremes  of  heat,  cold  or  moisture.  It  will  not  rust,  oxidize, 
mildew  or  rot.  It  is  simple  to  apply  with  screws  or  nails  and  with  ordinary 
tools  and  skill;  it  is  easily  adapted  to  roof,  wall  or  partition 

A  wide  variety  of  color  and  corrugation  patterns  lends  Resolite  easily 
to  endless  possibilities  in  interior  or  exterior  decoration. 


Beautifying  the  interior  or  exterior  by 
either  reflected  or  transmitted  light, 
Resolite  panels  are  ideal  for  decorative 
and  utility  partitions,  with  a  selection  oi 
color  lor  any  motif.  The  effect  of  length 
and  height  is  enhanced  by  utilizing  the 
corrugation  patterns. 
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IT'S  NOW  HERE 

The  cut  stock  service  you've  always  needed 

CALIFORNIA  REDWOOD  KILN  DRIED 

Storm  and  Screen  Door  Stock 
Storm  and  Screen  Sash  Stock 

Furnished  cut  to  width  and  length  —  Rough,  S2S  or  moulded 
to  your  exact  patterns 

Eliminate  raw  lumber  storage,  ripping,  cutting 
and  moulding  operations 

Storm  and  screen  door  and  sash  stock  can  be 
furnished  in  same  car 

Delivered  prices  quoted  upon  receipt  of  specifications 

FRANK  R.  ADAMS  ASSOCIATES,  INC. 

35  East  Wacker  Drive 
Chicago  1,  Illinois 

Telephone:  Randolph  6-3626  Teletype:  CG  1618 


\  CIRCLE  HEAD 

\  square  door 


Htra'ft  graot  n*w»  for  ovory  wido-owoke 
dooUr.  Curvolum  Doort,  tho  doors  thot  consis* 
tonfly  product  solos  ond  moon  troublo«froo  in- 
stoHotion  ond  sorvico  oro  now  goorod  for  higkor 
production. 

Curvolum  is  Happy  to  roport  that  our  now 
ond  lorgor  plont  is  now  in  full-swing  production 
—  ond  our  famous  ono-pioco  original  Circio  Hood 
Door  and  sturdy,  dopondoblo  Squoro  Doors  oro 
now  rolling  off  tho  ossombly  lino. 

Writo  us  todoy  for  comploto  informotion 
obout  our  comploto  aluminum  lino: 

Circio  Hood  ond  Squoro  Doors, 
scroon  porchos  ond  soloriums. 

A  FEW  DEAlEiSHIPS  OPEN  IN  LARGE  AREAS. 


CURVALUM 


DOOR  MANUFACTURING  CO. 


15  PROSPECT  STREET,  HEWLETT,  L.  I.,  N.  Y. 


"Trowelled"  Brick 

(Continued  from  Pac/e  87) 

It  is  also  vermin  proof,  water¬ 
proof  and  weatherproof.  It  will 
last  the  life  of  the  building  on 
which  it  is  applied  and  will  not 
crack  unless  the  buildinjr  itself 
shifts  and  cracks.  In  such  cases 
the  veneer  can  be  easily  and  per¬ 
fectly  patchetl. 

The  formula  and  the  cuttinj? 
tools  are  patented  products,  con¬ 
trolled  by  American  C'ement  Prod¬ 
ucts,  Detroit,  Mich. 


On  The  House 

{Cntifiiiiied  from  Page  I.*?) 

better  values  instead  of  smaller 
houses  and  cheaper  prices." 

I*re.ssure  for  cheap  housing  on 
the  part  of  the  FHA,  Ck)nj;ress  and 
the  Federal  Reserve  Rank  is  criti¬ 
cized  in  the  report. 

.Admitting:  that  to<»  many  two- 
l>ednM>m  houses  have  been  built 
and  sold  since  World  War  II,  this 
report  says: 

RlamiiiK  the  pressure  for  cheai) 
housinjif  on  the  jrovernment,  the  re¬ 
port  says  “the  principal  instrument 
of  pre.ssure  has  been  the  FHA  and 
the  mortKajte  pattern  for  federally- 
insured  loans.” 

“Kven  after  retrulation  X  came 
off,”  the  leaders  ob.served,  “the 
down  i)ayment  for  each  added 
thousand  dollars  between  $7,000 
and  $11,000  is  six  times  as  bijr  as 
the  down  payment  for  every  thou- 
.sand  dollars  under  $7,000.” 

The  buildin>(  experts  agreed  that 
m<»re  people  could  be  provided  with 
«:<mkI  housini;  by  “improving:  or  re¬ 
habilitating:  the  48,000,000  existing: 
dwellings”  than  by  trying:  to  build 
smaller  homes.  “Even  if  we  were 
to  demolLsh  and  replace  old  houses," 
they  said,  “at  the  rate  of  .>00,000  a 
year  (10  times  as  fa.st  as  the  record 
rate),  it  would  take  three  g:enera- 
tions  to  complete  the  cycle. 
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Hints  To  Salesmen 

(Coufhnted  from  Page  30) 

of  every  conceivable  personality, 
some  studious,  most  not.  One  man 
in  particular  stands  out  like  a 
comet,  in  that  he  knows  little,  and 
cares  even  less  about  the  mechanics 
of  our  product,  but  manages  to 
increase  his  monthly  quota.  I’ve 
never  known  a  more  carefree, 
happy  and  indifferent  fellow  .  .  . 
“ju.st  give  me  a  sample,  a  price 
sheet  and  ruler,”  were  his  remarks 
when  he  came  into  the  office  look¬ 
ing  for  a  berth.  He  showed  no 
.seeming  interest  in  the  product 
when  it  was  explained  to  him. 
He’d  do  the  rest!  The  following 
morning  of  his  first  day’s  effort, 
he  barged  in  with  a  sizeable  order, 
even  though  his  sizes  were  slightly 
unorthodox. 

Stranger  Produces 

A  .stranger  in  our  midst,  ami  a 
producer !  The  older,  and  more  ex¬ 
perienced  men  .seemed  both  amu.sed 
and  curious  how  this  newcomer, 
who  apparently  knew  nothing  of 
the  busine.s.s,  could  ‘click’  imme¬ 
diately.  It  was  time  for  .some  ex- 
l)lanation  from  him. 

‘‘Look  fellows,”  he  .started,  ‘‘ever 
since  I  could  remember.  I've  had  to 
work  for  a  living.  With  a  mother 
and  si.sters  to  look  after,  it’s  been 
a  case  of  work  or  go  without.  1 
sold  papers,  worked  as  a  laborer, 
drove  trucks  and  when  I  could  find 
the  time,  attended  nightschool  for 
what  little  education  1  pos.se.ss.” 

He  paused,  as  though  waiting  for 
what  he  said  to  regi.ster,  then  con¬ 
tinued,  ‘‘I  worked  for  .some  time 
for  a  building  sj)ecialty  dealer, 
driving  the  .service  truck,  and  look¬ 
ing  into  the  salesmen's  mi.stakes. 
And  what  boners!  So  I  said  to 
my.self  if  tho.se  fellows  can  earn 
what  they  say  they  do.  what  am 
I  wasting  my  time  for'/” 

A  friendly  smile  covered  his 
face,  “What’s  to  selling  anyway'/” 
“With  a  good  product,  a  good,  re- 
{Coiititiind  on  Pof/f  90) 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  qualify,  finest 
engineered  door  in  the  trade. 


•k  Heavy  Corner  Construction 
#  Top  Quality  Latch 
•k  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures.  Also  ask  about  our  NEW  ONE-LIGHT  DOOR  with  the 
super  lock  and  extra  rigid  insert.  Use  the  Coupon,  or  Phone. 


MAIL  THE  COUPON  TODAY 


ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 
Phone  2755 


QfiiUe^ 


Get  all  the  odvanccd  fcotures  offered  by  the 
Dun-Mor  line  of  grilles.  Cut  inventories  S0%. 
You  need  stock  only  36"  widths.  Exclusive 
ottoching  clips  permit  cutting  off  ends  for 
oil  norrowcr  doors.  Send  sketch  of  your  doors 
for  free  individual  suggestions 

Pictured  is  6"  Push  Grille.  List  $2.95 


HEmlock  1709 

DUNCAN-MORRIS  CO. 

48  N.  VolUy  Sf. 
AKRON  3,  OHIO 
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Not  This! 


But  This  !  I  I 

* 

For  Better  Plastic  Shapes  or  Profiles  See 
KESSLER  PRODUCTS  CO. 

1064  West  Federal  St.  Youngstown,  Ohio  Phone  39335 
Specialists  in  plastic  Extrusions  for  the 
Storm  Window  Industry 


How  You  Can  Add  A  New  Profitable 
Department  To  Your  Present  Business  And 


Many  Dealers  Are  Now  Selling 


nor  f  TTF  home  fire 

flAEl*IllIIl  ALARM  SYSTEMS 
Approved  For  F.  H.  A.  Financing 


£v»ry  hommownmr  (pmople  whom  you  hove 
told  boforo  and  now  prospocts),  or*  custo- 
mors  for  FIRE-LITE  Home  Firo  Alarm  Systomi. 
Mony  doalorp  in  your  held  are  now  making 
big  profit*  with  FIRE-IITE  .  .  .  without  chang¬ 
ing  their  business  set  up,  without  a  large 
investment. 

Powerful,  Tested  Sales  Plan 
Clinches  Mony  Soles  for  You ! 


To  sell  the  homeowner  a  FIRE-LITE  System 
requires  only  the  use  of  our  sales  tested  plan 
and  a  small  demonstration.  It  will  close  sales 
for  you  I 

FIRE-IITE  is  a  completely  wired  system 
throughout  the  house,  with  U.L  Approved 
Rote-of'Rise  Detectors,  detecting  fires  instantly 
in  every  room  in  the  house. 


Write  Today  for  an  Exclusive  Dealership! 


nor  I  ITr  at  ADMC  b  -  les  shelton  ave 
1 1 AL-LI I L  tXLtXtxiHa  new  haven,  conn. 


Hints  To  Salesmen 

(Continued  from  Page  89) 

liable  house  behind  you,  what’s  to 
keep  you  from  making  progress?” 
“You  don’t  have  to  be  an  engineer 
to  sell  a  job.  and  people  want  you 
to  talk  THEIR  language.  Tell  them 
all  about  it,  convince  them  that  it’s 
a  good  deal,  then  ASK  for  the  or¬ 
der,  and  nine  out  of  ten  it’s  yours !” 
“I  got  a  pretty  good  order  from  a 
lawyer  day  I)efore  la.st,  and  this 
fellow  had  a  beautiful  home.  Was 
I  impre.ssed  with  it?  You  bet  I  was, 
but  I  didn’t  let  him  know  it.  I 
wasn’t  there  for  conversation,  but 
to  .sell  him  a  bill  of  goods.  He 
bought  because  I  believe  that  I  did 
a  thorough  selling  job,  without  get¬ 
ting  on  his  ear.  if  you  know  what 
1  mean.” 

His  little  “speech,”  boiled  down 
to  e.s.sentials,  convinced  the  men 
that  only  a  few  rules  are  necessary 
to  success: 

1.  Get  into  the  field  as  early  as 
lK)ssible. 

2.  Canvass  at  least  three  full 
hours. 

.‘1.  Keep  all  appointments. 

4.  Tell  a  convincing  .story. 

5.  Don’t  “put  on  airs.” 

6.  ASK  FOR  THE  ORDER! 

Folding  Doors 

(Coiifiinied  from  Page  .56) 

windows  in  which  merchandise  is 
always  immediately  accessible. 

Type.s  of  Folding  Door: 

Among  the  numerous  types  of 
folding  door  available  today,  three 
are  perhaps  outstanding. 

One,  of  wood,  is  constructed  in  a 
series  of  wood  panels  wide  by 
•‘a"  thick.  A  “T”  shajml  wood  piec*e 
fits  between  each  panel,  and  a 
.series  of  concealed  springs  acting 
as  hinges  hold  the  door  panels  to¬ 
gether.  A  metal  track  supports  the 
door  at  the  top. 

This  type  of  door  is  presently 
available  in  heights  up  to  12  feet 
and  widths  up  to  20  feet.  They  are 
fully  assembled  at  the  factory  and 
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come  as  a  complete  packaged  unit, 
quick  and  easy  to  install.  They  can 
Ik-  ordered  in  three  standard  paint 
colors  with  natural  wood  finish, 
unfinished,  or  with  Oak,  Birch  or 
Mahogany  veneer. 

Another  unusual  type  of  folding 
door  consists  of  a  fabric  made  up 
of  kiln-dried  northern  basswood 
slats  1  10"  thick  and  wide 

woven  together  with  seine  twine 
and  operating  on  an  overhead 
track.  The  slats  hang  in  vertical 
alignment  and  the  twdne  is  woven 
horizontally  affording  an  interest¬ 
ing  textural  effect. 

With  this  tyiw?  of  d<M)r,  special 
hanging  hardware  is  riveted  to  the 
fabric  —  one  hanger  unit  for  every 
five  slats.  The  hanger  unit,  includ¬ 
ing  a  swivel  glide,  attaches  to  the 
three  center  slats  in  rigid  align¬ 
ment.  The  track  can  be  mounted  to 
either  a  door  frame  head  or  ceiling, 
de|K‘nding  upon  the  installation. 
One  edge  of  the  door  is  finished  to 
attach  neatly  to  the  wall  or  casing. 

Special  Doors 

Doors  have  three  coats  of  lac¬ 
quer  on  both  sides  and  are  fur¬ 
nished  in  natural  finish  or  ten 
.standard  enamel  colors.  Stock 
doors  or  stock  room  dividers  are 
supplied  in  6'8''  and  8'0"  opening 
heights  only,  and  in  opening  widths 
of  2V'\  2'4",  2'6",  2'8'',  ITO",  :r6'' 
and  o'O". 

Special  doors  or  r(M)m  dividers 
are  supplied  in  opening  heights 
from  2'0"  to  lO'O"  and  in  any  open¬ 
ing  width  desired.  Double  doors  or 
room  dividers  are  also  available 
in  the  .same  heights  and  widths  as 
the  special  doors. 

Of  i)articular  interest  in  the 
basswood  splint  door  is  the  fact 
that  there  is  approximately  1/16" 
air  space  between  each  slat.  This 
permits  an  ea.sy  How  of  air,  a  good 
feature  for  efficient  heating  or  air 
conditioning.  For  clothes  closets  or 
wardrolies,  this  ventilation  helps 
to  prevent  mustiness  or  mildew, 
stale  air,  or  moisture  condensation 
in  the  clo.set  area. 

{Continual  on  Puffc  92) 


When  voii  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts: 

1.  IlEDWOOD  Ls  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  .shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAM1*BKLL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2109  WII.SON  AVF.NIIK  r.AMPnELI,.  OHIO 

I'hono:  .*>2815 


VENETIAN  BUNDS 

in  Steel  and  Flexalum 

Size  5'  X  r 

Write 

MOHAWK  VENETIAN  BUND  CO. 

708  State  Street  Utica,  New  York 


HOME  IMPROVEMENT  DEALER 


91 


FOR  A 

PROFITRBLE 


CUSTOMER 

SRTISFnCTIOn 

\(ju  ii  1  ftid  thf  hrld  Hifh 


STORm  [RRFT 

ALUMINUM  COMBINATION 
STORM  WINDOWS  &  SCREENS 


QmcIi  odvantOfM  af  ika  mw  STORM 
CRAFT  akiminvni  cambiiwtion  •term  toih 
•nR  (CTMit  Maovy  (auga  airtrwtiam:  cut- 
•am  mada  ta  fit  aay  apaning;  aoty  intlalla- 
Haat;  a  minimum  if  tarvica  calh.  Flus  .  .  . 
taavar  vanlilatian;  fingar-tip  cantral;  na 
fancy  gadgati;  camplala  inwlofian. 

'*»a/  .  - 


M  \  N  t 

1  \  1  1  1  1(1  N  1 

2025  1 

BOSTON 

ST  Philodelphi 

Phone 

GArfleid  3  1407 

Dustite 

GASKET 


For  Metal 
Casement 
Windows 


th.  Ov.M*  go«k«.  av>.gn.d  -.IK  on  r.l.^dcd  pio.t.i  >ro> 
1"9  lip  >o  koop  molol  coMmofil  .indowl  OUST  TIGHT  STOSw 
TIGHT,  OiAFT  TIGHT.  CAIN  TIGHT,  ond  WIND  TIGHT  loiy 
lo  fnttoH 

In  Summer  OUSTITC  scols  outside  heat  from  oir 
conditioned  hornet. 


Escclk-nt  lor  use  m  control  of  condcnsotion 
where  storm  windows  ore  used  A  smoll  od  in 
your  locol  poper  will  outomoticolly  bring  pros¬ 
pects  tor  storm  windows  into  your  soles  room 
without  convossing  Dustite  Goshet  it  o  reol 
trotfic  builder  ond  prospect  tinder  tor  storm 
windows  ond  oil  home  improvement  items.  Sold 
under  ten-day  money  bock  guorontee. 


DUSTITE 

PRODUCTS  COMPANY 

t  CANTtRRURr  OR.  a  DATTON  t.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


Folding  Doors 

(Continued  from  Page  91) 

A  third  type  of  foldinK  door  is 
one  that  is  steel  framed  with  pan¬ 
tograph  acting  hinge  plate.s  top  and 
bottom,  connected  by  vertical  steel 
wires.  The  pantograph  action  in¬ 
sures  rigidity  to  the  frame,  pre¬ 
vents  .side  sway,  and  makes  each 
fold  open  uniformly.  The  cover¬ 
ing  i.s  in  vinyl  pla.stic,  easily  wash¬ 
able  in  .soap  and  water,  and  re¬ 
sistant  to  cracks,  chipping,  iHjeling, 
mildew  and  fading.  This  type  of 
door  is  available  in  22  decorator 
colors  with  fabrics  to  harmonize 
I  with  every  kind  of  decoration. 

They  come  in  any  size  from  widths 
j  of  60'  and  heights  of  20'  to  two 
!  basic  stock  door  sizes. 

Many  Fine  Features 

Although  the  architect  and  the 
1  builder  have  been  quick  to  realize 
the  many  outstanding  advantages 
'  of  the  folding  door  and  have  in- 
i  coriKirated  it  in  the  design  and  con- 
i  struction  of  many  types  of  modern 
i  buildings,  the  .s|)ecialty  dealer  too 
has  become  increasingly  aware  of 
its  many  fine  features.  He  has  be- 
;  gun  to  appreciate  the  demand  that 
already  exists  for  this  type  of  dwr 
and  al.so  the  extraordinary  extent 
of  the  market  that  coidd  exist  if 
;  the  item  were  featured,  promoted 
and  sold  aggressively. 

The  past  few  years  have  taught 
the  dealers  that  the  folding  door 
saves  money  for  the  contractor  be¬ 
cause  it  is  furnished  to  him  as  a 
packaged  unit  —  complete  with 
hardware  for  easy  installation. 
There  is  no  question  of  extra  money  j 
for  casings  and  .stops  and  hinges, 
nor  the  payment  of  high  labor  costs 
involved  in  the  sanding,  painting  I 
and  installation  of  the  conventional 
type  of  door. 

What  is  more,  the  specialty  deal¬ 
er  has  found  the  builder  easy  to 
sell  because  the  builder  himself  is 
already  keenly  aware  of  the  many 
exceptional  advantages  the  folding 
door  offers  and  the  delight  and  in-  i 


The  Longest  Lasting 

ALUMINUM  -  (UniNG 
SAW  BLADES 

At  The  Lowest  Price 

Now  being  used  by  many  KD 
operators  and  manufacturers  of 
aluminum  combination  windows 
and  doors. 

Available  at  only 

$13.25 

•  Hollow  Ground 

•  Standard  Va"  hole 

•  110  teeth  without  set 

•  Strong  and  rigid,  .083  gauge 

Sows  of  all  gauges  and  types  for  metal  or 
wood.  30  doy  delivery.  Blades  resharpened 
$1.25  plus  postage. 

Write  to: 

Juliano’s  Aluminum-Cutting  Saw 
196  N.  Central  Avenue 
Valley  Stream,  N.  Y. 


FRiE  CATALOG 


Peerless  Grille  Co.  Nightingale  9  3845 

8611  Fostei  Avenue  Brooklyn  36.  N.Y. 
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terest  it  evokes  in  his  own  jwten- 
tial  customers. 

Installation : 

As  far  as  actual  installation  is 
concerned,  one  type  of  folding  door 
of  standard  size  for  a  conventional 
opening  in  a  typical  home  can  be 
put  into  place  in  as  little  as  twenty 
minutes  time.  W'hat  usually  hap¬ 
pens  is  this.  The  head  track,  i)re- 
drilled  for  screws,  is  placed  against 
the  heatler  and  markings  are  made. 
Next,  the  door  is  inserted  in  the 
track  and  the  entire  unit  lifted  into 
place.  The  track  is  then  attached 
with  screws  and  the  door  hangs 
frtH*.  A  plumb  line  is  dropi)ed  at 
the  fixed  jamb  and  clips  attached 
to  the  casing  opjiosite  the  fixed 
jamb  to  which  they  become  en¬ 
gaged.  Then  the  post  is  attached 
to  the  jamb  clips,  another  clip  in- 
•serted  in  the  track  at  the  free  end 
to  hold  the  door  when  clo.sed,  and 
the  in.stallation  is  com|)lete.  What 
could  be  easier? 


Syracuse  Dealer 

{('initiniicd  from  P(t(/<  ,o7) 

having  had  several  years’  expe¬ 
rience  as  a  building  specialties’ 
.salesman  prior  to  taking  his  pres¬ 
ent  positi(tn.  Leo  Karp,  vice-presi¬ 
dent,  gave  uj)  a  law  practice,  to 
join  the  firm. 

Holding  active  membership  in 
the  local  Chamber  of  Commerce 
and  Better  Builders  As.sociation, 
the  young  company  has  used  .some 
radio  spot  announcements  to  pro¬ 
mote  its  business.  Newspaper  ad¬ 
vertising,  however,  is  a  “must” 
and  the  company  has  also  expe¬ 
rienced  good  results  with  state  and 
county  fair  exhibits. 

A  full  page  newspaper  ad  was 
used  to  announce  the  formation 
of  F'arm  &  Home  Modernization 
and  since  then,  the  usual  follow-up 
size  of  the  newspaper  ads  has  been 
two  column  l)y  16  inch,  always 
on  a  classified  advertising  page. 

VV’hen  Wesley  Mark.son  joined 
the  company,  a  four  column  by  18 
inch  space  was  u.sed,  with  his  pic- 

{Coiitiinied  on  Poife  94) 


^  Tiie  ihai  meann 


More 
Volume 


eniLDem 

COMPANY 

manuiaciurttt  of  ptaiHc  flto 

2938  West  63rd  Street 
Chicago  29,  Illinois 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  out 
complete  line. 


C  A  L  1  F  0  R  N  1  A  R  K  I)  W  0  0  D 


Band  Sawn-Premium  Quality 

Y<iu  may  use  the  enperirnre  we  have  gaineii  over  many 
years  supplying  rombinalion  window  and  door  manu- 
farturers.  Guaranteed  shipments  on  regular  arhediiles. 

I.et  us  help  you  solve  your  problems. 

Direct  Mill  Shipments  Only 


<^on  lA^allacCy  3nc. 


Cuaidian  Blda. 


VNOodwaid 


Del  t  oil 


HO.ME  IMPROVEMENT  DEALER 
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PROTECTED 
TERRITORIES 
NOW  OPEN! 


STORM  WINDOWS  FOR 
METAL  CASEMENTS 

Check  your  advantages: 

•  Good  mark-up  on  every  sale. 

•  No  waiting.  Immediate  deliveries. 

•  Extremely  easy  installation. 

•  Full  territorial  protection  for  builders, 
contractors  and  installation  specialists. 


and  herd’s  why  Cateco  are  so  easy  to  sell: 


1.  Invisible  protection — no  wide 
frame,  no  ujtly  crossbars.  Triple 
strength  glass  requiring  no  metal 
frame.  Felt  seal  mounted  in  the 
channels. 

2.  Long  life  channels,  super  sturdy 
rustproof  metal.  Never  need  re¬ 
painting  or  rehnishing.  No  tricky 
gadgets  to  wear  out. 

3.  One  one-fourth  inch  sill — does 
not  interfere  with  roto  crank  for 
opening  window.  Metal  sill  can 
be  removed  without  any  tools — 
just  lift  out. 


4.  Easy  to  clean — merely  lift  glass  panels 
upward  to  remove.  Replace  same 
way.  No  bulk  or  excess  weight. 

5.  No  interference  with  opening  outside 
window  for  ventilation. 

For  full  informotion  ond  available  territories,  write.- 

THE  B.  R.  GREENE  CONSTRUCTION  CO. 

3560  iaslern  Avanw* 

Cincinnati  36,  Ohio 


STAINLESS  STEEL 

HEAT  TREAT  HARDENED 

SHEET  METAL  SCREWS 


as 


TI 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  #  Attractive 
in  Appearance  •  Foolproof 

Immediate  Delivery  Without  Priorities 


tupressly  Adapted  to  KO  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Mode  of  Type  410  Sfoinlesi  Steel  spectolly 
heot  treoted  ond  polished  for  eitrcme  threod 
cuttinp  strength  ond  moiimum  corrosion  re- 
sistonce 

Eliminotes  the  rysting  experienced  with 
codmium  or  chrome  ploted  screws. 

Speciol  heot  treotment  insures  toughness 
ond  hordness  nccessory  to  resist  stripping  of 


threods,  head  breokoge,  domogc  to  slots,  etc. 

Stocked  in  Round  Heod,  Binder  Heod,  ond 
Ovol  Cts'k  Heod  styles,  in  diometen  4*6-S>10 
ond  12  ond  in  lengths  H"  ond 

Mode  to  your  order  in  other  sixes  ond 
heod  styles.  Also  ovoiloble  to  order  in  Phillips 
recessed  heod,  quontity  permitting. 

Let  us  quote  you  on  your  requirements 


=  Industrial  Steels,  Inc. 


Syracuse  Dealer 

{Continued  from  Page  93) 

ture  and  brief  hi.«tory  at  the  top. 
The  latest  new.spaper  advertising 
promotion,  a  series  of  three  column 
by  12 ',2  inches,  .starts  oflF  with 
“Wesley  .says:”  and  introduces  the 
“.salesman  of  the  week.”  This  aj)- 
pears  each  Sunday  on  one  of  the 
classified  pages  of  the  Syracuse 
Herald-American  and  carries  both 
Wesley’s  picture  and  that  of  the 
particular  .salesman  being  intro¬ 
duced,  along  with  .some  facts  about 
him. 

The  company’s  New  York  State 
Fair  exhibit  last  year  was  .so  suc- 
ce.ssful  that  three  booths  were 
taken  for  the  F'air  this  year  and 
appearances  at  two  County  Fairs, 
Cortland  and  Boonville,  were  added 
to  summer  promotion  plans.  When 
the  Better  Builders  As.sociation 
staged  a  big  exhibit  in  the  spring 
in  Syracu.se’s  new  War  Memorial 
Auditorium,  Farm  &  Home  Mod¬ 
ernization  was  repre.sented  there, 

I  al.so. 

! 

Trip  To  Ohio 

One  of  the  highlights  of  the  year 
was  a  trip  to  Hutch  Mfg.  Co.  in 
Youngstown,  Ohio,  when  President 
Goldberg  took  19  of  his  salesmen 
to  the  home  office  and  factory  for 
a  three-day  sales  meeting. 

Occasionally,  as  at  pre.sent,  ad¬ 
vertising  novelties  such  as  ball 
point  pens  with  the  company’s 
name  and  addre.ss,  are  used  for 
promotional  purposes. 

According  to  Mr.  Goldberg,  how¬ 
ever,  the  most  stimulating  promo¬ 
tion  is  a  conte.st  among  the  .sales¬ 
men,  who  are  all  on  a  commi.ssion 
basis.  In  June,  the  company  gave 
a  20-inch  Emerson  Television  Set 
to  the  .salesman  turning  in  the 
highest  total  .sale.s,  and  ten  other 
worthwhile  prizes  for  the  runners- 
up. 

W’hile  officials  of  the  company 
claim  75 of  its  business  comes 
from  ringing  doorbells,  very  good 
leads  have  been  secured  at  the  fairs 
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and  builders’  exhibits.  Consistent 
newspaper  advertising  keeps  the 
Farm  &  Home  Modernization  name 
before  the  public  and  paves  the  ! 
way  for  the  personal  calls  by  the  ^ 
salesmen. 

Sales  meetings  are  held  once 
a  week.  Each  department  operates 
more  or  less  separately,  with  a 
manager  and  assi.stant  manager 
for  the  windows  and  doors  depart¬ 
ment.  another  manager  for  awn¬ 
ings  and  .still  another  for  roofing 
and  siding.  The  company  al.so  has 
a  branch  in  Utica  now,  with  a  staff 
of  six  in  that  city. 

Hiring  Salesmen 

On  the  matter  of  hiring  .sale.s- 
men,  Mr.  Goldberg  says,  “We  would 
much  rather  train  our  own  .sale.s- 
men.  That  is.  we  want  them  to 
have  had  .some  kind  of  .selling  ex-  | 
perience,  but  prefer  that  it  is  not 
in  the  building  specialties’  line.’’  j 

The  aggre.ssive  young  company 
is  building  its  reputation  on  quality 
merchandi.se  and  correct  installa¬ 
tions.  Its  officers  realize  that,  while 
they  are  located  in  an  area  enjoy¬ 
ing  strong  building  activity  and  a 
potential  industrial  field  for  the 
products  they  sell,  their  type  of 
busine.ss  is,  nevertheles.s,  a  highly 
competitive  one. 

There  .seems  to  be  a  parallel,  in 
that  the  company  by  its  conduct 
was  able  to  attract  a  public  rela¬ 
tions  exjjert  like  Wesley  Mark.son. 
Already  well  e.stablished  in  the 
community,  the  new  public  rela¬ 
tions  director  had  created  an  en¬ 
viable  amount  of  goodwill  around 
town  on  his  own  behalf.  It  would 
almo.st  .seem  as  if  the  company  he 
is  now  a.s.sociated  with  might  be 
using  this  .same  good  will  as  a  I 
guide  for  the  excellence  of  their 
products  and  service! 


How  To  Plan  u 
Home  Show  Exhibit 


in  the 
December 

BUILDING  SPECIALTIES 


/eUT: 


/  SAU£  25%  ON  yOUR 
'  CASBMBNJ  STORM  SASH  COSTS! 


NSW  DSSIGM 

for 

FAST,  EASY 
ASSEMBLY 


Intid*  Typ*  —  Easy  fo  inttall. 
Finest  storm  window  mode.  In¬ 
terchangeable  with  screens. 

.■"’'w-'r, 4“ 

snop-in  P'»«s  the 

'**  '•**.  easy  I),"*'  "III 

tool,  No 

"eedet/. 


NO  SPECIAL 
EQUIPMENT 
NEEDED 


BiSTCOMSTROCTIOM 

To.  quollty  mot.rl-1. 

out  \ll-alumlnuni  from.i  ond  I"- 
sorts.  V.nllloting  units  ovoilobl.  with 

::rt:.r 

weather  stripplnP-  All  hordwor 
furnished. 


Outsid*  Typ*  —  Permanent, 
self-storing.  No  unsightly  clips  or 
brackets  used  to  hold  insert  panel. 


Here’s  quality  storm  sash  at  speaacular 
savings!  You  can  buy  Wilson  K.-D  units 
at  prices  far  below  assembled  cost.  You 
also  .save  on  shipping  charges.  All  you 
do  is  assemble  the  frame  and  glaze  the 
insert— no  other  assembly  necessary. 
Your  total  cost,  including  K-D  unit,  glass 
and  labor,  will  average  a  good  2  5%  Us$ 
than  the  cost  of  factory  assembled  storm 
sash! 

WITH  THIS  NEW,  IMPROVED  SASH,  ANYONE 
CAN  DO  HIS  OWN  ASSEMBIINOI  BUY  K-D 
FROM  WIISON  AND  MAKE  A  BIOOER  PROFIT. 
YOUR  CHOICE— DE  LUXE  OR  ECONOMY 
MODELS. 

WAilt  Ox>dcu^ 

(cA  S[)^etcuU>  and  Thicti. 


L.  S.  WILSON  MFC.  CO.  •  7  376  $.  WESTERN  AVE..  CHICAGO  8  ILL. 


fExceluni 


Triple  Track 

'-Comt^nTfion  WtNDOWS 


Sales  come  easy  with  EXCELUM  windows  be> 
couse  you're  selling  top  quality.  Engineered 
from  the  finest  extruded  oluminum,  they  have 
eliminoted  service  colls  Soles  resistonce  melts 
when  you  show  EXCELUM's  exclusive  feotures 
ond  rigid  construction. 


€xcelum 


COMBINATION 

ALUMINUM 


Wfft#  for  DoioHt  o#  Our  OMrlbvipr  KO  FLAN, 


Escftfffvo  loffftoffot. 


Jamaica  Sash  &  Door  Co. 


16S5  Jericho  Turnpiht, 
New  Hyde  Pork,  L.  I- 
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u  KEYSTONE 


ALUMINUM  Sio  rm-Screen 

WINDOWS  &  DOORS 


Y«t,  b«$t  dressed  but  most  important  .  .  .  homes 
will  be  more  comfortable  when  they’re  equipped 
with  Keystone.  Your  customers  will  appreciate 
the  Quality  and  Features  of  Keystone  products. 


^  niU  lENGTH 
PIANO  TYPE  HINGE 


An  •xdinlv*  raolwr* 
mortiiing 
ond  mokot  o  pgrfoct, 
rigid  installation. 


w®  j  CASEAIENT  WINDOWS 

Wmdow  With  A  ^ 

The  Louvers!  EiHwr  outside  w  inside  typ*. 


Auembly  Plants  Coast  to  Coast! 


Specialty  Survey 

{ContitiKi'd  from  Page  59) 

earn  an  extra  dollar  per  window 
if  they  turn  in  orders  for  100  win¬ 
dows  in  any  one  month.  He  ad¬ 
vertises  heavily  in  local  new.s- 
papers,  makes  extensive  u.se  of 
telephone  solicitation,  and  offers 
checks  of  $15  to  former  customers 
for  leads  that  result  in  sales  of  ten 
or  more  windows. 

Dealer  C  is  located  in  a  larjre 
Connecticut  city.  He  has  11  .sales¬ 
men  who  work  on  15'-  commi.ssion 
and  16  to  30  mechanics  dependiiiK 
on  the  -sea.son.  His  company  is 
divided  into  three  dejiartments 
each  under  its  own  manafrer.  The 
first  department  handles  roofin}?, 
sidinK,  and  insulation  (blown  rock 
wool)  ;  the  second  takes  care  of 
kitchens  and  remodeling:  the  third 
handles  aluminum  combination 
windows,  porch  enclosures,  and 
folding  doors. 

New.spaper  Ads 


•  «  new  prnfii  o|»poriuniiy  ^ 
^  waitinjiS  for  you! 

S£U  WILLIAMS  GARAm 


•  Kiln  Dried,  No.  2 
or  Better  Lumber 


*  21S-lb.  Shingle  Roof 


*  3 — 20i2S  Windows 


*  Concrete  Foundation 


*  Strand  All-Steel 
Overhead  Door 


New  Beauty  New  Dcsigni  New  Prices 

Now  is  the  time  to  capitalize  on  new  business.  WILLIAMS  garages  come  ready 
to  assemble  —  with  the  finest  materials  throughout. 

Get  the  Awaiting  Business  Now 

"Garages  Our  Specialty  —  Not  a  Sideline" 

WILLIAMS  Lumber  &  MIg.  Co. 

4039  (ole  Brillianie  •  51.  Louis  8,  Mo. 


This  dealer  advertises  daily  in 
the  local  paper  and  in  those  of  the 
surrounding  county.  He  makes  u.se 
of  frequent  direct  mail  .solicitation 
and  spon.sors  the  weather  rejiort 
on  the  local  radio  .station.  Sale.s- 
men  receive  awards  for  brinKinsr 
in  over  $50,000  worth  of  business 
while  customers  ^et  3'-  commi.s¬ 
sion  on  any  leads  that  result  in 
.sales  of  over  $100.  The  company 
was  e.stablished  in  1941  and  has 
been  expandinjr  ever  since. 

Like  the  Connecticut  dealer  de¬ 
scribed  above.  Dealer  D  is  not  a 
specialist  but  operates  on  a  smaller 
.scale.  He  is  in  a  medium  sized 
Michijran  town  and  employs  3 
salesmen  and  one  in.stallation  me¬ 
chanic.  He  .sells  Venetian  blinds, 
asbe.stos  and  insulating  siding, 
rock  wool  insulation,  aluminum 
awnings  and  combination  windows 
and  doors.  Most  of  his  leads  are 
obtained  by  canva.ssing  and  tele¬ 
phone  solicitation,  the  latter  being 
done  by  a  woman. 
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lie  has  been  in  business  for  six 
years,  bavin}?  taken  over  the  firm 
from  the  previous  owner  who  had 
formerly  sold  only  Venetian  blinds, 
screens,  and  storm  sash. 

While  the  four  dealers  described 
above  are  typical  of  the  majority, 
there  are  many  others  who  differ 
as  far  as  the  product  in  which  they 
specialize  or  in  the  combinations 
of  items  they  handle. 

Venetian  Blinds 

(Conthiucd  from  Page  60) 

lon}?er  merely  .selling;  it  is  service, 
and  service  has  a  personal  touch 
that  attracts  more  customers — and 
retains  more  customers  for  pos¬ 
sible  repeat  .selling  later  on. 

Isn’t  a  window  a  window,  how¬ 
ever,  and  a  Venetian  blind,  no  mat¬ 
ter  how  well  made  and  attractive, 
basically  a  covering  for  a  window’* 

This  is  not  true  at  all  —  as  any 
dealer  who  really  knows  the  tricks 
of  “Venetian  blind  service"  will 
tell  you. 

A  window  can  be  any  one  of 
many  differently  styled  window.s — 
depending  on  how  the  Venetian 
blinds  and  accessories  to  cover  it 
are  arranged.  It  can  be  made  to 
a|)pear  large  or  small,  wide  or  nar¬ 
row,  tall  or  short,  })rominent  or 
(with  the  wi.se  use  of  color)  almost 
unnoticed  in  the  wall  that  contains 
it. 

The  illu.st  rat  ions  on  this  i)age 
indicate  .some  of  the  simi)le  ways 
windows  can  be  changed.  A  glance 
is  sufficient  to  .shf»w  how  easily  it 
can  be  done  —  and  what  increased 
possibilities  for  more  Venetian 
blind  sales  the  dealer  has  available 
if  he  or  his  salesmen  become 
service-minded  and  really  follow 
through  with  customer  suggestions 
and  aid  of  this  kind. 

The  single  window,  for  example, 
shows  three  })ossible  variations  — 
each  so  different  that  it  appears 
not  to  be  the  same  window  at  all. 
So  with  the  double  windows  and 
window  pairs.  Each  is  transformed 
(Coiithuo'd  on  Page  98) 


Z)rip~j(^ex 

(PICTURE  FRAME) 

All-Exiruded 
Aluminum  Combination 
Storm  Windows  and  Doors 


*  Competitively  Priced! 

*  Excellent  Quality! 

*  Completely  Interlocked! 

*  Positive  Cam  Catch! 

*  No  Springs  to  Rust  or  Lose  Tension! 

*  Beautifully  Mitred  Picture  Frames! 

*  Completely  Extruded! 

*  Superbly  Engineered! 

WANTED: 

DEALERS  MD  DISTRIBUTORS! 


PROMPT  DELIVERY  AT  ALL  TIMES  IS  ASSURED. 
K.  D.  OR  COMPLETELY  ASSEMBLED 


Write  or  Call  . .  . 

T)rip-Jl^x 

1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


CANADIAN 


/UUMINUM  K.  D.  DEALERS  WANTED 

TBADg  MARK 

ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 
COMBINATION  ALUMINUM  WINDOW. 

A  really  trouble-free  triple  track  window.  Easiest  possible  assembly 
and  installation.  Will  outsell  any  competition  on  demonstration. 
All-Time  Mtg.  Co.,  Inc.  Canadian  Dealers 

Branch  in  Canada 

293  Park  Street  All  Time  Mfg  Co,  (Ontanol  Ltd 

New  Britain,  Conn.  30  Richmond  Sfreet  West 

Oshawa,  Ontario,  Canada 


HOME  IMPROVEMENT  DEALER 
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IN  KITCHEN  VENTILATION 


EXCLUSIVE 


rMDF-Mf/AfD 

VENTILATORS 


CENTRI  ■  wnh  ^  vkwiwbiiw 

for  discharge  under  jpressure 


Tlu-  oiilslaiiclii/i'  iHTlormaiicc  t)l 
Clipper  \|’entilator.s  is 
due  to  their  exclusive jdesign,  incorporat¬ 
ing  the  use  of  genuinej  centrifugal 
blowers.  Lhilike  blade-tvpe  fans, 
mznm  ZZ3  blow  ers  move  a  large- 
volume  ol  air  through  a  duct  under 
pressure.  This  pressure  is*  necessars  to 
overcome  the  resistance  set  up  by  t be¬ 
wails,  ellnm-s  and^other  olistructions  in 
the  iluct  ssstem.  You  can  count  on 
^77T7h: /} /‘mit I'r  (|uality  perlormance. 


The  ONLY  ventilator  that  gives  you 

•  Centnlunal  Blowers  •  Interchanxeable 

•  Isolated  Motor  Horuontal  and 

•  Dnpless  Grille  Vertical  Discharje 

•  Easier  Installation  •  Five  near  Guarantee 

PRICE  OFFERS  AN  INDUCEMENT 
BUT  QUALITY  OFFERS  A  REASON 


r/rAD£-W/i¥D 

Moro^fjt/rs.  //rrw- 


5711  So.  Maine  St.,  Let  Angelet  37 


Venetian  Blinds 

{Cnntitiued  from  Page  97) 

by  simply  varyiiiK  the  size  of  the 
Venetian  blind,  the  positioning  of 
the  blind  on  the  wall,  and  adding 
the  acce.s.sories  of  draperies,  cur¬ 
tains  or  valances. 

In  addition,  other  important 
decorative  values  can  be  achieved 
by  this  method,  for  windows,  as 
is  indicated,  can  Ite  made  to  lend 
an  informal  air  to  an  informal 
room,  or  —  as  the  decor  may  dic¬ 
tate,  may  create  a  modern  or  tradi¬ 
tional  atmosphere.  Color,  too, 
which  cannot  be  shown  here,  offers 
a  great  many  additional  po.ssibili- 
ties  for  window  change,  for  v'aria- 
tion,  for  intere.sting  and  dramatic- 
effects. 

So,  for  more  Venetian  blind  .sales 
—  make  selling  a  .service.  Help 
your  cu.stomers  with  their  window 
problems.  Show  them  how  remark¬ 
ably  versatile  Venetian  blinds  can 
be,  and  how  a  room  —  any  room. 


with  any  size  or  .shape  windows 
—  can  be  literally  transformed 
through  the  intelligent  and  imag¬ 
inative  use  of  this  product. 

It  calls  for  only  a  little  extra 
effort  on  the  part  of  the  dealer 
and  his  salesmen  —  and  it  will  re¬ 
sult  in  more  .satisfied  customers, 
stimulate  repeat  busine.ss  —  and 
greatly  increa.se  Venetian  blind 
.sales. 

Baltimore  Dealer 

(Coiitiinied  from  Page  66) 

inquires  about  anyone  el.se  she 
knows  who  would  be  intere.sted  in 
such  a  window  or  hou.se  installa¬ 
tion. 

As  a  further  .stimulant  toward 
getting  this  information,  the  usual 
type  of  courte.sy  commission  book 
is  handed  out  with  10  self-ad¬ 
dressed  prepaid  postcards  in  w'hich 
the  names  of  prospects  are  listed. 
If  a  .sale  results  from  any  of  the.se 


witlistanil  4,600  inch-pounds 
torqne  test 

This  exclusive  WERNER  fea¬ 
ture  provides  cver-straight, 
never-twist  side  rails.  For 
you,  this  means  a  stronger, 
safer,  longer-lasting,  light¬ 
weight  ALUMILADDER. 

ALOMILADDER  Extensions 
give  you  lightweight  alumi¬ 
num  plus  WERNER'S  save- 
weight,  "fire-ladder”  con¬ 
struction  to  conserve  physi¬ 
cal  energy. 

Extensions  available  with 
flared  or  straight  bottoms. 

Write  Department  B  for 
complete,  up-to-date  ALOMI- 
LADUER  catalog— Extensions, 

Singles,  Steps. 


This  Worranty  $•«!  o|»p«Qrs 
on  oil  Wornor  loddort 
This  toddor  is  guofontood  by 
th«  monufacturor  to  mott  tho 
roquiromonti  of  tho  safety 
codo  covering  moteriol.  con¬ 
struction,  ond  design  os 
odopted  by  the  Metal  Ladder 
Manufacturers  Association. 
ALUMILADDeH  Cefensions  ex¬ 
ceed  specified  MIMA  safety 


Maiwfacturws  - Basic  AhnwmMi  Eitrusiws  antf  RiU  formttf  P  otfacts 


295  Fifth  Ave..  New  Yerfc  14.  N.  Y 
Feeteries:  Greenville.  Pa..  Oshaoa,  Ont.,  Canada 
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leads,  the  customer  receives  a  .‘5 
percent  commission  on  each.  To 
follow  up  these  book  placements, 
a  rotatinfr  file  system  i.s  used  to 
insure  that  every  customer  is 
reached  either  by  telephone  or 
mail  about  once  a  month. 

Another  successful  volume  pro¬ 
ducer  comes  from  making  a  cris.s- 
cross  canvass  of  the  city.  The  men 
start  from  the  office  on  Tue.sdays 
and  Thursdays  and  make  certain 
that  all  of  the  city’s  10  selling  areas 
are  covered,  with  follow-ups  left 
for  the  regular  salesman  assigned 
to  each  area. 

This  system  a.ssures  the  regular 
salesman  his  commi.ssion  since  it 
has  been  found  be.st  to  have  the 
account  become  personally  familiar 
with  him.  while  a  similar  commi.s¬ 
sion  is  paid  as  well  to  the  man 
furnishing  the  lead. 

Another  device  used  to  spur  in¬ 
centive  among  the  salesmen  is  the 
holding  of  a  monthly  sales  conle.st 
with  the  award  either  a  u.seful 
household  gift  or  .some  other  item 
of  merchandise. 


STORM  WIZARD 

ENSEMBLE 

M COMBINATION  STORM  nTTJQ  "MAGIC  HINGE” 
m  AND  SCREEN  DOOR  rLUD  CASEMENT  STORM  SASH 

ALL-Aluminum  twin>  thot  hove  all  Amarico  talk-  j 
ing.  STORM  WIZARD  product!  aro  onglnoorod  to  giro  tho 
topmost  in  design,  material  and  construction  with  the  1 
features  that  every  home  owner  wonts.  STORM  WIZARD'S  | 
"extra  features"  mean  "extra  protlts"  tor  YOU. 

W  Combination  "Magic  Hinge” 

^  Storm  Door  Casement 

•  ALL  GLASS  SLT  IN  •  EXTRUDED  "MAGIC 

RUBBER  HINGE" 

•  INSTALLED  IN  ALU-  •  ALL  GLASS  SET  IN 

MINUM  JAMB  RUBBER 

•  OUTSIDE  FRAME  1”  •  BURGLAR-PRUF  LOCK 

THICK  •  VINYL  PLASTIC 

•  ALSO  AVAILAIILE  IN  WEATHER  STRIPPING 
3  LITE  DESIGN 
IMMEDIATE  DELIVERY 

Delivery  def^ndent 
upon  ovoilobtlify  of 
oluminum. 

Charter  Member  of  ^gOS 

the  Nationol  Combi-  H 
nation  Storm  Window  ■  Gt""' "Ver 

and  Door  Institute,  ■ 

Inc.  a 


Farm  Exhibit 


Superior  al.so  exhibit.s  at  the 
Maryland  State  F'arm  at  Timonium 
from  which  a  good  many  lead.s  on 
.storm  windows  and  insulation  are 
obtained. 

Superior  also  finds  that  well- 
planned  and  regularly  held  sales 
meetings  build  morale  in  the  force 
and  hatch  a  lot  of  good  promotion 
ideas.  The  com|)any  often  arranges 
informal  talks  by  prominent  busi- 
ne.s.smen.  followed  by  question-s- 
and-answers  periods.  The.se  au¬ 
thorities  may  even  include  well- 
known  figures  outside  of  the  in¬ 
dustry  but  allied  to  it  such  as 
bankers  and  real  estate  developers. 

Mr.  Hechter  believes  that  sales 
meetings  which  follow  a  routine 
and  stereotyped  pattern  and  which 
are  nothing  more  than  pep-talk 
.sessions  accomplish  nothing.  He 
finds  that  his  staff  considers  them 
uninviting  and  merely  a  wa.ste  of 
time. 

(Cinitiuind  oil  Poffe  100) 


m  wemm  Pi\cmc<>r  STRINGER 


NEW?  "POLAR  QUEEN"  Extruded  Aluminum 
Anodized  Storm  Windows  and  Doors 


WINDOWS  —  Special  track  design  —  with  triple  profits 
for  you! 

DOORS  —  Mode  right  by  men  with  the  'know-how."  Fast 
delivery  assured. 

A.  H.  STRINGER  COMPANY 

209  Wolnut  Street  Girord,  Ohio 


HOME  IMPROVEMENT  DEALER 


INCREASE  SALES  WITH 


I 


Bondstone 


n-  i;  r.  V  I'jl  OH 


Exclusive  Territories  Open 
For  Qualified  Dealers 


Bondstone 


Kar  u  »  r>i  oir 


EmcoCement  Products, lnc.9[ 
Shomokin,  Pa.  ?* 

■3S 


Aluminum 

Storm  &  Screen  Doors 

ARCHED 

DESIGNS 

by 

Kurofrost 

Manufacturers  of  Aluminum  CIRCLE 
and  GOTHIC  Storm  and  Screen  Doors. 

These  Exclusive  Features  Assure 
Your  Satisfaction! 


1.  Seam-welded.  No  rivets  or  bolts. 

2.  Mortised  hinges. 

3.  Molded  effect  at  panel  lines. 

4.  TVt-inch  bottom  rail. 


The  Only  Door  With 
A  Perfectly  Round  Head 

★ 


Also  Regular  Aluminum  Storm  Doors  ' 


Write  or  Phone 
For  Information 


KIEFER  MANUFACTURING  CO, 

1900  BRIGHTON  RD.  PITTSBURGH  12,  PA.  FAirfax  1-5644 


Baltimore  Dealer 

(Continued  from  Page  99) 

“But  thi.s  does  not  m'^an  that  I 
condemn  the  practice  of  holding 
.sales  meetings,”  he  is  quick  to 
point  out,  “They  are  a  necessary 
function  with  every  organization. 
In  our  own  ca.se  we  hold  an  in¬ 
formal  get-together  at  lea.st  once 
a  week,  with  the  larger  over-all 
sessions  every  month.” 

At  the.se  larger  affairs  the  firm’s 
sub-dealers  on  windows  are  invited. 
These  men  are  usually  roofing  and 
siding  contractors  within  a  20-mile 
radius  who  do  the  bulk  of  the  sales 
work  with  the  installation  left  to 
;  Superior. 

Superior’s  own  .sales  staff  con- 
:  si.sts  of  five  men  under  the  direc¬ 
tion  of  Joe  Kvans,  .sales  manager. 

The  in.stallation  .staff  consists  of 
two  crews  of  three  men  each.  They 
are  paid  .straight  salary,  no  piece 
work.  Mr.  Hechter  finds  this  i)lan 
advantageous  since  the  mechanics 
can  do  their  job  more  leisurely  and 
can  take  time  to  talk  to  the  cu.s- 
tomer  and  find  out  preferences. 

Two  Trucks 

The.se  men  are  furnished  uni¬ 
forms  and  equipment  and  use  two 
trucks  for  windows,  two  on  in¬ 
sulation.  They  operate  out  of  a 
warehou.se  in  back  of  the  office 
where  windows  are  stocked  in 
truck  loads.  Although  windows  are 
bought  in  stock,  the  shop  fabricates 
its  own  sjiecial  odd-size  windows. 

The  Iwation  at  1744  Holbrook 
Street,  which  is  only  a  short  di.s- 
tance  from  the  city’s  principal 
shopjiing  area,  although  not  instru¬ 
mental  in  drawing  in  street  traffic 
which  is  not  needed  for  thi.s  type 
of  busine.ss,  nevertheless  makes  it 
easy  for  the  staff  to  get  to  any 
.section  of  the  city  easily. 

Mr.  Hechter’s  experience  in  the 
indu.stry  dates  back  to  1984  when 
he  started  working  for  the  Stand¬ 
ard  Lime  and  Stone  Co.,  manufac¬ 
turers  of  the  former  Capitol  Rock 
Wool.  As  sales  manager  he  traveled 
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throughout  the  Middle  West  and 
Southwest.  In  May,  1940  he  re¬ 
signed  to  establish  his  present 
company. 

He  joined  the  Baltimore  chapter 
of  Nersica  in  the  fall  of  1945  and 
was  elected  .secretary  in  1947  and 
president  in  1948. 


Home  Show 

(Conti tnicd  from  Pone  84) 

F.  LITKRATURE  DISPLAY  j 

Have  adequate  space  and  loca¬ 
tion  for  literature  which  is  readily 
acce.ssible  to  the  salesmen — not 
nece.s.sarily  readily  acce.ssible  to  the  i 
public. 

(I.  JANITOR  sp:rvi(t: 

Provide  Janitor  and  mainte¬ 
nance  .service  to  .see  that  hLxhibit 
is  clean  when  the  .salesmen  come 
on  the  door  and  that  all  units  are 
operating  properly. 

H.  PRICKS 

All  products  displayed  should 
show  a  price  in  an  inconspicuous  ! 

(Coiifinioil  on  Pojft  104) 


irS  JUST  RIGHT  FOR 


t 

iriK  VTV/rwKKruh, 

PLASTERED  BRICK  VENEER 


DEALERS 


WANTED 


NEW  ENGLAND 

for 


ANDERSON 
TRIPLE  TRACK 
COMBINATION  WINDOWS 


Direct  from  Manufacturer 
with  18  YEARS  of 
PRODUCTION  EXPERIENCE 

in 

COMBINATION  WINDOWS 
COMBINATION  DOORS 


Also  Wood  Combination  Windows 


.\l  llh  U  nulilU  {  llllJl/lnUIII  ^  llli  . 

'(if.  \l J > ' ji 'I  / / \  Ati  niii 
.\rliti  i^fon ,  \luii. 

.\rlimitiin  1-762S 


One  of  the  great  advantages  of  Quikbrik 
is  that  it  can  be  used  on  any  type  of 
architecture — small  or  large — new  or  old. 
Thousands  of  homes,  schools,  hospitals, 
1  service  stations,  factories  and  many  others 
have  found  Quikbrik  ideal  in  every  way. 

The  Quikbrik  formula  is  prepared  from 
.  genuine  ground  brick  and  Portland 
^  cement — the  two  best  masonry  prixlucts 


known.  It  is  applied  in  a  plaster  form  and 
then  shaped  into  a  brick  pattern  with 
special  cutting  ttmls. 

It  will  last  the  life  of  any  structure  to 
w  hich  it  is  applied  and  costs  less  than  half 
as  much  as  ordinary  brick  construction. 
There  is  nothing  like  Quikbrik  on  the 
market  ttxJay — for  beauty,  permanence 
and  econttmy. 


Notice;  Quikbrik  is  a  comparatively  new  product;  therefore  dealer  franchises 
may  still  be  available  in  your  area.  For  complete  information  please  write: 

AMERICAN  CEMENT  PRODUCTS 

15946  Livernois  *  Detroit,  Michigan 


Dealers  Wanted  For 
Little  -  Beaver 
Storm  Doors! 

The  Storm  Door  you're  looking  for  .  .  .  for  higher 
profits,  faster,  complaint-free  door  sales,  available 
assembled  or  KO I  One  Inch  thick,  two-llte,  oil- 
aluminum  combination,  with  frame  jamb,  63ST5 
Aluminum!  Profitable  dealerships  available  in 
protected  territories!  Write,  wire,  or  phone  for 
details  I 

THE  LITTLE  -  BEAVER  MFG.  CO. 

1513-17  Ashlond  Avenue,  Baltimore  23,  Md.  EAstern  4200 
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OVERSTOCK  SALE... 20, 000  UNITS 


Survey  Shows  Every  Dollar  Spent  On 
Modernization  Increases  Home  Valne  $2.50 


IMPORTED  (PATENTED) 

LOUVRE 

WINDOWS 

COMPLETE  UNIT  HARDWARE 

Sold  at  fromondout  Mcritico.  M.tt  diipou 
of  this  lot  to  rocovtr  c.pitcl  Invottmant. 
tinea  ihipmant  orrivad  too  Iota  for  19S2 
building  taoton. 


Zinc  cootad  or 
aluminum  finith. 
Staal  tactlont 

rsv,"  to  *1/,- 
blgh  —  tiaaibla 
oldtii. 


Advantages:  Cantrolled  ventilation. 
Functional,  Quick  installation.  IN 
TROUBLE-FREE  OPERATION  FOR 
OVER  20  YEARS.  Economical  cost, 
made  even  lower  by  huge  over¬ 
stock  discount.  These  jalousie  win¬ 
dows  widely  used  os  prime  equip¬ 
ment  for  homes  and  business  con¬ 
struction.  Ideal  for  breezeway  and 
porch  enclosures,  indoor  partitions, 
etc.,  since  no  wooden  uprights  ore 
needed. 

NOT  A  CLOSE  OUT! 

Continued  supply  of  all  sizes  is  guaranteed! 

To  ho  4i%p0%od  of  o$  o  lot  ot  in  tmollor 
quaniHiot  Wo  yr^o  yoy  to  oct  ot  onto  to 
toll*  oilvmntogo  of  thit  tryo  o^poftynity. 

WRITE  OR  WIRE 
BOX  609 

BUILDING  SPECIALTIES 

42S  FoRirth  Avonuo,  Now  York  14*  N.  Y. 


Photo  courtesy  Ittsiiltifitig  Stding  Assoc. 

A  bungolow  type  home  in  Montono  resided  with  shingle  style  insuloting  siding. 


Every  dollar  .spent  on  modern¬ 
ization  of  an  older  home  during 
the  pa.st  five  year.s  ha.s  increa.sed 
the  value  of  the  home  an  estimated 
$2.50,  accordinfr  to  a  survey  re¬ 
cently  completed  by  the  Insulating 
Siding  In.stitute,  Chicago. 

R.  G.  Breeden.  Jr.,  manager  of 
the  institute,  .said  the  e.stimate  was 
ba.sed  on  a  repre.sentative  .sampling 


of  the  one  and  a  quarter  million 
homes  in  the  U.S.A.  that  have  been 
modernized  with  insulating  siding 
during  the  past  five  years. 

“These  figures  show  that  a  dollar 
sjient  on  modernization  is  the  best 
investment  the  average  home  own¬ 
er  can  make,”  Breeden  .said.  “Even 
after  the  effects  of  inflation  have 
been  discounted,  the  increa.se  in 


All  the  $ign$  point  to  ELMONT  . . . 


NEW! 


panel  M  I  T  R  E  D 

ALL-ALUMINUM 

COMBINATION 

STORM  &  SCREEN 


O  WAYS  to  ORDER 

1  —  Assembled 
2  —  "KD"  (knock-down) 
3  —  Semi-"KD" 


DOORS 


•  Heavy  H-Beam  Construction 
Gussets 

•  Hollow  Mullions 

•  Beautiful  Ribbed  Face 
t  Smooth  Interior 

•  Three  stainless  half-concealed 
hin{es  riveted  to  Z-Bar 

•  8  Points  of  Attachments  make 
it  Sag-proof 

ELMONT 

575  HEMPSTEAD  TURNPIKE 


^  ADVANTAGES 

^  1  —  Low  Prices 

2  —  Distributor¬ 
ships  open 

3  —  PROMPT  DELIVERY! 


MFG.  CO. 


ELMONT.  NEW  YORK 
PLoral  Park  4-3620 
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W  jijuuiA.  ! 


Schumacher's 

brand-new, 


grand-selling 

mmmr 

COMBINATION  WINDOW 


JusI  whaf  the  dealer  ordered  ...  a  combination  window  with  plenty 
of  extra  features  .  .  .  extras  that  don't  cost  extra.  Check  'em 
yourself: 

•  Made  of  certified  clear  kiln-dried  Redwood. 

•  Factory-assembled,  complete  with  cadmium  plated 
hardware. 

•  Fits  any  standard  opening  —  no  planing  or  trimming 
needed. 

•  Easy,  low-cost  installation. 

•  Competitively  priced  .  .  .  but  built  In  the  tradition  of 
Schumacher's  top  quality  .  .  .  backed  by  over  60  years' 
experience. 

•  Self-storing  feature  available  on  request. 

Add  to  these  features  Schumacher's  usually  fast  delivery  PLUS  the 
availability  of  high  quality  Schumacher  combination  doors  .  .  .  and 
you  have  the  hottest  story  in  the  combination  window  business. 


value  is  .still  at  least  double  the 
cash  outlay. 

“This  estimate  does  not  include 
the  increa.se  in  living  comfort,  the 
lower  upkeep,  and  the  lower  fuel 
bills  that  result  from  any  major 
modernization. ”  Bretxlen  explained. 

He  predicted  the  volume  of  home 
remodeling  would  increase  during 
the  next  few  years  regardless  of 
the  number  of  new  homes  con¬ 
structed. 

High  employment,  the  rapid 
increase  in  the  number  of  families, 
and  the  fact  a  higher  percentage 
of  families  now  own  their  homes 
than  ever  before  were  forces  cited 
by  Breeden  that  will  speed  up  the 
pace  of  home  modernization. 

“The  average  American  family 
has  always  wanted  to  better  his 
living  conditions.  Today  most 
families  have  the  means,  even  if 
they  may  be  limited,  to  improve 
their  homes.  Our  survey  shows 
the  wi.sdom  of  doing  it  now.  They 
will  not  only  benefit  in  more  com¬ 
fortable  living,  but  they  will  be 
making  a  .sound  investment  at  the 
same  time.” 

Aluminum  Expansion 

(('oiiti lilted  fi'iiiii  Pof/e  26) 

gage  loan  made  on  both  old  and 
new  hou.ses  has  ri.sen  considerably 
further  though  the  volume  of  mort¬ 
gages  protected  by  the  FHA  or  VA 
has  declined. 

Debts 

Debt:  Out.standing  mortgage 
debt  secured  by  one-to-four  family 
houses  expanded  by  about  $3.2 
billion  in  the  first  six  months  of 
1952  but  debt  on  multi-family  and 
commercial  properties  increa.sed 
only  $500  million  —  considerably 
less  than  in  the  .same  period  a  year 
earlier. 

Portfolio:  Savings  and  loan  a.s- 
sociation  holdings  increa.sed  $2.3 
billion  in  the  year  ended  June  30, 
the  large.st  increa.se  for  any  cor¬ 
responding  period.  Increa.ses  of 
$2  billion  at  life  insurance  com¬ 
panies  and  $1.4  billion  at  mutual 


savings  banks  were  exceeded  only 
during  the  preceding  year. 

Labor 

Lahor:  All  tyi)e.s  of  con.struction 
labf)r,  .skilled  and  un.skilled,  are 
reported  to  lx*  available  through¬ 
out  the  country  in  contra.st  to  a 
year  ago  when  bricklayers  and 
pla.sterers  were  hard  to  come  by  in 
some  areas.  A  greater  reluctance  of 
employers  to  meet  wage  demands 
has  been  reflected  in  an  increa.sed 
number  of  strikes. 


Materiah:  Stocks  of  lumber  at 
mills  and  concentration  yards 
reached  a  post-war  high  at  the 
beginning  of  this  year  and  since 
have  changed  little.  Cement  .stocks 
reached  a  new  peak  this  Spring 
but  manufacturers'  holdings  have 
Ix'en  declining  in  a  normal  .sea.sonal 
pattern.  Inventories  of  plumbing 
fixtures  and  equipment  have  been 
two  to  four  times  as  large  as  a 
year  earlier  and  supplies  of  mo.st 
types  of  heating  equipment  have 
also  been  larger. 
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S*nd  for  Fro«  Doscriptiv*  lylloth 


PLEXIGLAS® DOMELITES 

provide  oil  the  benefits  of  CLEAR  DAYLIGHT 
ond  ore  WEATHERTIGHT  oil  yeor  ronnd 


Home  Show 

(Continued  from  Page  101) 
place,  generally  accessible  only  to 
the  salesmen,  and  all  salesmen 
should  Cnow  and  refer  to  this  i)rice 
in  order  to  (juote  the  specific  and 
correct  prices  to  the  pul)lic. 

I.  telephonp:  service 

Installation  of  a  phone  can  be  ar- 
ranjrcjd  with  your  local  telephone 
company.  It  serves  as  a  contact  be¬ 
tween  office  and  exhibit  as  required, 
and  is  convenient  in  case  anyone 
need  be  contacted. 

Cost  of  this  .service  is  nominal. 

IV.  Personnel 

In  order  that  your  .salesmen  un- 
der.stand  the  objectives  of  the  show 
and  exhibition,  a  general  meeting 
should  be  held  a  few  days  before 
the  opening  during  which  you  can 
explain  the  layout  of  products, 
•sale.s,  signs,  literature,  etc.  In.struct 
them,  particularly,  in  the  use  of 
identifying  lead  cards.  A  perfor¬ 
ated  type  of  card  is  advised,  be¬ 
cause  then  the  salesman  in  talking 
with  the  prospect  can  take  the 
name  and  addre.ss  on  the  top  half 
of  the  card,  tear  the  card  at  the 
perforation,  giving  the  stub  to  the 
pr(»spect  as  a  reminder. 

V.  .Show  Operation 

As  in  any  good  business  arrange¬ 
ment,  responsibility  and  authority 
must  be  centered  in  onh’  one  per- 
.son.  This  can  be  your  company 
repre.sentative,  preferably  the  sales 
manager.  He  should  break  the  day 
down  into  shifts  and  schedule  per- 
.sonnel  .so  as  to  rotate  attendants. 
Each  salesman  should  have  a  copy 
of  the  schedule. 

VI.  Show  F'ollow  I’p 

The  sales  manager  should  plan 
to  keep  sj>ecific  records  on  the  re¬ 
sults  of  the  show.  This  should 
mean  determining  from  each  .sales¬ 
man  how  many  of  his  orders  were 
sold  as  a  result  of  show  leads.  This 
can  be  done  by  insi.sting  that  the 
salesman  mark  on  the  order  “show 
lead.”  In  addition,  be  sure  to  .stand¬ 
ardize  your  lead  records  so  each 
.salesman  doesn’t  end  up  with  a 
pocket  full  of  unidentified  tickets. 


VANCO  PlotOe 

tOMfLITE  Skylight 


S^cify  Voiico  with 


...  silicone  masonry  water  repellent 

year  ’round  business 
OFFERS  and 

I#  healthy  profits 

to  alert  sales  organizations 


lndi\i(iual  honic%,  ap.irtiiUTUs,  sihools,  factories,  churches,  office  and  public 
huildiiif's  all  require  f.KVSTAI.  protection  to  keep  walls  dry.  preserse  tuck- 
|>tiintin>;,  present  staining;  efflorescence,  etc.  (^R^’S  I'AL,  ori>;inal  silicone  invisible 
tnastinry  water  repellent,  provides  advanta>’es  offered  by  no  other  material. 


You  can  make  g<H>d  money  offering  VC’urdack's  proven  one-coat  above  grade 
masonry  protcctittn.  Nothing  equals  if!  Almost  every  brick,  stone,  concrete 
or  concrete  hUnk  structure  offers  you  a  real  prospect.  CiRYSTAL  is  being 
used  with  acclaimed  success  on  many  of  the  most  famous  structures  in  the 
Nation.  Vi'idely  puhlicired  and  advertised,  (^RYSTAI.  is  specified  by  leading 
architects!  An  all  year  'round  profitable  busine.ss  —  (  RYSTAI.  may  be  applied 
even  in  freezing  weather. 


(il'.T  INI  ()  I  I  IIS  I'  I  I  I  I)  , . .  Vi  e  are  interested,  now ,  in  franchising  organizations 
equipped  to  sell  waterproofing  jobs,  and  to  arrange,  with  our  help,  in  getting 
them  done.  \Ve  train  your  sales  force,  give  st>u  full  patent  protection.  Vi'e  fur¬ 
nish  (  RYSTAI,  at  lowest  distributor  prices.  Profit  (xissihilities  are  excellent  both 
for  hanl  selling  organizations  able  to  finance  their  own  work  and  for  their 
salesmen. 


4940  FVIER  AVENUE 
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Ornamental  Iron 

{CoiitiiiUKi  from  Pnge  65) 

tan  be  no  tlamage  durinp  shipping 
or  installation,  and  l)ecause  the 
products  can  be  packed  so  com¬ 
pactly.  freight  charge.s  are  low. 

4.  Installation  is  not  difficult. 
Many  customers  —  if  they  order 
.stock  railings,  for  example  —  will 
want  to  do  the  in.stallation  them- 
.selves.  If  it’s  a  custom  job,  rail¬ 
ings  are  usually  drilled  in  advance 
by  the  manufacturer  and  installa¬ 
tion  is  simply  a  matter  of  bolting 
the  parts  together.  The  i)arts  on 
which  railings  or  columns  are  to 
be  installed  must  be  specified,  how¬ 
ever.  If  wood,  the  iron  is  screwed 
to  the  .steps  or  wood  parts.  If 
concrete,  the  ironwork  must  be 
sunk  into  holes  made  with  a  star 
drill,  then  covered  with  new  ce¬ 
ment  or  melted  lead.  (Some  manu¬ 
facturers  provide  for  the  use  of 
lead  expanders,  eliminating  the 
need  for  fresh  concrete  or  melted 
lead.) 

(This  article  will  be  concluded  in  the 
December  issue.) 

•Tfc- 


New  Products 

(('out in  1(1(1  from  Po()(‘  75) 

and  cadmium  coating  insulates 
Spirex  parts  against  rust  or  noise 
in  operation.  Modern  telescope  car¬ 
ton  stacks  flat  on  dealer’s  shelf, 
Itrovides  size  and  number  identifi¬ 
cation  at  a  glance. 

«  •  * 


in  the  Business 


f 


Thp  “Triple  Truck'  Slays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  and  doors  with  any  other  combination  on  the  market. 
Compare  STO-A-CO  for  appearance  and  style  —  for  smooth, 
permanent  trouble-free  TRIPLE  TRACK  operation.  Compare 
them  any  way  you'd  like.  STO-A-CO  products  are  built  to  stay 
sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  super¬ 
ior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompt  Efiicient  Service 
Distributorship  Inquiries  Invited 

••nmt  N»  iHf  wvkiHa  to  last  rotiivm" 


POST  OPHCI  SOX  97  Phfie;  Waylond  2481  APCO,  OHIO 


New  Globe  Roofing 
And  Siding  Products 

Harry  K.  Altheide.  Fixccutive 
Vice  President  of  Globe  Roofing 
Products  Go..  Inc.,  recently  an¬ 
nounced  the  marketing  of  three 
new  products.  Woodite  and  Kolor- 
gran  .Mineral  Surfaced  roll  roofing.s 
and  Sheetwood  a  Mineral  Surfaced 
roll  .siding. 

Woodite  is  a  wood  shingle  de¬ 
sign  roofing  with  three  strips  to 
the  roll.  Kolorgran  is  a  .“IG"  roll 
roofing,  and  Sheetwood  is  Globe’s 
(Coiitinia (1  on  FUigc  106) 


^  GIRARC 

|||\^n  PHILADELPH 


are  you  happy? 


It  will  pay  you  to  investigote  whot  we 
hove  to  offer  to  alert  dealers  and  dis¬ 
tributors  in  famous  MORT  Sto-A-Co 
ALL-WEATHER  triple  truck  combina¬ 
tions!  A  few  choice  territories  open  right 


52” 


woe 


now/ 


CALL  OR  WRITE  TODAY? 


HOME  IMPROVEMENT  DEALER 


105 


Our  low  priced 

LIBERTY  "  STORH  DOOR  CHAINS 
and  olher  LIBERTY  PRODUOS 

will  increase  your  sales. 


"  rf ":l 


No.  122 

ith  two  Sprin9t 


Ask  your  jobber  for  prices 
and  samples  or  contact  us  directly. 

LIBERTY  HARDWARE  MFG.  CORP. 

Mfrs.  Nf  Window  Builders'  t  Cabinet  Hardware 
44-39  Purvis  St.,  Long  Island  City,  N.  Y. 
STillwell  4-5940 


New  Products 

(Cnntiuued  from  Page  105) 

12"  shake  desijrn  roll  .sidinjf.  These 
products  mark  the  tir.st  time  that 
roll  roofinjfs  have  been  marketed 
with  Globe’s  exclusive  popular 
V'^KRTIGRAIN  texture.  They  are 
beinK  made  available  in  the  new 
li^ht  or  pa.stel  colors  as  well  as 
in  .standard  color.s. 

With  the  addition  of  the.se  three 
jrroducts.  Globe  continues  to  add 
to  their  extensive  versatile  line  of 
asphalt  shingles,  roll  roofings  and 
built-up  roofing.  The.se  new  items 
have  been  especially  produced  to 
provide  quality  rmifings  and  sid¬ 
ings  that  can  be  .sold  at  reasonable 
cost  and  fa.st  turn  over. 


Sliding  Door  Hardware 

Immediately  available  is  color¬ 
ful  and  informative  six-page  folder 
de.scribing  Rwket  Sliding  Door 
Hardware.  Including  full  size  .sec¬ 
tional  drawings,  materials  and 
specifications  as  well  as  a  complete 


CHICAGO 

iwnAi 

STRIP 

COMPANY 

Wanujaitiners  of: 

METAL  WEATHERSTRIPS 
for  wood  &  metal  windows 
-  SASH  BALANCES 
^  Brass  &  Aluminum 
THRESHOLDS 

&  Custom  Rolling  of 
Special  Shapes.  Screen 
Frames  and  Screen  Guides. 
U’rile  for  complete  catalogue  data. 

4521  NORTH  CLARK  STREET 
CHICAGO  40,  ILLINOIS 

Phone;  LOngbcoch  1-5122 


Which  of  these 
^  do  you  use? 

(1)  ALUMINUM  EXTRUSIONS 

(2)  ROLL-FORMED  SHAPES 


i 

% 

V  If  ' 

1 

It’t  to  easy  to  make  werner  facilities  a  dependable  part  of  your 
own  production  lines. 

Simply  tell  us  whether  your  interest  is  in  ALUMINUM  EXTRU¬ 
SIONS  or  in  ROLL-FORMED  shapes  of  aluminum,  stainless  steel, 
brass,  zinc,  copper.  You  will  receive  immediately  specific,  well- 
illustrated  information  covering  your  inquiry— and  detailing 
WERNER  capacity  for  secondary  operations. 

TWo  strategically  located  WERNER  high-capacity  plants  are 
now  serving  nationally  known  top  companies.* 

From  WERNER— you'll  get  highly  personalized  attention  and 
service.  Write  Dept.  lEN  for  bulletins.  •Samnomrmaeu 


MawtMtasn-liiic  Hmtmm  EiIimIim  Mi  M-fwasi  Pniscti 


PROFITS  12  MONTHS 
OF  THE  YEAR! 

...wHSaENUINE 

HEATHER  STONE! 

Get  on  the  BIG  PROfITS  bondwogon  .  .  .  with  genuine  HEATHER 
STONE  .  -  .  the  GREATEST  money  maker  in  the  /ong  term  building 
specialties  field. 

HEATHER  STONE  is  applicable  12  months  of  the  year  assuring  you 
BIG  PROFITS  all  year  round. 

HEATHER  STONE  sells  on  sight.  Is  opplied  like  tile  over  brick  — 
stucco  —  cinder  and  concrete  block  —  shingle  —  clapboard  and 
other  EXTERIOR  and  INTERIOR  surfocei.  HEATHER  STONE  is  the  only 
real  cast  stone  with  color  throughout,  and  having  many  popular 
selling  style  and  blends. 

HEATHER  STONE  makes  MONEY  for  you  .  .  .  NOT  T  MONTH,  NOR 
2  MONTHS  .  .  .  BUT  12  MONTHS  of  the  year  .  .  .  dollars  in  your 
pockets  all  the  time! 

CALL,  WIRE  OR  WRITE  NOW  TO: 

NATIONAL  HEATHER  STONE,  INC. 

4122  KENSINGTON  AVE.,  PHILA.  24,  PENNA. 
Phone:  DELowore  6-1400 


NATIONAL  HEATHER  STONE,  INC 
4122  Kensington  Are.,  Philadelphia  4,  Pa 

Gentlemen:  Please  send  me  the  complete  story  on  HEATHER  STONE. 
NAME  .. 

FIRM 
ADDRESS 

CITY  ZONE  STATE . 
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dealer  price  list,  the  manufacturer, 
(Irant  Pulley  &  Hardware  Co., 
feels  this  is  one  of  the  mo.st  all- 
inclusive  pieces  of  literature  ever 
offered  by  a  Slidinj?  Door  Hard¬ 
ware  manufacturer. 

In  addition.  (Jrant  makes  avail¬ 
able  to  dealers.  Window  Streamers, 
('ounter  Displays,  Mailin}?  pieces. 
Broadsides,  Ad  Mats,  and  a  con¬ 
tinued  National  advertisinjr  cam- 
paign  desifrned  to  cover  every 
potential  u.ser  of  Slidinjr  Door 
Hardware. 

4c  *  « 

Overhead  Garage 
Door  Promotion 

A  new  and  effective  sales  tool 
for  the  promotion  of  overhead 
garage  doors  to  consumers  has  ju.st 
been  made  available  to  di.stribu- 
tors  by  the  Winfield  Door  Corjjora- 
tion. 

Realizing  that  the  garage  door 
is  becoming  a  more  and  more  im¬ 
portant  feature  in  the  over-all 
architectural  design  of  homes,  Mr. 
Bert  Shemin,  {)resident  of  the  Win¬ 
field  Door  Corj)oration  and  Mr. 
(leorge  Knoerr  of  Ceorge  Knoerr 
and  A.s.sociates  have  written  an  ex¬ 
tremely  u.seful  and  attractive  16- 
|)age,  2-color  booklet  de.scribing  the 
u.se  of  overhead  garage  d(M)rs  as  a 
means  of  beautifying  the  home. 


Pursuing  the  idea  that  home 
owners  not  only  like  to  know  the 
mechanical  qualities  of  garage 
doors,  but  are  .sold  by  the  attrac- 
tivene.ss  of  actual  in.stallations,  the 
booklet  features  large  photos  of 
homas  equipped  with  various  mod¬ 
els  of  Winfield  doors.  An  interesting 
feature  of  the  booklet  is  the  nam¬ 
ing  of  each  style  of  door.  Under 
appropriate  style  names  as  The 
(Contiuued  on  Page  108) 


ploaso  pardon  tho  dc^lay  .  .  . 


We're  taking  |ust  o  few  seconds  to  mop  our 
brow  ond  soy  thonks  to  our  dcolcrs  for 
their  potience  and  consideration  regording 
delivery  delays 

When  dcolcrs  across  the  country  discovered 
the  ANDREA  Tri  Woy  Combination  Alumi¬ 
num  window  had  the  consumer-wonted 
features  ond  competitive  prices  for  quick 
soles,  response  was  so  overwhelming,  thot 
as  o  result  we  find  ourselves  for  behind 
schedule  in  production  ond  deliveries.  But 


this  condition  is  being  remedied  with  the 
erection  of  o  new  foctory  building 
This  building  odded  to  our  present  focilt* 
ties  will  more  thon  double  our  production 
copocity,  giving  us  the  obility  to  meet 
your  seosonol  requirements  ond  to  eorncstly 
solicit  your  business 

in  0  short  while  our  factory  representotive 
will  coll  on  you  to  snow  you  the  woy  to 
.....vr  lyrure  profits. 


183  HORTON  AVENUE  •  LYNBROOK,  L.I.,  N.Y.  •  lYnbrook  3-8668 


OF  RESEARCH  AND  MANUFACTURING  EXPERIENCE 
GUARANTEE  THE  QUALITY  AND  PERFORMANCE  OF 
EVERY  FOOT  OF  REXTRUDE*  FLEXIBLE  CROSS  SEC¬ 
TIONS  FOR  WINDOWS  AND  SCREENS. 

Rex  will  custom  make  to  your  specifications,  from  efies  mode  in 
our  own  toolroom,  any  type  of  screen  spline,  glazing  channel, 
glass  spline  and  weatherstripping. 

Our  laboratory,  with  its  highly  trained  staff,  is  available  for 
consultation  without  obligation  on  your  difficult  problems.  In 
addition,  they  are  continually  checking  present  formulations  with 
an  eye  to  improving  them  whenever  a  new  development  is  dis¬ 
covered.  In  this  way,  Rex  continually  offers  you  the  quality  product 
of  the  industry  at  the  lowest  possible  prices. 

WR/TF  TODAY  FOR  COMPLETE  INFORMATION, 
SAMPLES  AND  PRICES 

*  Reg.  U.  S.  Pol.  Off. 

THE  REX  CORPORATION 

51  Londsdowne  Street,  Cambridge  39,  Mass. 

Phone:  TRowbridge  6-1374 
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with  ROYALUM 

CURVED  and  SQUARE 
ALUMINUM  DOORS 

You  put  your  best  foot  forward  when 
you  tell  a  product  with  good  features 
that  spell  S-A-L-E-S  APPEAL 


I  limligalc  lim  FiH-Fnlil  Miulagis  h  '' 

AIR  MASTER 


IMMEDIATE  DELIVERY 


All-Aluminum,  Hinged 

CASEMENT  STORM  SASH 


Mail  Coupon  Today  for  full  IntormatiOH 


•  1  Dead  Air  Space  to  Control 
Condensation. 

•  Permanently  Installed. 

•  Positive  Weather -Stripping  Seal  — 
Prevents  Drafts  Through  Primary 
Windows. 

The  AIR  MASTER  extruded  aluminum 
storm  window  is  a  stock  item  manufac¬ 
tured  in  standard  sizes  and  is  avail¬ 
able  for  immediate  delivery.  Write  or 
phone  for  full  information. 


AIR  MASTiR  CO. 

18th  S  Lehigh  Avc ,  Philo  12,  Po 

PIcoir  tend  me  lull  intormotion  ond  pricci  on 
youi  Casement  Storm  Soth 

NAME 

ADORESS 

CITY  ZONE  STATE 


Air  Master  CO. 

ISth  St.  at  LEHIGH  AVE. 
PHILADELPHIA  32,  PA. 

Phone:  BAldwin  3-7100 


New  Products 

(Continued  from  Page  107) 

Pre.sident,  The  Senator,  The  Mod- 
;  erner.  The  Rambler,  The  Suburban, 
the  doors  are  de.scribed  in  terms  of 
utility,  economy — and  most  impor- 
;  tant,  in  terms  of  styling  and  their 
^  ability  to  blend  into  and  enhance 
a  particular  architectural  scheme. 

A  separate  shection,  phrased  in 
non-technical  language,  is  devoted 
to  the  .structural  details  and  engi¬ 
neering  merits  of  Winfield  Over¬ 
head  doors.  Designed  as  a  guide 
for  suggestions  and  ideas  to  the 
average  home  owner,  the  “see-for- 
yourself”  and  “here’.s-what-it-ac- 
tually-look.s-like”  consumer  ap¬ 
proach  is  being  enthusia.stically  re¬ 
ceived  by  consumers. 

»  9f 

New  Baked  Enamel 
Process  for  Metal  Parts 

A  revolutionary  new  develop¬ 
ment  of  an  automatically  con¬ 
trolled,  conveyorized  dipping  proc¬ 
ess  for  quantity  production  of 
baked  enamel  and  lacquer  finishes 
of  metal  parts  for  industry,  was  an- 
:  nounced  recently  by  hMward  Gold- 
I  stein,  president  of  the  Apex  Stamp¬ 
ing  Company. 

As  a  result  of  this  new  develoj)- 
ment,  known  under  the  name  of  the 
I  Steingetz  Sy.stem,  the  paint  loss 
which  runs  up  to  as  much  as  85  per 
cent  in  the  conventional  spray 
method  for  enamel  finishes,  has 
been  completely  eliminated.  The 
Steingetz  Sy.stem  has  been  licensed 
exclusively  to  the  Apex  Stamping 
('ompany. 

In  addition  to  the  elimination  of 
the  iiaint  los.s,  the  Steingetz  System 
provides  for  controlled  uniformity, 
complete  overall  coverage,  thor¬ 
ough  baking,  and  the  elimination 
of  all  drip  and  tear  marks. 

*  *  4t 

New  Awning  Window 
Alters  Home  Plons 

New-type  windows  promise  to 
have  a  great  influence  on  home 
design  in  1952,  in  the  opinion  of 
Anthony  Mainieri,  president  of 
General  Woodcraft  Company  of 


I 


.\ 
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North  Berjron,  N.  J.,  who  has  been 
attendinjr  home  shows  throughout 
the  country  where  many  of  the 
latest  windows  were  displayed. 

Following  emancipation  from 
the  old  type  double-hung  window — 
an  emancipation  that  began  with 
the  introduction  of  the  picture 
window — builders  are  prei)ared  to 
offer  an  infinite  variety  of  sizes, 
shapes  and  treatments,  with  flexi¬ 
bility  and  versatility  as  major 
points  in  fent>.stration  today.  Mr. 
.Mainieri  .said. 

Mr.  Mainieri  .said  the  awning- 
type  window,  introduced  first  in 
Florida  and  California,  promi.sed 
to  gain  popularity  in  this  section 
this  year.  His  company,  one  of 
the  large.st  manufacturers  .serving 
the  states  from  New  Jersey  to 
Maine.  exiH*cts  to  devote  a  sub¬ 
stantial  part  of  its  production  to 
this  new  window  in  19.')2. 

*  «  * 

Hachmeister  4-Page 
Plastic  Tile  Brochure 

The  Glamorous  beauty  of  ('oro- 
net  Plastic  Wall  Tile  is  gayly  illus¬ 
trated  in  a  new  four-page  brochure 
just  i.ssued  by  Hachmei.ster.  Inc. 
of  Pittsburgh.  Pa.  Full  color  illu.s- 
trations  show  an  actual  installa¬ 
tion  by  a  hou.sewife  and  a  com¬ 
pleted  bathroom  installation. 

*  «  * 

Cermak  Announces  New 
Giant  Plastic  Tile 

Cermak  Tile  Company.  Inc.,  an¬ 
nounces  the  addition  of  a  third 
Held  tile  to  its  pre.sent  two-style 
line  of  plastic  wall  tile.  Known  as 
('arra-Plas.  this  is  a  giant  size  tile. 

Carra-Plas  is  8>o  inches  .square 
with  four  times  the  surface  area 
of  the  pre.sent  Budget  Ffevel  or 
Cleveland  Bevel  Edge  tile.  It  is  | 
approximately  one-third  thicker 
than  Cleveland  Bevel  Edge.  Cer- 
mak’s  premium  regular  size  tile. 
Made  by  Cermak’s  patented  “Un¬ 
dergate”  proce.ss  of  injection 
moulding,  this  new  giant  size  tile 
is  .said  to  be  stronger  than  any 
other  on  the  market.  F^ntirely 
opaque,  this  tile  is  available  in  10 
plain  pastel  colors.  : 
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because  sales  are  easy 
and  the  profit  margin  is 
excellent  with  the 


Mark  Aluminum  Co.  of  Amrrico 


WINDOWS  and  DOORS 

“K.D.”  distributors  set-up  for  combination 
screen  and  storm  windows.  Made  of  life¬ 
time  Al.COA*  extruded  aluminum,  compcti- 
^  tivciy  priced,  plus  superior  features  that  beat 
competition.  Easy  to  assemble,  quickly 
installed  for  trouble-free  service.  Immediate 
delivery.  Advertising  and  sales  helps 
supplied. 

NASH  MFC.  CO. 

Executive  Office  ft  Main  Plant 
Long  Branch,  New  Jersey  Lent  Branch  8  6200 

Foctory  Branches 

335  Moisey  St.,  Nework,  N.  J.,  Ml  2-3600 

1148  No.  Americon  St.,  Philodelptiio,  Po ,  LO  3-1174 

9126  Horttord  Rd.,  Baltimore,  Md  ,  BO  2222 

147  Nossou  Blvd.,  West  Hempstcod.  L.  I.,  N.  Y.,  HE  2-S340 
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A.  &  li.  Mfg.  (  o .  42 

Armr  Windon  CondilioninK  ('» .  401 

Adams  KnicineerinK  Co .  14 

Adams,  Frank  .  HK 

Air  Master  Co .  102 

AIro  M'indow  Industries .  H4 

All-Time  Mfg.  Co.,  Inc .  07 

Aluma  Kraft  Mfit.  Co .  70 

Alumatir  Corp.  of  America . IH-19 

Alumidor  Mfjt.  Co .  10 

Aluminum  Fabricatinc  Co.  of  I’itts- 

burKh  .  21 

Aluminum  Specialties  Co .  H!) 

American  Cement  Frinlucts .  101 

Andrea  Mff(.  Corp .  107 

Arlite  Industries,  Inc .  26 

Arrow  Metal  Products  Corp .  2 

It 

It  &  V,  .Sales  Co .  99 

Itarnhart  Co..  The  A.  M .  4  4 

Itliss  Industries,  Inc .  79 

Kuildinx  Specialties  .  O.l 

C 

Calbar  Faint  &  Varnish  Co .  H6 

Campbell  Sash  M'orks,  The .  91 

('asement  Hardware  t'o..  The .  9 

ChicaKo  Metal  Strip  ('o .  106 

Clearview  Louver  M'indow  Co .  6.1 

Compo-Miracle  Products  Co .  50 

Corson  Mfu.  Co.,  Ben .  81 

Curvalum  Ihoir  Mfjf.  Co .  88 

I) 

l»ec-0-(irilles.  Inc .  78 

Ituncan-Morris  Co .  89 

Itustite  Products  Co .  92 

E 

KIIwimkI  .Aluminum  Co.,  Inc.,  The..  89 

KImont  .Mf*.  Co .  102 

Kmco  Cement  PriMiucts,  Inc .  100 

F 

Fealher-Lite  Mfjt.  Co .  44 

Federal  Screen  &  .Sash  Co .  77 

Fire-Lite  .Alarms  .  90 


G 


:t.i 


(General  Screen  and  .Sash,  Inc.. 

(iraef  Storm  M’indow  Co .  55 

(•reene  Construction  Co.,  The  It.  R..  94 

(fUildcrest  Co.,  The .  91 

H 

Hess  Manufacturinfc  Co .  .14 

Home  .Air  ConditioninK .  15 

Hutch  .ManufacturinK  Co .  40 

Ida  Products  Co .  62 

Industrial  Steels,  Inc .  94 

J 

Jamaica  Sash  &  Door  Co .  95 

Jasco  Aluminum  Products  Corp .  78 

Jerith  Mfu.  Co .  92 

Juliano  Aluminum  CuttinK  Saw  Shop  92 
K 

Kaufman  Company  .  8 

Kessler  Products  Co .  90 

Keystone  Alloys  Co .  96 

Kiefer  .Manufacturinx  Co .  100 

L 

I.iiberty  Hardware  Mf*.  Corp .  106 

Little-Beaver  Mf|t.  Co .  101 

Ludman  Corp . 46-47 

M 

Master  Fabricators.  Inc .  109 

McDermott  Metala  Co .  80 


Metal  Tile  Products,  Inc .  86 

Mi>dernview,  Inc . 11,102 

Mohawk  Venetian  Blind  Co .  91 

Moloney  Company,  The .  6-7 

M<»rt  Company  .  105 

N 

Nash  ManufacturinK  Co .  109 

National  Heather  Stone,  Inc .  106 

National  Windows .  78 

O 

Ohio  Can  &  Crown  Co .  22 

Orchard  Bros.,  Inc .  12 

P 

Paralastic  Products  Co .  84 

Paramount  .Aluminum  Products 

Corp .  4 

Parmco,  Inc .  28 

Peerless  (Irille  Co .  92 

Pilftrim  Co.,  F.  .A .  62 

Protectalum,  Inc .  82 

Pro-Tect-U-Jalousie  Corp .  2.1 

<1 

<iueens  Tool  Engineerint;  &  .Mfg.  (  o.  77 
R 

Raydon  .Mfg.  Co.,  Inc .  80 

Remington  .Aluminum 

Windows  Corp .  29 

Re-N'u-It  Corp .  .11 

Resolite  Corp .  87 

Rex  Corporal  if>n.  The .  107 

Rologlass  Equipment  t'o.,  Inc .  8.1 

Rooting,  Siding  &  Building 

Specialties  Manual .  79 

Royalum  Mfg.  Co .  108 

S 

Schumacher  Co.,  The  F'.  E .  10.1 

Scott  M’indows .  85 

Shower  l)o<»r  of  .America .  77 

.Steelcraft  Mfg.  <o .  15 

Sterling  .Materials  Co.,  Inc .  Ill 

Storm  .Master  .  .1 

Storm  Windows  of  .Aluminum,  Inc..  .  105 

Stringer  Co.,  A.  H .  99 

Sun-Sash  Company .  16 

Superior  Window  Co .  48 

T 

Tennessee  Fabricating  Co .  41 

Trade  Wind  Motorfans.  Inc .  98 

Trimedge,  Inc .  51 

Trip-Lex  .  97  ' 

Trov  Sunshade  Co .  24 

I' 

I'nion  .Aluminum  Co.,  Inc .  .19 

I'niversal  Fabricators  .  76  ^ 

V  I 

V-Seal  Corporation  .  35  i 

Van  Noorden  Co.,  E .  104  i 

Verflex  Sales  Corp .  27  ^ 

Vulcan  Metal  Products  Co .  .10 

Vulco  Eastern  Distributors.  .  .Back  Cover  ' 

W  i 

W  allace,  Don .  9,1  I 

W'arner  Mfg.  Corp .  43 

Weather-Proof  Co.,  The . 36-37 

Weather-Wise  W’indows,  Inc .  45 

Werner  Co.,  Inc.,  R.  D . 98,  106  ; 

Weyl-fJehagan  .  80 

AA’illiams  Lumber .  96 

Wilson  Mfg..  Co..  L.  S .  95 

Winstrom  Mfg.  ('o .  78 

Winsulite  Mfg.  Co .  96 

W’in-Sum  Window  Corp .  82 

Wurdack  Chemical  Co .  104 

Y 

Youngstown  Industries,  Inc .  38 


CLASSIFIED  ADVERTISING 

Under  thU  beadinq  claeiUiad  advartleemanU 
are  accepted  at  the  unilonn  rate  oi  25  cent* 
a  word,  but  no  adTertiaement  token  for  lea* 
than  20  word*  with  a  minimum  charge  of 
$5.00;  3  month*  at  20c  per  word  per  iniertion. 
Check  or  Money  Order  must  occompony  copy 
of  Clasaiiied  Ad.  AdTertisements  soliciting  deal¬ 
ers  or  distributors,  or  new  products  for  sale,  not 
accepted  in  classified  section.  Address  all  com¬ 
munications  to  Classified  Department.  BUILD 
ING  SPECIALTIES.  425  Fourth  Avenue.  New 
York  16,  N.  Y. 


SITI  ATIONS  wanted 


SAI-KS  MANAtJKR  —  KKJHTKEN  years’  back 
grttumi  selling  io  storm  window  dealers.  H  you 
manufacture  a  window  or  door  and  want  real  volume 
write  to  Box  BUILDING  SrKClALTlES. 

Kourth  Avenue,  New  York  lb,  N.  V. 


HKI.r  wanted 


SALKSMAN  GALLING  (L\  Manufacturers  & 
KD  Operators  to  represent  Manufacturer  <>f  Win¬ 
dow  &  iKior  Hardware.  Uommission  basis  unless 
you  have  (»ther  preference  which  we  can  discuss. 
This  outfit  .s^iecializes  in  meeting  all  itiquiries  5 
requirements  w'lth  prompt  service.  I..eads  furnished. 
Box  it.l7b.  Building  Sj^ecialties.  42!^  Fourth  Ave., 
New  York  lb.  N.  Y. 


S.XLKS  MAN.XGFR  —  WE  distribute  one  of  the 
finest  Three  Track  window  and  d<K>r  on  the  market 
in  I*a.,  New  Jersey,  Delaware.  Maryland,  Washing¬ 
ton.  We  need  a  gmnl  man.  If  you  think  you  can 
(|ualify  write  details  to  Box  369,  BUILDING 
spKCIALTIE.S,  425  Fourth  Avenue,  New  York 
16.  N.  Y. 


WANTED  ALUMINUM  WINDOW  salesman  for 
West  C'oast.  Ixrading  manufacturer  of  aluminum 
Iirime  windows  firmly  established  in  business  on 
West  Toast  wants  ex{ierienced  salesman  to  head  up 
sales  in  this  territory.  Excellent  opportunity  for 
right  man.  Give  full  particulars  aUtut  yourself 
when  answering.  Bi*x  372,  Bl’lLDlNii  SPECIAL¬ 
TIES,  425  ■  4th  Ave.,  New  York  16,  N.  Y. 


WANTED  SALESMEN  TO  sell  Venetian  blinds, 
tiood  opportunity,  manufacturer  will  train  you  and 
equip  you  with  samples  and  sales  data.  New  York, 
New  Jersey,  Connecticut  and  Pennsylvania  terri¬ 
tories.  Write  Box  367,  Building  Specialties,  425 
Fourth  .Xve.,  New  York  16.  N.  Y. 


.MANAi.ER  FOR  ALUMINUM  Window  and  Door 
wholesale  distributor.  Executive.  Knowledge  and 
ex{>erience  combination  window  business.  Ck>od 
opportunity  with  growing  concern.  Write  Box  366, 
Building  Specialties,  425  Fourth  Ave.,  New  York 
16,  N.  Y. 


SEVERAL  WINDOW  AND  door  installers  to  in¬ 
stall  in  Northern  New  Jersey  area.  Wnte  Box  No. 
365,  Building  Specialties,  425  Fourth  Ave.,  New 
York  16,  N.  Y. 


ONE  OF  THE  major  producers  of  extruded  ficxi- 
ble  splines,  glazing  channels,  weatherstrips,  etc. 
wishes  to  appoint  sales  reps.  Territories  other  than 
New  England  and  New  York  open.  Prefer  men 
who  are  now  calling  on  window  and  screen  manu¬ 
facturers.  Write  at  once  to  Box  3b8.  Building 
Specialties.  425  Fourth  Ave.,  New  York  16,  N.  Y. 


FOR  SAI.E 


FOR  .'^AI.E  inO  ALUMINUM  Awnings.  Nation- 
all.v  a<lvertised  famtuis  mak« ,  Various  sizes  and 
colors.  Far  lielow  manufacturers  selling  price.  Box 
377.  Building  Specialtes  and  Home  Improvement 
Dealer.  425  Fourth  .\ve..  New  York  Ib,  N,  Y 


MANUFAl  TURING  PLANT  TENTRAIJ.Y  lo 
catesl  on  la>ng  Island  completely  etptipped  for  the 
manufacture  *»f  Redw«M>d  ('ombination  Windows 
an«l  Do4)rs  and  other  miltwork  tiding  Business 
<loing  over  $120,000  sales  yearly,  can  do  better. 
Selling  reasonably  due  to  ill  health.  Ph«#nf  for  ap 
jNiintment.  WKsthiiry  7  42K8  or  CUrti-vs  5-7203. 
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STERLING  MATERIALS  COMPANY,  INC. 

I860  BROADWAY,  NEW  YORK  23,  N.  Y. 

Asbesto-Mostic  Division  COlumbus  5-6885 


